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Notable Lumberman Heads New Association 








BERT W. LAKIN 
McCloud, Calif. 
President Western Pine Association 











ROBABLY the most masterful stroke of the 
important group of lumber manufacturers 
who last week at Klamath Falls, Ore., formed 

the new Western Pine Association, thereby amalga- 
mating the association activities of the pine pro- 
ducers of the region extending from Montana 
through the Inland Empire, eastern Oregon, and em- 
bracing California, Arizona and New Mexico, was 
their choice of a man to head this organization as its 
first president. They chose a real man, a real lum- 


berman, with a background of thirty years’ experi- 
ence in pine production in Minnesota, Ontario, 
(Canada), Oregon and California. But more than 
that, they selected a man who holds the respect and 
esteem of every lumberman throughout the entire 
district represented. 

In so large an organization, with its varying inter- 
ests, it is natural that there should be many differ- 
ences of opinion, but there is no difference of opin- 
ion in regard to the choice for president of the new 
association in this, its most important formative 
period. 

B. W. Lakin is general manager of McCloud River 
Lumber Co., McCloud, Calif., an affiliated company 
of the Shevlin, Carpenter & Clarke interests of 
Minneapolis. In the seven years’ period since he 
went to McCloud to take charge of that operation it 
has developed, under his guidance, into one of the 
outstanding pine operations of the entire region. Out 
in the West, where the trivial formalities count for 
little, he is known as Bert Lakin, and known as a 
man who says what he thinks, and knows and means 
what he says. 

Fifty-one years ago Bert W. Lakin was born at 
Royalton, Minn., and grew up in that community. He 
entered the employ of the Shevlin, Carpenter & 
Clarke Co., of Minneapolis, nearly thirty years ago. 
He has been a member of that organization, one of 
the most important pine producing concerns in the 
country, ever since. 

During the intervening years he has occupied im- 
portant positions with the Shevlin interests, includ- 
ing log buyer for the Shevlin, Carpenter & Clarke 
Co., of Minneapolis; personal representative of 
Thomas H. Shevlin at Bend, Ore., where he pur- 
chased a large amount of the timber now comprising 
the holdings of the Shevlin-Hixon Co. at that place; 
and logging superintendent for the Crookston Lum- 
ber Co., of Bemidji, Minn., for a period of approxi- 
mately ten years. 

In 1921 he was made manager of the Shevlin, 
Clarke Co. (Ltd.), at Fort Francis, Ont., Canada, 
and successfully conducted that company’s white 
pine operations. Three years later, in 1924, Mr. 
Lakin went to McCloud, Calif., as general manager 
of the McCloud River Lumber Co., which position he 
still fills and in which he has proved his ability as 
an industrial leader and executive. 


His record in California has [Turn to page 51] 
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DUST COLLECTING SYSTEM IN THE WORLD 


ASK US FOR THE REASONS FOR ITS HIGH EFFICIENCY 


MFG. Co. 


Factories: Saginaw, Mich. ana Boston,Mass.5 LEADERS FOR 45 YEARS Offices: Saginaw, Chicago, New York and Boston 


ystems. Self clearing Mains, mechanical and pneumatic. Collectors free from centrifugal resistance 
Slow-speed Low-power Fans. Positive long-distance Conveyors. Wood-fuel furnace Stokers. Self-emptying Storage vaults. 


We design and manufacture each system to suit your needs; send experienced men to install it and put it into operation. 
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In other words, plastered walls 
won’t sell plywood paneling. 
Your offices are show rooms for 
lumber products just as much as 
spaces set aside for that specific , 
purpose. If you are eager to bly = rite 
make every possible sale count 
in the profit column, have your 
offices paneled—and then you’ll 
sell many paneling jobs. When 
your prospect sees what you 
want him to buy, your talk is 
that much easier. Let us plan and 





























: American 
estimate the cost of paneling 
your office. The results will jus- _lywood 
tify a guarantee of satisfaction. New po fon 

Wisconsin 
Plywood of Recognized Quality 

















Help Customers 
Save Money 


Whether your customer is planning a 
new home or is remodeling an old one, 
he seeks your advice on the proper 
materials to use. 

Ofttimes you can save him money by 
recommending No. 1 grade of Maple 
or Birch flooring instead of “Clear” 
stock. The chief difference between the 
two grades is that No. 1 is darker in 
color and has slight defects not per- 
missible in Clear but do not impair 
its wearing qualities. Recommend the 
grade you know will best serve your 
customers and we'll keep your assort- 
ments well balanced. 


FLANNER COMPANY 
BLACKWELL, WISCONSIN 


“Extensively Used and by Many Exclusively” 
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Seeking Uniformity 
and Stability in 
Hardwood Grading 


T WAS a substantial gain for the hard- 
| lumber industry to establish a 
set of grading rules, but that 
was y one step, important though it 
was, toward the uniformity and stability 
in hardwood grading which are so essen- 


wot 1 
ingle 
1 
oni 


tial to the prosperity of the industry. In 
an industry of so many ramifications and 
in a function so complicated as that of 
lumber grading, it is not surprising that 
there should be differences of viewpoint 
with respect to the principles and the 
details of grading. Such differences have 
existed in the hardwood industry. 

\s an agency for improving its rules 
the National Hardwood Lumber Asso- 
ciation has maintained a grading rules 
function has been to 


committee, whose 


study the rules, consider proposals to 
change them and to report at each an- 
nual of the association its recommenda- 
for The 
need for changes in the rules has been 


tions action of the members. 
rather generally recognized for several 
vears and the matter of changes has been 
major each 
nual meeting during the same period. 


given consideration at an- 

Changing the hardwood grading rules 
resembles in some respects the changing 
of the Federal and State constitutions. It 
involves alteration of what may 
termed the fundamental law of the or- 
ganization, and it is likely that some of 
the opposition to changes that in times 
past recommended by the 
grading rules committee is due to a feel- 


be 


have been 
ing of uncertainty regarding the practical 
effect of such changes, rather than to a 
positive conviction that the changes in 
themselves are objectionable. 

One important result of the extended 
study that has been made of the hard- 
wood rules has been the development of 
a number of grading experts within the 
association. The consequence is also that 
the membership has not only become well- 
informed but it has the benefit of compe- 
tent and disinterested advice. In fact the 
several reports of the committees and the 
resulting general discussions of them at 
the annual meetings have served to in- 
struct the entire membership on the sub- 
ject of grading, so that the final action 
of the membership is certain to reflect the 


matured conviction of an_ informed 
group. 

Inasmuch as the matter of grade 
changes is to come up for action at the 


annual convention of the National Hard- 
wood Lumber Association to be held in 
September, the discussion of the matter 
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by O. M. Krebs, former chairman of the 
grading rules committee, published else- 
where in this issue, will be read with in- 
terest by members. It will be seen that 
the changes are designed to promote uni- 
formity and consistency in the rules. Mr. 
Krebs avails himself of the opportunity 
also to emphasize the advantage of set- 
tling the matter in order that the hard- 
wood industry may be relieved of the 
uncertainty that prevails so long as the 
question remains open for debate. 





Two Western Pine 
Manufacturing Groups 
Unite on Big Program 


OR MANY years there has been an 
overlapping of territories, and a 


consequent working at 
poses, of the Western Pine Manufac- 
turers’ Association and the California 
White & Sugar Pine Manufacturers’ As- 
sociation. 


cross-pur- 


For several years there has 
been also a conviction in the minds of 
members in each of the organizations that 
the two groups had interests in 
common than in conflict, and the feeling 
has been growing that a way should be 
found to bring the aims and activities of 
the organizations into effective harmony. 
A step was made in that direction when 
the two agreed upon a single set of grad- 
ing rules. 

Last week, as reported at length else- 
where in this paper, the Western Pine 
Manufacturers’ Association and the Cali- 
fornia White & Sugar Pine Manufac- 
turers’ effected a merger 
under the new name, Western Pine As- 
sociation, and with a program and a mem- 
bership that assure vigorous and effec- 
tive activities in behalf of the manufac- 
turers in a region that is already a con- 
spicuous factor in the lumber industry 
and that is sure to assume still greater 
importance. 

A scrutiny of the recommendations of 
the organization committee will show that 
they embody the most advanced views 
of association 


more 


Association 


functions and are calcu- 
lated to remove handicaps under which 
practically all lumber associations have 
labored at various stages of their develop- 
ment. In fact, it is believed that the 
responsible leaders in all lumber associa- 
tions have been successful in direct pro- 
portion as they have been informed in 
the history of associated effort in their 
industry. The western associations that 
have merged their interests have abun- 
dant sanction in precedent; for mergers 
and consolidations have been inseparable 
from the growth and development of as- 
sociated effort in the lumber industry. 
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Not the least important plank in the 
platform adopted by the new association 
was the agreement upon a common name 
for the principal species of lumber manu- 
factured, and that the botanical name, 
Pinus ponderosa. The lumber industry 
has throughout its existence suffered from 
an excess of common or trade names for 
its products, and the industry has shown 
a reluctance at times to drop names that 
had the sanction of long usage, even 
though they have not always properly 
described the product to which they have 
been applied. It is inevitable, as advance- 
ment is made in methods of manu factur- 
ing and marketing lumber, that nomen- 
clature shall become a matter of greater 
importance. Definiteness of name must 
go with refinements in manufacture and 
grading. 

Uniformity in sizes is another end ta 
be worked for by the new organization, 
and it is an end that is exemplified as a 
policy for the industry as a whole in the 
adoption of the American Lumber Stand- 
ards. The proposed establishment of a 
committee on retail yard and consumer 
relations is a step calculated to make the 
selling efforts of producers more effective 
at the same time that it frees the channels 
of distribution of obstacles that hinder 
the movement of lumber from mill to 
user. In fact, the entire platform, as 
already intimated, is the embodiment of 
principles and practices that experience 
has shown to be sound and effective in 
promoting the best interests of wood. 





Radiating Confidence 
to Shorten Period 


of Depression 


HATEVER may be the cause or 
W the causes of depression, it will 

not end until confidence in the 
future has been restored. But the person 
“Shot,” the em- 
ployee whose salary has been cut and the 
mechanic who seeks labor in vain are not 
in a humor to listen to or to spread 
“Pollyanna stuff.” Nevertheless, if the 
doctrine of utter hopelessness and despair 
is not to be adopted, the foundation must 
somehow be laid for a more hopeful out- 
look. If better times ever are to return 
they must be preceded by a belief that 
they will return. 


whose business has been 


Perhaps the most discouraging job in 
times of depression is that of the sales- 
man, whose everyday experience it is to 
meet with rebuffs. The salesman is not 
only denied orders but is given tales of 
woe instead. There need be no surprise, 


therefore, if after a long period of de- 
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pression the traveling salesman loses 
come of his courage. After numerous 
and repeated refusals, he may come to 
expect nothing else. When he 
reached that stage it is but a short step 
to “gloom spreading” in which the sales- 
man, instead of pushing the sale of his 
merchandise, becomes a “peddler of pessi- 


has 


mism.” 

“I]l news travels fast” is a proverb 
that has its application to conversation in 
times of depression. There is a tempta- 
tion to paint the picture in the darkest 
shddes and to exhibit it on every possible 
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occasion. The average, thoughtless per- 
son, perhaps, does not realize the injury 
he does to himself in crying down condi- 
tions in general. If he said about a spe- 
cific banking institution what he openly 
says about business in general he would 
subject himself to the liability of legal 
prosecution. 

Unquestionably, the world’s most press- 
ing need at the present time is courage 
to go forward with the activities that in 
the aggregate constitute prosperity. It 
would almost seem that there is an in- 
clination for each person to disclaim all 
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responsibility for bringing about business 
recovery, but at the same time to place 
the responsibility upon everybody in gen- 
eral. What is needed is that each shall 
put forth his best efforts to get business 
and at the same time use, consume and 
buy what he needs. That is all that busi- 
ness is at its best. But so long as each 
waits for the other business will remain 
stagnant. Only persistent effort and the 
expression of confidence in the most prac- 
tical way will restore prosperity. Not 
to put forth that effort and show that 
confidence is to shirk an obvious duty. 
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Spruce Export Sales Agency 
Functioning 


[Special telegram to AMERICAN LUMBERMAN ] 

PorTLAND, ORE., July 28.—The Sitka Spruce 
Export Sales Agency is now functioning, it was 
officially announced today, as a part of the 
Douglas Fir Exploitation & Export Co. The 
agency is said to represent the majority of 
spruce mills in Oregon and Washington. 

British Columbia and Alaska are organizing 
similarly, with a view of co-operation toward 
better sales line-ups and merchandising. The 
Douglas Fir Exploitation & Export Co. has 
offices in Portland, San Francisco and Seattle, 
and sales connections throughout the world, 
either direct or through contracts. 


Carolina City Wants a Hard- 
wood Mill 


Witmincton, N. C., July 27.—Following a 
discussion of establishing a hardwood lumber 
mill locally, directors of the Wilmington Board 
of Trade & Industry have pledged themselves 
to purchase 50 percent of the stock, provided 
the remaining half would be taken by Wilming- 
ton citizens. The mill, according to plans 
would call for an initial outlay of approximately 
$30,000 and would offer employment to thirty 
operators and about sixty woodmen and allied 
workers. Emmett H. Bellamy was appointed 
chairman of a committee to carry out the plans. 








Cargo Arrivals at Los Angeles 
[Special telegram to AMERICAN LUMBERMAN] 


Los AnGees, Cauir., July 29—Cargo arriv- 
als at Los Angeles harbor total 10,634,000 board 
leet, there being 11 cargoes of fir comprising 
9,652,000 board feet and two of redwood com- 
prising 952,000 board feet. Unsold lumber to- 
taled 9,219,000 board feet. Fifty-eight vessels 
are reported laid up and one operating off shore. 
Building permits from July 1 to 25 totaled $3,- 
214,593. 





Amendment to Building Code 
Denied 


Kansas City, Mo., July 27.—An amendment 
to the Kansas City building code to permit the 
erection of non-fireproof apartments of more 
than two stories, introduced by a committee of 
local lumbermen and endorsed by the Real 
Estate Board of Kansas City, was denied last 
week by the public improvements committee of 
the local city council. The committee of lumber- 
men was headed by J. Newton Daniels and 
Charles Keith. Ray Wilson, civic secretary of 
the Chamber of Commerce, accompanied the 
lumbermen and testified the amendment met 
with the approval of the building code com- 
mittee of the chamber. 

Members of the public improvements com- 


mittee said they would not favor amending the 
building code in any manner unless it had the 
approval of the director of public works and 
the city building inspector. The proposed 
amendment did not carry this approval. 





Declares Home Owing a Basic 
Investment 


Sureveport, La., July 27—“If I did not 
conscientiously believe the home to be the cor- 
nerstone of our civilization and, therefore, the 
basic investment a young man could make, I 
would get out of the lumber business,” declared 
FE. A. Frost, head of the Frost Lumber Indus- 
tries (Inc.), in commenting on economic con- 
ditions in Shreveport, his home city. 

Mr. Frost said that 
the growth of Shreve- 
port had been marked 
by the development of 
residential areas that 
have made the city fa- 
mous. He referred es- 
pecially to the prepon- 





E. A. FROST, 
Shreveport, La.; 
Comments on _  Eco- 
nomic Conditions 








derance of small homes, 
landscaped. and _beauti- 
fied by the owners. 
“And_ that,” he said, 
“has made real estate 
values fundamentally 
sound here and_ will 
continue to make our 
homes desirable.” 

Mr. Frost expressed regret that anyone 
should be frightened or worried because real 
estate has stopped moving for a while. 

Mr. Frost further said: 

It is inevitable that when business condi- 
tions throughout the world get into one of 
these slumps that come ever so often there 
is a cessation of buying homes the same as 
everything else. When conditions start on 
the upward trend you'll see persons buying 
again. They will buy furniture, clothes, jew- 
elry and everything else that the world al- 








s : 
Every public dollar was_ 
originally a private dollar 

§ $ 








bought, including 
higher prices 


wanted and 
that will mean 


has 
and 


ways 
homes, 
again. 
The sensible thing, therefore, is to hold 
what you have now, and to acquire more if 
you can. Meantime, while materials are 
lower in price than they have been since the 
World War and lower than they will be after 
business conditions improve, it is the wise 


thing to repair and remodel, to add the extra 
room needed and to get ready for the future 
and help the other fellow now by furnishing 
him a bit of work. If the whole town would 
do that instead of sitting back and waiting 
to see what the other fellow is going to do 
it would mean an earlier revival of good 
times in Shreveport. 

Of course, we can’t expect @ unified action 
like that. Persons are human and they are 
subject to the psychology of a situation. But 
unless all signs fail, we are going to see a 
change for better times in Shreveport at no 
distant date, and Shreveport is very apt to 
be the first city in this part of the country 
to recover from the recent depression. All 
of this public work going on will help tre- 
mendously. The wise man is the one who 
protects his own interests by holding on to 
his home and refusing to sell at a sacrifice 
now. His home is his richest possession and 
it always will be so. 





Ordering "Build Now" Paper 
Matches 


Wasuincton, D. C., July 27—Up to date 
the trade extension department of the National 
Lumber Manufacturers’ Association has sold 
367,000 packages of Build Now paper matches 
to be distributed by retail lumber dealers 
through hotels, restaurants and other places 
where persons congregate and matches are in 
demand. 

This novel idea for emphasizing the wisdom 
of building now while lumber and other ma- 
terial prices are at the lowest levels for years 
and both skilied and unskilled labor are avail- 
able due to widespread unemployment met with 
instant acceptance by wide-awake retail deal- 
ers. Orders continue to reach National asso- 
ciation headquarters daily in large volume. 





Says Building Bargains Will 
Not Last 


St. Pau, MINN., July 28—Edward Bjork- 
lund, president of the Northwest branch, As- 
sociated General Contractors, after a survey 
made of construction material prices, urges 
prospective home owners to “build this sum- 
mer and save materially on construction costs.” 
Continuing, he said: 


Whether the prospective owner has in 
mind a home, apartment building, store, 
garage or some other type of structure, he 


can save money by doing it now, in our opin- 
ion. Statistical surveys of material costs 
covering cement, lumber, lime, brick, steel, 
hardware and other products which enter 
into a building show prices ranging from 10 
to 20 percent lower than they were two or 
three years ago. Some materials are lower 
than they have been for fourteen years. The 
best of labor and mechanical skill can be 
hired now at no extra cost, and we under- 
stand that real estate prices are at their 
lowest levels in years. Bargain conditions of 
this kind do not last forever, and the wise 
construction buyer will make his purchases 
now. 
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UERY AND COMMENT 


Manufacturers of Fir Plywood 
We are interested in securing a list of the 
various firms on the West Coast that manu- 


facture fir plywood. We are familiar with 
a few of them, but we think perhaps you 
have access to some records which would 


give a complete list. 


The reason we are interested in securing 
this information is that we are looking for 
a sales connection in this territory with 
someone who is not already represented.— 


INQUIRY No. 2,670 

[This request comes from an Indiana whole- 
sale lumber concern. In response the names of 
a number of fir plywood manufacturers have 
been given. The name of the inquirer will be 
supplied on request.—Ep1Tor.] 


Retail Cost and Inventory Sheets 





In response to inquiry No. 2,658 regarding 
a retail inventory and cost system, we are 
pleased to give a brief outline of the system 
we use. ° 

One sheet each is used for purchases and 
sales. For example one carries the heading 
“Purchases for June 1931,” under which are 
columns carrying the horizontal headings as 
follows: Lumber, millwork, roofing, mason 


material, hardware, paint. 
Under each head we list the amount of the 


invoice and freight, as we enter the invoice 
on the purchase ledger, totaling the amount 
at the end of each month. 

Another sheet carries the main heading, 


“Sales for June 1931,” and the following hori- 


zontal column headings: Invoice No’s., lum- 
ber, millwork, roofing, mason material, hard- 
ware, paint. We take the sale ticket and 


divide the sales to conform to above list, and 
total these at the end of the month. 

We find that this gives us good working 
information regarding each department. Under 
lumber we put all material bought from saw- 
mills, excepting molding. Under millwork, 
we put all items as molding, sash, doors, 
panel boards, wallboards and special mill- 
work items as built-in fixtures. Under roof- 
ing, we put all items that a roofer would 
use except nails, Under mason material, we 
put brick, sand, gravel, lime, plaster, mortar 
color and cement. Under hardware, we put 
all hardware items. Under paint, we put all 
paint, including brushes. 

This method has been in use in our yard 
now two years and we find that it works to 
our satisfaction. We shall be glad to fur- 
nish the inquirer with a copy of the sheets 
we use if he desires.—INQuUIRY No. 2,658-A. 

[The foregoing response is made by a Louisi- 
ana retail yard manager. The original inquiry 
came from Florida.—Eb1Tor. | 


When Lumber Will Sell for Cost 


When will lumber 
production ?—INQUIRY 





again sell 
No. 2664. 

[It is assumed that this query, propounded 
by a Virginia lumber wholesaler, was made 
without expectation that it would be taken 
seriously, or that any attempt would be made 
to answer it. 

When goods or commodities are sold for less 
than their cost it is commonly because the 
owner either does not know the cost or because 
owing to conditions beyond his control he must 
convert his merchandise into cash. In the lum- 
ber industry of late complaints have been made 
rather frequently by producers that lumber 
prices have been below cost of manufacture. 
To say that the prices of goods are below cost 
is to imply that their cost is known. To sell 
below cost under such circumstances entails an 
admission that any business man may well be 
reluctant to make. 

Ordinarily, business in volume can not be 
continued indefinitely at a positive loss. That 
is an axiom the truth of which nobody will 
deny. Because everybody knows its truth, there 
is an inclination on the part of the public to be 
skeptical with respect to assertions by anybody 


for cost of 


that he is selling his goods below cost of pro- 
duction. 

Possibly, it will approximate the truth to 
say that goods are worth what they will bring 
in the market where they may be or are offered. 
A supply in excess of the demand creates a 
glut that depresses not only prices but values. 
This is in obedience to the law that goods that 
are plentiful are cheap. 

Sometimes it happens that the economic set- 
up of the producer or the relation of supply 
to demand precludes profit. There is a surplus 
of raw material. The finished product goes 
out of fashion, it is supplanted in the public 
esteem by something else, or the public’s buying 
habits change. Any one or all of these causes 
of themselves or in combination with others 
makes a commodity or a type of merchandise 
unsalable at a price that includes an adequate 
profit. 

Efficiency in production or skill in merchan- 
dising often enables a producer or distributer 
to market his goods profitably at prices below 
those of less efficient or less skillful competitors. 
Skill in selling and in service may even win 
patronage at prices above the prevailing level. 
Finally, it may be said that lumber will again 
sell for cost of production when the producers 
refuse to sell it for less and when they con- 
vince buyers that it is worth what they ask 
for it.—Ep1tor.] 


Plans for Fire Hose Tower 


Forestry authorities are contemplating the 
building of a tower for the drying of hose, 
and we are desirous of obtaining information 
for the erection of same. 

We would like to obtain the details of the 
actual construction of the tower and how the 


hose is dried and the arrangement of the 
heating system.—INQUIRY No. 2,663. 
[This inquiry comes from Canada. As the 


information asked for is not available at pres. 
ent, inquiries have been directed to authorities 
that may be able to supply it. The inquiry js 
published as an appeal to readers to supply any 
information they may have that will be helpful 
to the inquirer.—EbITor. ] 


Foreclosure of Mechanic's Lien 


When a lumber dealer has a lien on a cer- 
tain property, can he foreclose the lien and 
when and how long does foreclosure take?—~ 
INQUIRY No. 2,662. 

[The foregoing inquiry is made by a Wis- 
consin dealer. The mechanic’s lien as a form 
of security for payment is purely statutory, 
As a consequence, the laws may be changed at 
any time at the will of the legislative bodies of 
the States. Under such circumstances, it is 
hardly practicable for the AMERICAN LuMberr- 
MAN to keep uptodate information on the lien 
laws of all the forty-eight States always on 
file. Since it is essential for the lien holder to 
follow the statutory provisions precisely, only 
the most definite and accurate information 
would be helpful. 

The inconvenience of lack of uniformity 
among the State lien laws has been recognized 
and at times efforts have been made to secure 
the enactment of a uniform lien law by all the 
States, but without success thus far. It is per- 
haps sufficiently accurate to say that many State 
mechanic’s lien laws are similar in their funda- 
mental provisions. Nevertheless, important dif- 
ferences have persisted and will be hard to re- 
move when they are rooted in the habits and 
convictions of people of different regions. 

The inquirer has been referred to the office 
of the retail association of his State for more 
definite and helpful information than it is prac- 
ticable to give through this department.— 
EpDITor. ] 
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LUMBER MARKET REVIEW 


Southern Pine Bookings Exceed Output by 22 Percent; 
Scarce Items Advance 


Total southern pine production has recently been little 
more than 40 percent of normal. Bookings in the week 
ended July 25 were about 22 percent above the production. 
Mill stocks have been so depleted since the first of the 
year that a number of items are becoming scarce and hard 
to find for mixed car loading. Among these are Nos. 2 
and 3 boards, No. 2 shiplap and No. 1 dimension, but there 
are still fair assortments of most items of common. Tim- 
bers are becoming less easy to buy, as they are in fair 
demand for heavy domestic construction, and exporters 
have been calling for larger amounts. Railroads are poor 
buyers of track material, but have recently been taking 
more car building items. Retail dealers as a whole are 
purchasing very conservatively, but price mark-ups on 
scarce items are causing some of them to buy now for fall 
needs, especially the country dealers. Current trade, how- 
ever, is largely in mixed cars, and some of the mixtures 
are hard to place with mills. 


Production of Northern Pine and Hemlock Is Very Low; 
Quotations Yield Slightly 


Northern pine production in the week ended July 18 
was down to 30 percent of last year’s at identical mills, 
while bookings—73 percent of last year’s—covered 81 per- 
cent of it. In the Northwest, city retail trade is better 
than that in country districts, where crop prospects are 
uncertain, but in the East the city trade is leading. Yards 
in both sections are buying very conservatively in ac- 
cordance with current sales. The Northwest is expected 
to place a fair number of orders for quick shipment dur- 
ing fall. In both sections, reduction of yard stocks seems 
to have been carried to the limit. Industrial stocks are 
very low also, but buying is for no more than current needs. 
Prices are not quite steady, but fluctuations seem to be 
confined within narrow limits. 

Northern hemlock output in the week ended July 18 
was only 50 percent of last year’s at identical mills, sales 
making a better comparative showing, at 60 percent of 
last year’s. Accumulation continues, and prices have re- 
cently undergone a further reduction, to $11 off Broughton 
list, compared with the recent discount of $10. 


Domestic Cargo Movement of Coast Woods Makes Big 
Gain; Rail Prices Are Steadying 


Although Douglas fir production had increased to 39 
percent of capacity in the week ended July 25, compared 
with 30 percent the preceding week, there was more than 
a corresponding gain in orders. Bookings the preceding 
week exceeded production by about one-half of one per- 
cent, but those of the week ended July 25 were 11 per- 
cent above. The gain was, however, confined to one 
section of the market, the domestic cargo trade, there hav- 
ing been a small gain in export business that was offset 
by a loss in the rail market. 

The probability of an advance in intercoastal rates to 
$11 for September is evidently stimulating the movement. 
Residential building contracts awarded in the New York 
area during June were 27.75 higher than for June last 
year, and for the first half of this year were 39.33 per- 
cent above those of the first half of last year. Residential 
awards in New York area accounted for about 38 percent 
of the total awards in thirty-seven eastern States during 
the first half of the year, and it appears that the revival 
here is slowly spreading to other eastern territory. 


Lumber Statistics Appear on Pages 44 and 45; 


California trade is dull, and larger arrivals have resulted 
in a gain in unsold stocks. 

Rail volume is keeping at about the same volume as for 
the last couple of months. After a recovery in the period 
ended July 20, prices the following week fell back to the 
levels of the period ended July 13. There are rumors of 
concessions, but rail items as a whole seem to have a 
good deal firmer undertone. June volume, compared with 
last year, made a better showing in the Pacific and Moun- 
tain than in the rest of the territory. 

Export business is inactive, but there is a small move- 
ment to China, Japan and South America. An easing in 
offshore rates is expected to stimulate fall buying. 


Inland Empire Mills Are Reducing Their Production; 
California Sales Equal Cut 


Inland Empire production during the week ended July 
25 was at 43 percent of capacity, compared with 45 per- 
cent the preceding week. Orders amounted to slightly less 
than 80 percent of the cut, compared with & percent the 
preceding week. Though to date this year the production 
has been about one-third less than last year’s, the tendency 
among the mills is to curtail still further. Stocks are said 
to be in ample supply at most mills, despite the fact that 
shipments in the first twenty-eight weeks of the year 
exceeded the cut by 1 percent. Business is draggy, with 
inquiry light, but the general expectation is that there 
will be an improvement in sales during the latter part of 
the year. In the period ended July 29, Pondosa C selects 
were off but D were stronger, while declines predominated 
in Nos. 2 and 3 common. Sales of Idaho selects were 
few, and the common items were at the same level as the 
preceding week or fractionally stronger. 

Sales of California pines in the “week ended July 25 
were practically equal to production, and were consider- 
ably exceeded by shipments. In the period ended July 21, 
lower grades of Ponderosa were slightly stronger, with 
the higher grades steady. In sugar pine D selects were 
stronger, but the other grades showed declines. 


Hardwood Prices Gain Strength as Mills Curtail Cut; 
Mill Stocks Being Reduced 


Total production of hardwoods, southern and northern, 
was only 31 percent of last year’s during the week ended 
July 18. It is understood that a large proportion of south- 
ern mills have begun extended shutdowns, thus evincing a 
determination to obtain more reasonable prices for their 
product. In the week ended July 25, southern bookings 
exceeded the cut by 31 percent, and northern were 80 per- 
cent in excess of the cut. As during the first 28 weeks 
of this year, total hardwood bookings have been 10 per- 
cent and shipments 8 percent above the production, such 
curtailment can not fail to have a strengthening effect on 
the market. An encouraging sign is that exporters are 
paying $2 more f.o.b. mill. In the domestic trade, red 
and white oak are appreciably stronger, and larger for- 
ward purchases of gum are putting more strength into 
that species. The best buyers are automotive and floor- 
ing plants, but demand from furniture plants is improv- 
ing. Building trades buying is sluggish as a whole, but 
there is a fair movement of flooring. Some reports in- 
dicate that industrial users and wholesalers are making 
more inquiries, with a view to replenishing their low 
stocks. Offered prices are frequently too low, but it is 


believed they will be edged up a little as the market dem- 
onstrates its strength. 


Market Prices and Reports on Pages 58 to 61 
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iscusses Proposed New Hardwood Rules 


A Practical Comparison of the Old and New—A Plea 
for Stabilization Permanency and a Uniform 


MEMPHIS, TENN., July 27.—At the request 
of George C. Ehemann, chairman of the inspec- 
tion rules committee of the National Hardwood 
Lumber Association, O. M. Krebs, vice presi- 
dent of the McLean Hardwood Lumber Co., of 
this city, and a former chairman of the rules 
committee, has prepared and published in pam- 
phlet form an exhaustive report comparing the 
proposed new rules with the present National 
rules. The association has had as one of its 
most important activities for several years the 
matter of simplified and uniform inspection. 
The rules to be submitted to the annual conven- 
tion in September are the result of the com- 
bined effort of the inspection rules committee 
of the association and the committee represent- 
ing the wood using industries, both being rep- 
resented at the several inspection tests made 
throughout the producing regions. 

While this pamphlet is being made available 
to members of the association and to lumber 
buyers, it is felt that many readers of the 
AMERICAN LUMBERMAN will be interested in 
some of the features outlined in it, indicating 
the desirability of the changes that are being 
made through these proposed new rules. 

These extracts from the pamphlet are as fol- 
lows: 


What Should Be the Requirements for a Set 
of Hardwood Lumber Grading Rules? 


First—A systematic division of the full 
product of the log into as many standard and 
special grades as necessary to fit into the 
major requirements of the general consuming 
trades, and from which any consumer may 
select a grade well suited for his own particu- 
lar requirements. 

Second—Uniformity of yield value—within 
well-defined limits—must exist in all the 
boards within each respective grade. 

Third—So simple and definite in their word- 
ing and structure that they are readily under- 
standable and readily and uniformly applied. 

Let us make some comparisons between the 
present National rules and the proposed rules 
for the purpose of deciding which set more 
nearly fills the above requirements. 


Number of Grades 


No difference exists on this point, as both 
sets of rules call for exactly the same number 
of grades with exactly the same grade names. 
Past experience has shown no further grades 
are necessary or desirable, as any consumer, 
regardless of what he may manufacture, will 
find a grade which is well suited for his re- 
quirements with the minimum of waste. 


Uniformity of Yield Value 


It must be admitted that, aside from the 
boards which might be 100 percent clear two 
faces, no carload of hardwood lumber contains 
two boards which are identical, even though 
the shipment is of one grade only. This 
nature-made product, then, when divided into 
five standard grades, can not possibly have 
identically the same yield value contained 
within each and every board in any given 
grade; however, this variation in yield value 
can and should be confined within due limits 
of small variation for each grade. 

On this point of yield value the present 
National rules are inconsistent in the extreme. 
Regardless of what commodity is being sorted 
or graded, it certainly can not be considered 
uniformly nor consistently graded unless all 
of the units which go into any one grade are 
—within well-defined limits—of equal yield 
value. To be sure, the highest type board in 
any one grade is of necessity very close in 
yield value to the lowest type board in the 
next higher grade. It is, however, a very 
inconsistent grading rule which permits of 
placing into a higher grade boards which have 
not the yleld value of the average board found 


in a grade which is two or three grades lower, 
as do the present National rules. * * * * 


Yield Value in FAS Grade 


Notwithstanding the fact that the FAS 
grade is the highest standard grade in the 
National rules, still it is the only grade in the 
rule book which does not carry some guaranty 
of yield value. Such a situation should not 
exist when we reflect that the National Hard- 
wood Lumber Association is the only official 
hardwood inspection association recognized 
the world over. 

The boards which go to make up this grade 
of FAS range all the way from 100 percent 
clear, both faces, as the highest type, down 
to boards which will not average for yield 
value with the average board found in the 
No. 1 common grade, It is a fact that a rare 
type board which now goes into the National 
FAS grade, does not yield enough clear cut- 
tings according to the No. 1 common rule to 
get into that grade, and, therefore, the only 
thing which keeps it out of the No. 2 common 
grade is the fact that FAS, being on an alto- 





[Sales-o-gram No. 46] 


DON'T NEGLECT 


the old customers. It is all very well to be 
aggressive in finding new sources of busi- 
ness, but do not neglect the old customer. 
He may be and should be the backbone of 
your business. Keep in touch with his chang- 
ing needs and be ready, when he is, to help 
him work out his plans. Make old customers 
good friends of the house. Each one may 
be the center of publicity for you, a center 
of prospecting, a center of influence. Make 
each customer the beginning of an endless 
chain of customers and prospects. After 
you have made a sale, choose an opportune 
moment to get the customer to tell you of 
new construction or repairs contemplated by 
his friends and neighbors. Get him io sug- 
gest good names for you to add to your 
mailing list. Make every customer a silent 
partner of the firm. 





gether different grading system, inconsistently 
admits such a board as the lowest type for 
this National FAS grade. 

Employing two distinct systems, the defect 
system in the FAS grade and the cutting sys- 
tem in the common grades, absolutely pre- 
cludes uniformity of yield value and brings 
about no end of overlapping in grades. * * * * 


Simple, Definite and Uniform 


The proposed rules combine the one good 
feature of the National common rules with 
the one good feature of the National FAS 
rule, and employ identically the same system 
for arriving at the yield value of each and 
every standard grade, that is, CUTTINGS, the 
number of which are determined in proportion 
to the SURFACE MEASURE of the board being 
inspected. 

Compare this with the two distinctly differ- 
ent systems employed by the present National 
rules; one or the other being used in arriving 
at three of the grades, and a combination of 
the two systems being necessary to arrive at 
the other two grades. 

Consider also the multitude of groupings of 
lengths and widths which must be kept in 
mind, there being 18 different groupings for 
the No. 1 and No. 2 common grades for arriv- 
ing at the number of cuttings allowed, also 
consider the number of interpretations neces- 


sary to explain the National FAS grade. Com- 


Yield Value 


pare this with the proposed system, in which 
the surface measure of the _ board. itself, 
divided by the proper number for the different 
srades, determines the number of cuttings 
allowed. 

Anyone can look at a cutting and determine 
whether or not it is clear. Fully 75 percent 
to 80 percent of the product of the log is now 
being graded on the cutting system; why 
should not the other 20 percent to 25 percent 
be graded on the same system? If the cut- 
ting system is not proper, then 75 percent to 
80 percent of our lumber is now and has for 
years been graded on the wrong basis. 

The proposed rules would not only greatly 
simplify lumber grading, but at the same time 
they guarantee to each and every grade a 
UNIFORM yield value; in fact, a uniform yield 
value, within well-defined limits, to each and 
every board within each respective grade. 

The consumer buys yield value; the cuttings 
in the proposed rules ARE the yield value, and 
basing the number of these cuttings according 
to the surface measure of the board being 
inspected, automatically compels and delivers 
a more uniform flow of yield value. 

The National Rule Book should be, in so far 
as is possible, as perfect as an engineer's 
textbook. All information necessary for the 
correct grading of hardwood lumber should be 
plainly written and contained within its two 
covers. The adoption of the proposed rules, 
wherein yield value is guaranteed on a mathe- 
matically uniform and simplified basis, would 
add the necessary STABILITY to the National 
Hardwood Lumber Association rules to make 
them a PERMANENT FIXTURE. * * * * 


Can the Change in Rules Be Made Without 
Inconvenience? 


Anyone who is at all familiar with lumber 
inspection must admit that a man who in- 
spects lumber today under the present Na- 
tional rules will be equally as good or a better 
inspector tomorrow under the proposed rules. 
The fact that 75 percent to 80 percent of the 
log run product is inspected on the cutting 
basis under the present National rules, should 
be a guarantee that inspectors are familiar 
with grading on that basis. The proposed 
rules call for inspecting 100 percent of the 
standard grades on the cutting basis. * * * 

The proposed rules must stand on their 
merits alone. If they have sufficient merit to 
justify the change, then they should be 
adopted. The rules committee has gone on 
record as unanimously recommending the pro- 
posed rules. 


It may be argued by some that “this is no 
time for changing inspection rules.” The same 
argument would be offered by these same 
folks, even though 1930 and 1931 had been 
the banner years in their business history. As 
a matter of fact, common sense would dictate 
that any change, major or minor, could best 
be made during a lull in business; however, 
in regard to changing over to the proposed 
rules, no inconvenience would accrue, even 
though they were installed during a period of 
brisk business, as they only simplify the pres- 
ent method now employed in inspecting 75 to 
80 percent of the product of the log, and ex- 
tend the same simplified method to the re- 
maining 20 to 25 percent. 

The National Hardwood Lumber Association 
stands at the head of one of the largest indus- 
tries in the nation. It is supposed to be the 
one authority on the inspection of hardwood 
lumber. Is it consistent that this association, 
whose prime function is to represent impar- 
tially the buyer and seller of lumber in inspec- 
tion matters, should continue to use inconsist- 
ent grading rules in fulfilling that function? 

Should the grades of hardwood lumber be 
constantly held in the balance, to be jostled 
about at each succeeding annual convention 
of the National Hardwood Lumber Associa- 
tion? Would it not be desirable and beneficial 
to the trade at large to give to the hardwood 
lumber industry, in so far as grades are con- 
cerned, some guarantee of grade STABILITY? 
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How far would their sale for future delivery 
ever get on the world markets if the rules for 
srading cotton, grains ete. were constantly 
being questioned and changed? 

Consumers, wholesalers and producers 
should all unite in bringing about such a 
change. In the writer's opinion, the National 
Hardwood Lumber Association should go on 
record in convention with a _ definite 
policy regarding future changes in inspection 
rules. That policy should plainly state that 
constant tampering with, and frequent changes 
of, the official inspection rules are considered 


open 
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undesirable and a menace to the industry at 
large; that STABILITY is the aim of the associa- 
tion; that in case the proposed simplified rules 
are adopted they will go into effect on Jan. 1, 
1932; that a consumers’ committee, represent- 
ing the several major consuming interests, 
will meet with the inspection rules committee 
of the association in June, 1932, for the pur- 
pose of making such suggestions for smooth- 
ing out what, if any, points may have devel- 
oped during the several months’ practical 
application of the rules; that their report will 
be submitted to the 1932 annual convention of 


27 


the association with the understanding that, 
after being acted upon by the convention, no 
further changes can be made for a period of 
three to five years in the inspection rules for 
any wood which has been brought under the 
proposed. rules. 

Once the inspection rules are STABILIZED, the 
inspection rules:-committee could be dispensed 
with for a given period, and the time which 
heretofore has been given to tearing apart the 
several interests could well be devoted to the 
study of such subjects as would result to their 
mutual benefit. 


Timber Board Makes Report on Preliminary Survey 


[Special telegram to AMERICAN LUMBERMAN] 

Wasuincton, D. C., July 30—The United 
States Timber Conservation Board today made 
public a preliminary report of the lumber sur- 
vey committee appointed by Secretary of Com- 
merce Lamont on July 9. The report embraces 
“such analysis of current lumber production and 
consumption, lumber stocks and _ prospective 
consumption for the period July to December, 
1931, inclusive, as the limited time would per- 
mit.” The recommendations of the committee 
follow : 

1. That the withdrawals, during the period 
July to December 1931, from stocks in posses- 
sion of Jumber manufacturers, should be not 
less than one-half of the indicated excess 
stocks of the industry of 4,500,000,000 feet. 

® That during this period, and until a 
reasonable equation between supply and de- 
mand shall have been established, production 
in all species should be limited to the mini- 
mum which financial and community agencies 
will permit. 

8 That consideration be given by individual 
manufacturers to the timing of reduction or 
cessation of production in such Manner as 
to involve minimum hardship upon dependent 
employees; and in general to maximum pro- 
portionate reductions in production during the 
months before winter, especially in the North, 
the Northwest and the West. 

{, That importers of lumber offered or to 

be offered for sale in competition with, or in 
substitution for, woods of domestic manu- 
facture should moderate their lumber imports 
in consideration of the present critical exig- 
encies of the American lumber industry. 
5. That consideration by appropriate pri- 
vate and public agencies be given to the prac- 
ticability, through improved, extended and 
better co-ordinated means of deferred financ- 
ing and otherwise, of converting potential de- 
mand for building into active demand espe- 
cially for farm business building and small 
homes. 

6. That consideration by the industry be 
given to the practicability, the possible econ- 
omy, and the availability of means-of uniting 
the sales facilities and in effect combining 
the inventories of logical groups of companies 
in the same and in different, regions or 
species; and, especially in the Pacific North- 
west, to the gains in financial stability, in 
economy and flexibility of production and dis- 
tribution, in diversification of raw materials 
utilization and in sustained yield forest man- 
agement, to be secured through regional con- 
solidations of the ownership and operation of 
timber and lumber manufacturing properties. 


Further Survey to Be Made 

7. That the United States Timber Conserva- 
tion Board make, or cause to be made, at the 
end of the third quarter of 1931, a further sur- 
vey and report on current and prospective 
lumber supply and demand; and of recom- 
mendations based thereon, 

8. That the bureau of the census in its 
further investigations of lumber stocks seek 
and assemble the necessary information in 
such form and manner as to permit the accu- 
rate segregation of -Saftwoods and hardwoods 
and the classification of each by species or by 
customary species groups. 


The committee, which served voluntarily at 
the suggestion of Col. Lamont as chairman of 
the board, consists of Thomas S. Holden, econ- 
FF. W. Dodge Co., New York; Dr. Frank 
M. Surface, assistant director, bureau of for- 
eigi) and domestic commerce, Department of 
Commerce; M. W. Stark, lumber and coal eco- 


omist, 


nomist of Columbus, Ohio; Calvin Fentress, 
president Baker, Fentress & Co., investment 
analysts, Chicago, and Wilson Compton, secre- 
tary-manager National Lumber Manufacturers’ 
Association. 

The recommendations are followed by sup- 
porting evidence in the form of a rather detailed 
report which, for convenience and brevity | is 
made largely in the form of tables and charts. 
It is pointed out that building is the principal 
factor, ordinarily representing approximately 60 
percent of the aggregate consumption of lum- 
ber. While “the need for additional farm busi- 
ness building and improved farm housing is well 
nigh universal throughout the agricultural 
areas,” the committee feels that “there is in the 
farm income evidently available for such pur- 
pose no present prospect of such increase ma- 
terializing appreciably during the last six 
months of 1931.” 

No Surplus of Small Dwellings 


3uilding prospects are said to “show the least 
present promise in commercial and industrial 
building.” On the other hand “the least satur- 
ated major building type is residential construc- 
tion.” While in most localities there are, un- 





New York Steps 
Ahead 


That residential building has shown 
encouraging revival in the New York 
area is proved by Dodge reports on con- 
tracts awarded. Residential awards dur- 
ing June, 1931, were 27.75 percent larger 
than those of June last year. Residen- 
tial contracts for the first half of 1931 
were 39.33 percent larger than those for 
the first half of last year, and made 38 
percent of the total residential contracts 
awarded in thirty-seven eastern States. 
We've always believed that the Sun of 
Prosperity rises in the East! 





der present conditions of housing and demand, 
ample residential facilities, “evidently there is 
no general surplus of small dwellings,” the com- 
mittee adds. The greatest present opportunity 
for increased business activities lies largely in 
this direction, “the extent of its realization 
being in large measure dependent upon the char- 
acter, extent and reasonableness of terms of 
available financing.” It is noted that “a mod- 
erate, irregular and interrupted advance in resi- 
dential building contracts has developed during 
the last few months in nearly every section, 
most noticeably in the eastern and northeastern 
States.” 

The prospect is of further curtailment of new 
building of the types ordinarily dependent for 
financing on bond issues, the committee states. 

The committee concludes its discussion of 
building as follows: 

With the composite of these conditions con- 
fronting the building industry, on the activity 
of which the lumber markets are largely de- 
pendent, the committee is of the opinion that 


an increase during the last half of 1931 in the 
aggregate demand for lumber for building 
purposes is not to be expected. The extent 
to which the obvious need for improved farm 
building and the potential demand for in- 
dividual small houses, both of which types 
of construction use lumber in large volume, 
can be converted into actual demand, will de- 
pend in large part upon the extent to which 
economical and convenient financing is made 
available. 
Cites Excess of Stocks 

In table 12 the committee estimates gross 
stocks on hand July 1 of this year at 10,129,- 
000,000 feet. “Reasonable” stocks as of that 
date in view of economic and general conditions 
are estimated at 5,783,000,000 feet, leaving an 
“excess” of 4,346,000,000 feet, at least one-half 
of which the committee recommends be with- 
drawn from stocks during the last half of the . 
year. Anticipated consumption during the 
period July 1 to Dec. 31 is estimated at slightly 
more than nine billion feet. On this basis the 
“indicated production” for the last half of the 
year—that is “estimated consumption less mini- 
mum withdrawals from stocks and anticipated 
imports”’—is placed at 6,476,000,000 feet. The 
estimated production of small mills for the last 
six months of 1931 is placed at 1,865,000,000 
feet. To effect a reasonable balance, the indi- 
cated production for large mills during the same 
period is placed at 4,611,000,000 feet, of which 
651,000,000 feet would be hardwoods. In a 
footnote the committee points out that the esti- 
mated production of small mills is based on in- 
complete information but is added to indicate 
generally the relationship between large mills 
and the total “indicated production.” 


Named as District Sales 
Manager 


CLEVELAND, OH10, July 27.—Following the 
death of C. D. Fleming, vice president of the 
Cleveland Tractor Co., manufacturer of the 
famous Cletrac crawler tractors, his former 
duties as director of domestic sales have been 
assigned in accordance with certain territorial 
divisions to W. E, Miles, G. W. Pickering and 
H. E. Orr, each of whom has been given the 
position of district sales manager. 

W. E. Miles controls all of the territory 
from a line running between Chicago and New 
Orleans eastward to the coast. 

G. W. Pickering handles all of the territory 
from a line running from the western boun- 
dary of North Dakota to the western boun- 
dary of Texas, east to western line of eastern 
territory. 

H. E, Orr has charge of the territory from 
the eastern boundary of Montana to the east- 
ern boundary of New~Mexico, west to the Pa- 
cific Coast. 

These three men have been sales assistants 
to Mr. Fleming for geveral years, so are well 
trained and thoroughly competent to take 
over the full responsibilities of sales manag- 
ers in their respective.territories. 

Mr. Pickering, in addition to handling the 
central gdistrict-in the United States, will also 
be in charge of Cletrac sales in the» Dominion 
of Canada. 

Mr.: Orr will continue as advertising man- 
ager, along with his directional work on sales 
in the western district. 

All of these men have occupied positions at 
the home office of the Cleveland Tractor Co 
for more than twelve years. Their duties in 
their new capacities will combine office and 
field work as the business demands dictate. 
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Files Protest Against Rate Increase 


9° 


KANSAS City, Mo., July 27.—Through the 
manager of its traffic department, J. E. John- 
ston, the Southwestern Lumbermen’s Associa- 
tion has filed with the Interstate Commerce 
Commission a strong protest against granting 
to the railroads an increase in freight rates on 
lumber, shingles and other building materials. 
In his letter to the commission, Mr. Johnston 
said: 

On behalf of 
ing material 
Kansas, 
of this 


1.900 lumber and build- 
situated in Missouri, 
Arkansas, members 
earnestly and sin- 
cerely feel it would be a grave and serious 
error on the part of the commission to give 
favorable consideration to the petition of the 


retail 
dealers, 

Oklahoma and 
association, we 


carriers for permission to file a 15 percent 
increase, or any increase whatever, over and 
above the present rates on lumber, shingles 
and other building materials. 


This organization and its members are not 
unmindful of the importance of ability of the 
carriers to render adequate service. Cer- 
tainly we are not averse to them enjoying 
the greatest possible measure of prosperity, 
yet it absurd and folly at this time 
for the expect increases in their 
rates, lumber and building ma- 


seems 
carriers to 
especially on 


Makes Largest 


New Lonpon, Wis., July 27.—What is under- 
stood to be the largest order for aircraft ply- 
wood ever placed by the United States Govern- 
ment, recently has been successfully and satis- 
factorily completed by the American Plywood 
Corporation, of this city. Six standard railroad 
cars were required in which to load and ship the 
material applying on this contract. All of this 
plywood is to be used in the construction of 
United States Army airplanes; it was subjected 
to rigid tests by an army inspector during its 
manufacture, again before being packed for ship- 
ment, and each piece was approved and officially 
stamped. Specifications for army aircraft ma- 
terial are very rigid, but so carefully had this 
material been manufactured and handled that 
the inspector declared it all to be considerably 


terials, to rebound to their benefit. Surely 
other ways and means must be determined 
upon to equalize income with expenses, such 
as dealing with their organized labor em- 
ployees in a firm and courageous manner. 
To us it appears there is no alternative to 
this. 

Our own industry is now, and has been 
for some time, at the lowest stage in its 
history. Mill prices and values are less than 
half the measure of the freight rate on lum- 





ber. Witness the following delivered prices 
per thousand feet at Kansas City, and ob- 
serve what a large portion of same repre- 
sents freight paid to carriers: 

Common Items of 

Western Lumber Delvd. K.C. Freight 
2x4-16 No. 1 S48 $29.2 $16.25 
2x4-16 2 S48 22. 16.25 
1x8 1 S48 28. 16.25 
1x8 2 S48 22.75 16.25 
1x8 3 S48 19.2% 16.25 
1x12 1 S48 $1.7! 16.25 
1x12 2 S48 23.75 16.25 
1x12 3 S48 21.25 16.25 
1x4 B&Btr. Fig. 29.50 12.50 
1x4 C Fig. Fir 25.50 12.50 


These items are representative lumber from 
reputable manufacturers. From same the 
commission can appreciate the deplorable 
and acute situation, even under present rates, 


this industry is grappling 
figures embrace 
ter into the big majority of lumber ship. 
ments for retail yard consumption. It wil 
be observed, on the basis of the present 62%. 
cent freight rate, freight constitutes from 49 
percent to 80 percent of the delivered cost, 

Mr. Johnston further points out that the 
business depression has left its mark on the 
building industry to a greater extent than on 
any other, and to further retard building ac- 
tivities by an increase in freight rates would 
only throw additional men out of employment 
and increase the present deplorable situation, 
and said: 

We are for the 
the trucks and other 
transportation, first, last and all the time, 
and would like to see whatever preference 
and unfair advantages these other forms of 
transportation now enjoy removed, and an 
equality of opportunities and responsibilities, 
and no more than that, extended to all. 

This industry for some time has been ex- 
periencing and sustaining severe losses. We 
urge the commission to not authorize addi- 
tional transporiation costs against us and 
thus bring this industry to even lower levels. 


with. 


The above 
the principal 


items that en. 


railroads in preference to 


competitive forms of 


Shipment of Aircraft Plywood 


above the specification requirements. 

The entire order was completed and the six 
cars were loaded and ready for dispatch on July 
11. As loading was completed, each car was 
placarded with a banner, stating that the car 
was loaded by the American Plywood Corpora- 
tion, New London, Wis., with its product “Ply- 
rite” aircraft plywood, with the destination 
given. These cars and the destination of each 
were as follows: 


C&NW No. 122206, for Rockwell Air Depot, 


San Diego, Calif. 

C&NW No. 140696, for Middletown Air 
Depot, Middletown, Pa. 

C&NW No. 101720, for San Antonio Air 
Depot, Duncan Field, Tex. 

Oma. No. 32544, for Fairfield Air Depot, 


Osborne, Ohio. 





Personnel of American Plywood Corporation who had charge of the aircraft plywood contract: 


Walter Fox, costs; Walter Jolin, production; Harold Zaug, superintendent; Dawson Zaug, sales; Frank L. Zaug, general manager; R. L. Hankin- 
son, consulting engineer; J. Meyer, United States Army Air Corps, inspector. 


London, Wis., plant on July 11 


C&NW 
Field, I11. 
C&NW No. 140106, for N. Y. General Depot, 

J 


No. 136530, for Scott Field, Scott 


3ay Ridge, N. 

The last car contained shipments for 
Hawaiian Air Depot, Honolulu; France Field, 
Cristobal, Canal Zone, and Philippine Air 


Depot, Rizal, P. I. 


In addition to this large order for the United 
States Army, the American Plywood Corpora- 
tion recently has completed several contracts for 
Ply-rite aircraft plywood for the United States 
Navy. These shipments indicate the increasing 
use of plywood in aircraft construction, experi- 
ence having demonstrated that wood has cer- 
tain definite advantages in airplane construction 
which have not yet been equalled by any other 
material. 








Left to right: Henry Christensen, shipping; 


Below, six cars of aircraft plywood for U. S. Army leaving New 
pe . g 
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Cheer Up—Chase the Gloom 


Kansas City, Mo., July 27.—That M. B. 
Nelson, president of the Long-Bell Lumber 
Sales Corporation, believes that psychology has 
a lot to do with the present business situation, 
is indicated in a letter he recently addressed to 
all of the salesmen and retail yard managers of 
his company. He believes that the attitude of 
the salesmen can do much toward influencing 
the prospective customer, and he urges all of 
the salesmen and the managers to become gloom 
chasers. In his letter Mr. Nelson said: 


I just received a letter from the president 
of a concern with national distribution, the 
first paragraph reading as follows: 

“A few days ago our purchasing agent told 
me that never in all of his experience had it 
been as easy to say ‘no’ to the salesmen who 
call upon him as it is at the present time. 
He said the salesmen call on him expecting 
to be turned down; that their whole manner 
indicates that they are licked, and that most 
of them are making their calls in a perfunc- 
tory and half-hearted way.” 

I have just talked with our purchasing 
agent, who confirms practically the same 
thought; further indicating that the salesmen 
calling on him today, covering all lines we 
handle, including lumber, spend most of their 
time telling him how hard it is to find busi- 
ness and bemoaning the lower prices compet- 
ing salesmen have made. 

I think it is obvious that the depression, 
from which the country ‘s now beginning 
slowly to emerge, was the result of economic 
causes such as over-production, over-expan- 
sion, over-building’ and ruthless stock gam- 
bling. I believe, though, that these economic 
causes have very largely spent their force, 
and that now the collapse of confidence and 
the hoarding of idle credit resources, due to 
fear or uncertainty, which has caused all to 
restrict their purchases to dire needs, and in 
a lot of cases even beyond that, are the main 
factors tending to prolong the depression. 

When prosperity is booming most of us 
think the sky is the limit; then when depres- 
sion comes we go to the other extreme and 
think the sky is falling. 

I do not believe we can help ourselves by 
any form of magic, but do believe there is a 
lot to psychology and propaganda, and I want 
to appeal to every one receiving this bulletin, 
particularly our road salesmen and our retail 
vard managers, who are constantly in contact 
with the buying public, that if they have be- 
come, through these long months of depres- 
sion, overly depressed, and fallen in line with 
“Gus Gloom,” that they check up on them- 
selves, and, pardon the slang expression, “snap 
out of it.” 

I believe there is a lot in the suggestion 
that a united movement among the hundreds 
of thousands of salesmen in this country 
would increase business, and want to urge 
that you view the picture from a different 
angle: assume an aggressive attitude; get off 
the beaten path; shake the bushes, so to speak, 
and, wherever possible, create business in any 
line. 

Money in circulation makes prosperity, and 
the only thing that puts money in circulation 
is an order. Every order that is secured gives 
some man or men employment. very man 
employed receives money, and every man with 
money spends. 

We know that many of our people are out 
of employment and they do not have any 
money to spend except for bare necessities 
and their consumption of bare necessities has 
been reduced because of lack of income. We 
know, also, that many people have money and 
could spend it without serious sacrifice. They 
have the desire to spend it but they are afraid 
of a greater need for it later on, or that they 
might be reduced to want if they did not con- 


Serve their capital now. 


All of the talk and broadcasting of hard 
times and depression has frightened many to 
stop spending to a greater extent than sane 
judgment would warrant. Their action has 
caused a greater depression than would apply 
if there had heen a saner spending on the part 
of those who could spend. The atmosphere 
has been so full of this kind of propaganda 
during the last twenty-one months that it is 
hard for many to get over their fright. Let’s 


. 


join the army of sane spenders and talk it to 
our customers, to our ‘friends and with all 
those with whom we come in contact, particu- 
larly with sales forces, both retail and whole- 
sale, in all lines of endeavor. 

Let’s do our part in checking this fright 
hysteria and start a backfire against pessim- 
ism, because I think that is the safest, sanest 
and surest cure. The harder we push in this 
direction, the quicker we will bring about an 
increased business activity which will give 
more employment, bring greater happiness 
and prosperity, and a higher standard of 
living. 


Building Prospects Better in Madison 


Mapison, Wis., July 27.—The current weekly 
bulletin of the Madison Real Estate Board 
deals largely with an editorial that appeared in 
a recent issue of the Chicago Tribune, on “The 
Real Estate Outlook.” In this connection the 
bulletin says: 

On Wednesday, July 15, 1931, the Chicago 
Tribune had an editorial with the above title. 
It was based on the reports of building and 
renting conditions received from 381 cities in 
all sections of the country of which Madison 
was one. The general conclusion reached, 
that there is no overwhelming surplus of resi- 





[Sales-o-gram No. 47] 


THOUGH 


you talk with the tongue of oratory and 
with the guile of a serpent, if you have not 
earnestness, you will not get far in selling 
lumber. Earnestness is simple, straightfor- 
ward, personal; earnestness is not egotism, 
is not vanity, is not self-righteousness. Earn- 
estness implies sincerity; it is sturdy as a 
gladiator, honest as a Lincoln, winning as a 
child. Earnestness expresses itself in en- 
thusiasm, in eagerness to please, in will- 
ingness to serve, in loyalty, in endurance 
in straightforwardness. Earnestness can 
make us forgive and even forget the mo- 
notony of the bore and the errors of the 
misinformed; earnestness can make a supe- 
rior salesman of even the mediocre. Earn- 
estness convinces; earnestness is golden. 





dential accommodations, is true in Madison as 
well as for the nation. 

The report from Madison indicated that 
there was a shortage of single family dwell- 
ings and a normal supply of apartments; and 
the Tribune states: “Shrewd observers of the 
real estate market are of the opinion that the 
demand for housing is rapidly overtaking the 
supply, particularly if obsolescence is reck- 
oned as a factor.” Also “The present depres- 
sion persists, in large part, because of the 
absence of long term capital investment. The 
demand for housing will increase as soon as 
building operations are commenced and build- 
ing mechanics and shop laborers are again at 
work. Families which are now living two to 
the apartment, in the interest of economy, 
will go house hunting as soon as their con- 
ditions permit. A well considered building 
program for that reason seems to offer the 
best hope of a general business recovery.” 


Commenting on this bulletin, J. J. Fitzpatrick, 
of the J. J. Fitzpatrick Lumber Co., who is 
chairman of the property owners’ division of 
the board, said to a _ representative of the 
AMERICAN LUMBERMAN: 

The general feeling seems to be that busi- 
ness is gradually improving and this general 
feeling now seems to be well established in 
this district. In talking to one of the retail 
lumber dealers here today, he said that he had 
four people who are interested in building a 
home of their own and that prospects now are 


better than 
months. 


they have been in the last six 

Mr. Fitzpatrick also referred to another para- 
graph in the Real Estate Board bulletin, which 
said: 

The wise are buying now because the wise 
have always bought and always will buy dur- 
ing a depression. The people who wait to get 
just a little lower price generally wait too 
long. 





A "Debunking" Period of Inde- 
pendent Thinking 


In one of his unique and straight-from-the- 
shoulder letters to the members, Roy A. Dailey, 
manager North Coast district, National-Ameri- 
can Wholesale Lumber Association, Seattle, 
Wash., discusses the present attitude of lumber- 
men, and expresses the opinion that the industry 
is now in a period when independent thinking 
is being done, which will result very much to 
its advantage. In this connection, Mr. Dailey 
says: 

An English army captain, leaving for home 
recently, said that he was taking away from 
this country two expressions to give to the 
English people as-typical of the American 
national attitude. One was “Oh, yeah?” and 
the other was “Says who?” 

You see it every day in all walks of life. 
You catch yourself assuming this mental at- 
titude when the Bumptious Bond Salesman 
who sold you the Bum Stuff back in 1929 be- 
gins to edge in and inquire about your present 
financial health and your ideas about taking 
another chance on a Sure Thing. 

The wholesaler, when earnestly solicited for 
business by the manufacturer who passed 
him by in the more prosperous days, finds 
himself lifting a skeptical eyebrow and utter- 
ing an incredulous “How come?” 

When approached by the _ self-appointed 
“Saviours” of the industry with their op- 
timistic—but theoretical and impracticable— 
panaceas for solving all the problems, manu- 
facturers discover themselves betraying luke- 
warm interest and entertaining a curious in- 
clination to peek behind the scenery of these 
intriguing set-ups; to study the real motives 


back of the thing. “It will do thus and so,” 
alleges the enthusiastic proponent. “Says 
who?” seems to be the unanswerable retort 


that gums the proceedings. 

Throughout the country a lot of non-essen- 
tial associations, clubs and so called service 
organizations have quietly expired the last 
two years because their members woke up; 
began to weigh the value of the benefits re- 
ceived against the money paid out, and to ask 
leading questions with a cynical and healthy 
frankness. As a result, many of these firms 
and individuals have decided to eliminate 
much duplication of service and to select an 
organization which has not only proved to be 
vitally essential, but which delivers at least 
a dollar’s worth of tangible value for the 
member's dollar. It is a “debunking” period 
when we are no longer taking things for 
granted, but doing some independent think- 
ing—and the industry will emerge the better 
for it. 





Philippine Mill Running Two 
Shifts 


PHILADELPHIA, Pa., July 28—A. E. Edg- 
comb, president of the Insular Lumber Co., 
which operates a mill in the Philippine Islands, 
said today that one side of the new mill, built 
to replace the former plant destroyed by fire, 
began operations on July 13 and he had just re- 
ceived a cable, advising that both sides now 
were running two shifts. The plant is limber- 
ing up satisfactorily, and Mr. Edgcomb expects 
that it soon will be in full operation. This in- 
formation, he said, was very pleasing to him, 
as the company had lots of orders on file for 
all parts of the world. This company is a large 
producer of Philippine mahogany. 
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rtant history in the pine industry 
written in this city yesterday and 
\ final step in a move planned 
\ new organization was 











sa, probably covering the wid 
est geog | range of any commercial wood 
growing in the territory from the 
vest slopes the Rocky Mountains to 
the eastward slopes of the Cascade Mountains 
t the Sierra Nevada Moun 

s to the southward, extending from Can 

’ Mex that great western inter- 


ne of the very important 
regional 


been 


lumber manufac 
urers’ associations have maintained in 
t territory, one with headquarters at Port 
land. Ore. the Western Pine Manufacturers’ 
\ssociation, the other, the California White & 
Sugar Pine Manufacturers’ Association, with 
I Francisco, thus dividing 
the territory into sections. In addition 
there was what might be termed a third group, 
manufacturers who were not mem 
bers of either association, including the Weyer- 


haeuser and Hines interests. 


Two Western Pine Groups Joined 
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two 


important 
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Natura over such a far-flung territory 
ere terests that are conflicting, 
at least in the minds of the operators. On the 
other hand, it might be said that virtue is 
be r d stress 
The new association, for the organization 
e preliminary steps were taken 
here during the last two days, will be known 
s the Weste Pine Association, and the indi- 
cations at it will start into business 
vith ir greater percentage of production 
included in its membership than any important 
existing lum ber association in the United 
states. ; 


Before the meeting finally adjourned, mem- 
were signed up representing 
feet of annual production, and, 
with the addition of companies not represented, 





. + 
itracts 


bershiy 
2 553,000,000 


but which had given oral authority to others 
to include them in the organization, the total 
is raised to 2,993,000,000 feet of production. 
This represents approximately 75 percent or 


more of the production of the region. 


Toads Name Is Agreed Upon 


controversial points in the plan 
to amalgamate various interests was the choice 


Line ot the 


ul 


of a common trade name for the wood. A 
few years ago there were said to be twenty- 
seven trade names under which this wood was 
sold. Then the Western Pine Manufacturers’ 
\ssociation, representing the northern group of 
manufacturers. chose a common trade name 
yr their duct hich was a derivation from 
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OFFICERS AND SOME DIRECTORS, WHO WILL GUIDE THE DESTINIES OF NEY 


Important History Is Wi 


Two Western Groups Join Forces and Seled 


the botanical name, and since then the wood has 
been known as “Pondosa pine,” while in the 
Klamath Basin and California territory it has 
been called “California white pine.” 

Recently the Federal Trade Commission or- 
dered the southern operators to cease and de- 
sist from using the word “white” in connec- 
tion with this product. A group of the south- 
ern operators are appealing this case to the 
court, and until the appeal is decided it will 
not be known whether this decision will stand. 

After extended debates the organizers of the 
new Western Pine Association chose for the 
universal name of their product ‘Ponderosa 
pine.” 


Directors and Officers Are Chosen 


This very weighty subject having been dis- 
posed of, the meeting proceeded to elect di- 
rectors, they to organize, and then become 
directors of the new association: 

The new directors of the organization, be- 
ing two from each of seven districts, and three 
elected at large, are as follows: 


Montana: E. H. Polleys, Missoula; Walter 
J. Neils, Libby. 

Oregon and southern Idaho: Ralph Hines, 
Hines, Ore.; C. L. Isted, Bend, Ore 








Walter Leuthold H. D. Mortenson 


PROMINENT WESTERN MANUFACTURERS WHO PARTICIPATED 


Cc. L. Isted E. H. Polleys 





ie 








Spokane 
Lewiston, 
Wash. 


District: J. P 
Idaho; J. 


Weyerhaeuser, jr 


P. McGoldrick, Spokan 


Klamath Falls: W. E. Lamm, Modoe Point 
Ore.; Charles Ingram, Tacoma, Wash. 

Northern California: B. W. Lakin, Me- 
Cloud, Calif.; D. S. Painter, San Francisco 
Calif. 

Central California: James Clifford, Pine- 


dale, Calif.; John P. Hemphill, Madera, Calif 
Mexico, Arizona, Colorado and other 
James G. McNary, MeNary, Ariz; 


George W. York, Albuquerque, N. M 


These directors were all elected as represent- 
ing the above named districts, while the direc- 
tors at large will be: Raymond B. White, 
Kansas City, Mo.; John D. Tennant, Long- 
view, Wash.; Walter Leuthold, Spokane, Wash 

The directors elected as officers of the new 
association the following: 

President—B. W. Lakin, 
Lumber Co., McCloud, Calif. 

First vice president—J. P. McGoldrick, Me- 
Goldrick Lumber Co., Spokane, Wash. 

Second vice president—J. P. Weyerhaeuser 
jr., Potlatch Forest Products, Ine. 

Treasurer—C, L. Isted, Shevlin 
Zend, Oregon. 


McCloud 


yay | 
Rivet 


Hixon Co., 


This general two days’ meeting opened here 
auspicious 


Thursday morning under 
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~ (c) Uniform weight basis for all regions. 
(d) Uniform basic price list for all re- 

fs, gions. 
> (e) Recommendation of the use of car 


cards in all shipments. 

(f) Recommendation of the practice of 
grade-marked and trade-marked lumber. 

Ill. Adoption of a statistical bureau, em- 
bracing: 

(a) A system of order reports which will 
conceal the identity of the original order. 

(b) Cut and shipments and stock figures 
and other statistical surveys. 

IV. The establishment of a traffic bureau. 
The activities of this bureau to be withheld 
when any substantial group of our members 
are to be injured by these activities. 

V. The establishment of a research bu- 
reau. 

VI. The establishment of an advertising 
and trade extension bureau. The activities 
of this bureau to be made effective only 
when a common trade name for our product 
and common program have been established. 

VII. The establishment of a forestry com- 
. mittee 

‘ . P. Hemphill Jas. G. McNa tantactsh ; 
leys Walter J. Neils Ralph Hines Jno P “7 VIII. The establishment of an export com- 
S OF NEyp WESTERN PINE ASSOCIATION— PICTURE OF THE PRESIDENT ON FRONT PAGE mittee, to endeavor to develop foreign mar- 


kets. 








IX. The establishment of an economic 
committee which shall legally endeavor to 
balance production and consumption of our 


* a 
products. 
| Nn in e ine Nn us r X. The establishment of a committee on 
retail yard and consumer r 





relations, to foster 
better understanding between our associa- 
tion and our customers. 
f Th : p d Thre committee also recommended that pro- 
a Common Trade Name or elr ro uct vision be made for a wood box committee. 
XI. The establishment of a board of direc- 
tors composed of seventeen members, two 
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Two Strenuous Days’ Work 


It was a large group of serious-minded, earn- 
est, hard-working men who were assembled 
for these two days of meetings, in an attempt 
to iron out their differences and get together 
un organization that would truly represent their 
branch of the industry until its recommenda- 
tions were complete. These were taken up 
by the general assembly seriatim, amended 
slightly and adopted—then the articles of the 


constitution were again taken up, slightly 
amended and _ adopted. Contracts pledging 
membership were signed by the representa- 


tives of the manufacturing corporations, and 
many manufacturers went away from the meet- 
ing tired after two strenuous days, but feeling 
that a very big job had been accomplished in 
taking the preliminary steps for such an im- 
portant organization. 


Klamath Falls a Gracious Host 


The Klamath Falls lumbermen played the 
part of host admirably, headed by W. E. Lamm 
and H. D. Mortenson. The place of meeting 
was ideally situated, outside of the city limits 
in the rustic clubhouse of the Reames Golf & 
Country Club. Here buffet luncheons were 
served, so there was very little interruption to 
the business sessions during the day. 

Wednesday evening the visitors enjoyed a 
banquet with an impromptu program, and W. 
E. Lamm, of the Lamm Lumber Co., Modoc 
Point, was toastmaster. However, members oi 
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the organization committee were too busy to 
participate in this program. 

At the conclusion of the meeting, Ralph 
Hines, of Edward Hines Western Pine Co., 
Hines, Ore., proposed a vote of thanks to the 
lumbermen of Klamath Falls for their hospi- 
tality. Similarly the thanks of the meeting 
were extended to Raymond B. White, as chair- 
man, and to the organization committee. 
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Brooks-Scanlon Lumber Co 


National Exporters Meet 


MEMPHIS, TENN., July 27.—A discussion of 
a stabilized ocean rate, particularly to the 
United Kingdom, was the feature of the semi- 
annual meeting of the National Lumber Ex- 
porters’ Association, held here at the Hotel 
Peabody, July 24, and presided over by Presi- 
dent Joe Thompson. More than 40 members 
were present and G. A. Farber, vice president 
of the association, and also London representa- 
tive of Turner-Farber-Love Co., was the prin- 
cipal speaker, bringing to members first-hand 
information as to overseas conditions, and as to 
problems of the importers. His address had 
to do, however, with rules for grading coffin 
oak boards, clear strips, and mahogany lumber. 

The meeting opened with the annual report 
of Secretary J. Douglas Huffman, who as- 
sumed his new duties shortly after the first of 
the year when the office was moved from Balti- 
more, Md., to Memphis, Tenn. His report dealt 
with the many details of his office and told of 
the work that had been accomplished. He also 
advised that the following firms had _ been 


elected to membership since the first of the 
year: Woods Lumber Co., George C. Brown 
& Co., Raymond & Weissinger, and Erskine 
Williams Lumber Co., all of Memphis: South- 
eastern Hardwood Co., Jacksonville, Fla.; G. 
R. McSwine Lumber Co., Pine Bluff, Ark.; 


and McCorkle Lumber Corporation, St. Louis, 
Mo. He also mentioned the large number of 
claims that had been filed during the first six 
months of 1931, 114 in all, and told of the 
nature of these claims in a general way. The 
report also told of the various range of prices 
and also of the need for closer figuring, point- 
ing out that the cost for exporting was at 
least $2 a thousand higher than for the domes- 
tic trade. 

Harry Schadt, treasurer of the association, 
made his annual ,report showing the financial 
condition to be satisfactory. 

Emmett Ford, Mengel Co., New Orleans, 
and a director, announced completion of work 
hy the committee on changes in constitution and 
by-laws and said that the report was being 


printed and would be sent to the membership 
for ratification at the annual meeting to be held 
in January. The changes suggested, he said, 
were only minor and would not particularly 
affect the activities of the association. 

President Thompson told of the necessity for 
appointment of two directors and a first vice 
president, and he appointed Emmett Ford, first 
vice president to fill the unexpired term of 
Harry C. Fowler, resigned. In place of Mr. 
Ford, Edward S. Fee, of the Frank F. Fee 
Hardwood Co., Little Rock, Ark., was named 
a director, and Charles Dudley, Dudley Lum- 
ber Co., New Orleans, La., was named a 
director to fill out the unexpired term of J. W. 
Mayhew, of the W. M. Ritter Lumber Co., 
Columbus, Ohio, resigned. 

Following these appointments G. A. Farber 
was called upon for a discussion of the rules 
for grading of coffin oak boards, a subject 
which had previously been discussed by the 
association and rules submitted to the Liver- 
pool Timber Trade Association. Mr. Farber 
explained that the Liverpool association would 
not adopt the rules submitted but proposed a 
set of its own, of which the members of the 
association had previously been advised. After 
much discussion it was agreed that the rules 
suggested by the Liverpool association were not 
acceptable and the rules proposal was passed 
without any action whatever. 

Following adjournment for luncheon the 
matter of ocean rates was taken up and a com- 
mittee of the Gulf-United Kingdom conference, 
composed of D. H. Walsh, secretary; Alex 
Cocke, traffic manager of the Dixie Steamship 
Line, and E. J. McQuirk, joint manager of the 
Leyland-Harrison Lines, all of New Orleans, 
were introduced to the membership by H. B. 
Phillips, of the American Overseas Forwarding 
Co. The meeting was thrown open for dis- 
cussion and Mr. Cocke was asked to state the 
position of the steamship lines in reference to 
stabilizing the present rates and extending them 
for at least a six months’ period. Mr. Cocke 
pointed out that the conference would he glad 
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to stabilize the rate if it could be assured that 
members of the association would not take ad- 
vantage of the cheap charter rates sometimes 
offered. However, he pointed out that to put 
into effect a rate for a long period of time 
would be useless if exporters were going to take 
advantage of every offer of lower rates, even 
though they were for one vessel and on tramp 
steamers. He explained that exporters first 
must get together and decide they would not 
charter before a stabilized rate could be an- 
nounced by conference lines which operate a 
regular service to the United Kingdom. 

His talk brought on considerable discussion 
and led to a suggestion by Claude Sears, C. M. 
Sears Lumber Co., Mobile, that possibly “con- 
tract-non-contract” rates, which would provide 
a penalty for shipping on charter vessels and 
not giving the conference lines all of their 
business, might solve the problem. It was 
pointed out that this differential would be about 
10 cents per 100 pounds, and would mean that 
the shippers should give the conference lines 
their business 100 percent. This met with some 
objection but when explained that the steam- 
ship lines would be willing to protect independ- 
ent shippers as far as possible for lower rates 
quoted, it was voted, on motion of Emmett 
Ford, that the association would favor the “con- 
tract-non-contract” system if the contract could 
be approved by the membership. The motion 
also provided for a committee to be appointed 
to draw up a contract with the approval of the 
steamship lines and submit it to the member- 
ship for their approval. President Thompson 
appointed Emmett Ford, New Orleans, chair- 
man; Claude Sears, Mobile, and R. C. Stimson, 
Memphis, as members of this committee, with 
H. B. Phillips, American Overseas Forwarding 
Co., as ex-officio member. 

Following this discussion the matter of meas- 
urement of clear strips was discussed with Mr. 
Farber, and it was decided that clear strips are 
to be measured from the narrow end, and that 
Nos. 1 and 2 common strips are to be measured 
from the narrow end and half of the bevel 
measured out. This proposal was submitted to 
the association by the hardwood section of the 
timber trade association of England. 


Clyde System Adopted 


The proposed new contract and measurement 
agreement on mahogany for use in Glasgow was 
read to the membership by the secretary and 
discussed by Mr. Farber at length. It was 
decided to accept the proposal of the Clyde 
lumber brokers, the lumber to be measured on 
Clyde mode, which is. one-half-inch and _half- 
foot basis, instead of 12-inch basis as originally 
suggested by the National Lumber Exporters’ 
Association. 

The semiannual report of the foreign repre- 
sentative, Edward Barber, was read by Secre- 
tary Huffman. This report had to do mostly 
with the various matters taken up by the asso- 
ciation. However, he had something to say in 
reference to foreign conditions. 

Statistics show, said the report, that busi- 
ness so far this year has been very disappoint- 
ing and there is a good deal of pessimism 
around, but I am advised by the trade in 
eral that there has been a little stiffening in 
quotations from your side and this in itself is 
all to the good. 

It can not be said that stocks of hardwoods 
on this side are heavy: in fact, in some direc- 
tions stocks seem ‘fairly lighter, so that any 
betterment of business at all should very soon 


gen- 


show increased demand for shipments from 
your side. 
His report showed that during first five 


months of this year but 72,954,420 feet of hard- 
woods were imported from the United States, 
as compared with 93,292,032 feet in 1930, and 
89,619,016 feet in 1929. The report also showed 
that the average value for the first five months 
of this year was $72.50 a thousand feet as com- 
pared with $90.50 in 1930 and $95.30 in 1929. 
The report further showed that the decrease in 
value and volume of business was greater for 
the United States than any other country from 
which England buys hardwooods. 
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Joys of Home Owning 


Why Live in Discomfort? 

: ’ HY DO some 
families go on 
living year 
aiter year in 
old-fashioned, 
inconven- 
ient and unat- 
tractive 
homes; Per- 

haps they do not realize how easy it 

is to remedy the defects of the old 
house nor how little it costs, especially 
in these days of lower prices, to do so. 

There is a handsome old home stand- 
ing amid the modern little bungalows 
in our town, looking like a shabby old 
aristocrat in out-moded garments 
among gay, laughing, pushing, noisy 
youngsters. The family that lives in 
it'is very proud of it. Three genera- 
tions have been born, grew up and 
married under its roof, and the fourth 
is just beginning to take notice. Big 
rooms with ancient fireplaces; wide 
halls and curving stairs—all very 
lovely to those of discriminating taste, 
who exclaim over its beauty and then 
go home to cozy, modern homes. 

The kitchen of the old house is down 
in the basement, relic of by-gone days 
when setvants were cheap as mud. The 
wide-board floors are old and splintery, 
though clean and white as no modern 
floor can ever be. There are no closets 
in the great bedrooms upstairs, but 
enormous old-fashioned wardrobes. 





A certain younger member of the 
family has tried unsuccessfully for 
years to introduce some modern im- 
provements. The family insists on 


keeping its ancient heritage of gloomi- 
ness and discomfort. They will not 
consider the cost of the extra 
labor and uncomfortable living vs. the 
cost of modern equipment. 

Not many of the families who live 
in old, inconvenient houses have the 
excuse of beauty and antiquity. They 
have only mid-Victorian ugliness and 
lack of comfort. But they do have the 
advantage of solid, well-built walls, 
good foundations, and conscientious 
construction—for those the builders of 
the past usually gave. The 


even 


cost of 


transforming those old homes into 
beautiful and uptodate livableness 


would be a trifle compared to the cost 
of a new home. Still the family goes 
on living in the old way, saying they 
cannot afford to modernize the home. 


\What that family pays out without 
thought for unnecessary clothes that 
are out of date or worn out in a very 
short time would pay for completely 
modernizing the kitchen which would 
last them for the rest of their lives. 
They would not think of wearing Vic- 
torian clothes. Why do they continue 
to live in a Victorian house? 


SF 4&4 
Giving Dad a Break 


Give the man of the house a room 
of his own. Not a mere little bedroom 
with an army cot and two hooks in 
the family clothes closet, but a real, 
honest-to-goodness, man-size room, 
with plenty of shelves for his books; 
room for a big, deep, leather chair, and 
another for his friend; a sizable table 
on which he can park his ash trays, his 
books and papers and his tobacco jar, 
without tipping the whole thing over 
every time he gets up or down; clos- 
ets just made for his golf clubs and 
fishing tackle; a desk full of pigeon 
holes and many little drawers where 





he can lose things comfortably—that’s 
the kind of room Dad would like, and 
the kind he almost never gets. 

After all, who deserves a place all 
of his own and all to himself if Father 
doesn’t? Who builds the house, or 
pays the bills, anyway? Why should 
the one who brings home the bacon be 
the only one in the house who has 
nothing to say about any corner of it? 
Well, maybe it isn’t so in your family! 

Give Father a room to himself, even 
if you have to build one in the yard, or 
add to the upper story. And don’t call 
it a den and furnish it for him. And 
don’t put it down next to the furnace 
so the coal shovel will be handy. Give 
him light and air, give him his own 
way about it, let him have anything in 
it his heart desires—all the practical, 
ugly, masculine things that find no 


place in most modern homes, but get 
shoved away back of the more decora- 
tive or more useful equipment. 

Then, after you have installed a de- 
lightful lounging room for the man of 
the house where it is light and airy in 
summer, and warm and cozy on win- 
ter evenings, go a little further and put 
in a workshop in the basement. 


= = 


A Man, Also, Wants a Home 
IKE THE man who 


Ma. sang about 
= the moonlight 
ei, on the Wa- 
==; bash, I have 

‘ae ~ always been a 
wanderer, and have been credited by 
my friends with having little thought 
for the joys of owning a.home. Why 
be tied down to such a prosaic thing 
as one house, and call that place home, 
and revere it above all others—why do 
that when the wide world beckons? 
Why not rent, and when tired of that 
place move on to any new place that 
takes the fancy? That, my friends are 
sure, is my attitude because I have 
moved so often. 

But back of it all there is a home— 
a home that’s owned by my father and 
mother. It is at the edge of a little 
town over in Michigan. It is not a 
very pretentious house, but all around 
it the trees grow, maples in front and 
cherries, apples, plums and pears far- 
ther back. The bungalow is not so big, 
but if you think of the amount of space 
you have, and the woods out back to 
roam around .in, there’s just lots of 
room. And from time to time as I drop 
off a Pullman, or pilot the car along 
familiar highways, I find the old home 
always there. And seemingly forever 
it has the message for me that if high- 
minded ventures fail, or high-priced 
apartments fail, I can always return to 
the house on the hill, and I will al- 
ways find a welcome. 

Now my wife and I are going to 
have that same kind of home. There 
will be trees around it, too, and there 
will be room. Best of all, it will be 
ours, all ours. We may continue to 
wander, but as we travel hither and 
yon we will enjoy that sense of bliss- 
ful security that is known only to him 
who has a home all his own.—CoNTRIB- 
UTED BY A MERE MAN. 





Lu | 








This page is written for the general public with the purpose of encouraging and spreading the idea of home 
owning and home improvement and to help create business. Show it to your editor. Free reprint on request. 
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Walter Galle- 
more is in 
charge of the 
big, new effi- 
cient plant 
of the Bur- 
ton-Lingo 
Lumber Co. 
at San An- 

|} gelo, Tex, 





San Angelo, Tex., is one of the big 
towns in that empire of cattle and sheep 
ranches, farming, oil wells and magnificent 
distances known as west Texas. It is a 
handsome and virile city of 30,000 people or 
more, spread over an area as large as that 
occupied by St. Louis. Space seems bred in 
the bone; and even in building their city 
the Angelians don’t like to be cramped. 
The Concho River, three of them in fact, 
designated as the North, Middle and South, 
offers some rugged settings for the hand- 
some Spanish houses of the wealthy; and 
the river also supplies an abundance of 
water. This matter of water is rather im- 
portant out here, and they tell us that in 
addition to the river the soil is underlaid 
with subterranean streams. At least one 
of the lumber yards does an enormous busi- 
ness in windmills and tanks. 


The Biggest Wool Market 

This city is said to be the biggest market 
for wool and mohair in the United States. 
We were told that 23 counties centering 
about here produce annually 23,000,000 
pounds of wool and about half that much 
mohair. This probably is the big industry; 
but the cattle business is still a big one. 
This has been a good season for fattening 
cattle; for the winter and spring rains pro- 
duced a world of feed, and cattle have been 
going out by the train loads, fattened to 
please an epicure. 

San Angelo is plentifully supplied with 
lumber yards; some ten or twelve of them. 
Several are very large and represent big 
investments. The dealers say with some 
regret that while lumber sales are now and 
long have been extensive, the supply of 
yards has always kept up with the demand 
if not a little in advance of it. One dealer 
outlined the lumber history for 45 years; 
and while there have been expansions and 
contractions, the number of yards has never 
fallen below that depressing but emphatic 
enumeration known the country over as 
“too many.” <A few years ago there came 
a period of house construction that overshot 
demand by a small margin, but this excess 
seems to have been absorbed. Give the 
ranchers a good market, and building would 
sail on at a comfortable and steady rate. 
In fact, if a bird of passage like the Realm 
can judge from a couple of days’ observa- 
tion, the building rate is now making rea- 
sonable speed. There’s one factor which 
the sheep ranchers themselves will admit if 
not too many people are listening; namely, 
that on the present market they are making 
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a little money. It doesn’t take much year- 
around help to run a sheep ranch, so the 
overhead as compared with other types of 
farming and ranching is low. The sheep 
men are making a little; but they’ve long 
been accustomed to making much more, and 
they like it that way, even as you and I. 


No “Heifer Dust” in These Parts 


The Burton-Lingo Lumber Co. has a big 
yard here, in charge of Walter Gallemore, 
a big and friendly Texan. Mr. Gallemore 
in the course of our visit spoke with amuse- 
ment of the high-hat habits of the North 
and East and said that a real Texan had 
no interest in that kind of “heifer dust.” 
This yard burned out a year or so ago. It 
had grown up and spread out through the 
years; a good yard but extended until it 
was hard to operate. No one likes to be 
compelled by a fire to start over, but since 
he had to do it, Mr. Gallemore took consid- 
erable pains to make the new plant handy 
and efficient. Everything went except the 
office. So the first feature planned was a 
warehouse adjoining the office and front- 
ing on a main street. This warehouse has a 
self-supporting roof and a clear floor area, 
a feature which adds enormously to the 
usable qualities of the floor space. It has 
a series of show windows in front, with 
three grades of oak flooring; a splendid 
way to display floors, since they are pro- 
tected against the hard service required of 
a lumber office. It has also a molded or 
offset ceiling that one 





of the wallboard con- 
cerns has developed 
and made popular. 
This warehouse 
stands on what for 
years was a vacant 
lot. Mr. Gallemore 
used part of it as a 
rose garden, part as 
open storage for 
woven fence and part 
as a driveway back to 
the yard. The old 
yard covered a full 
acre and had no street 
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don’t know how to pronounce that name, 
give the “ch” the same sound it has in 
“church.” This lake is an Insull project and 
supplies the city with water; and since the 
rivers are spring fed they never have been 
known to run dry. We looked in at the 
Municipal Building, a splendid structure of 
modern and Italian architecture, with an 
auditorium that will seat a couple of thou- 
sand people. If a person adds the new 
court house, the big hotels and the hand- 
some Spanish residences, he finds that 
architecturally San Angelo has much of 
which to boast. “If you took the trouble 
to count up,” Mr. Gallemore said, “you'd 
find a larger proportion of college gradu- 
ates among the ranchmen than you’re likely 
to find in any eastern industry. This is a 
rather old country, and ranching has long 
been a rather profitable business.” 

One of the near neighbors of the Burton- 
Lingo yard is the Armstrong Bros. Lumber 
Co.; another long established business. Mr. 
Armstrong seemed surprised when we asked 
if the Texas policy of financing customers 
was followed here. That’s something rather 
taken for granted down this way. Mr. 
Armstrong said that fully 85 percent of the 
sales are made on the monthly-payment 
plan. So if you intend to come to Texas 
and buy out a yard, have it in mind that 
part of your duties as a merchant will con- 
sist of arranging loans for customers; 
either with your own money or through 
arrangements with financing companies. 











along the side. After 
considerable political 
manipulation and giv- 
ing to the city of 
some land along the side, Mr. Gallemore got 
a street through. The place is still very 
large and must represent high real estate 
values, but it is arranged so that it can be 
operated with a minimum of labor. The 
new main shed is a big umbrella affair with 
enormous storage capacity. 

Mr. Gallemore took the Realm around the 
city and out to the big artificial lake formed 
by a dam across the Concho River. If you 


The West Texas Lumber Co., operating six yards, has its head office 
and a big plant in San Angelo 


No doubt there are Lone Star lumber com- 
panies that don’t offer this service, but we 
seem to have found very few of them. 
Apparently the Texans are pretty good at 
this business; for while some speak of it as 
a nuisance, more of them in confidential 
moments admit that it carries a sound and 
reasonable profit. 

The West Texas Lumber Co., a corpora- 
tion which operates six yards, has its head 
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office and a big plant in San Angelo. We 
have been told that this is one of the big- 
gest and best arranged yards in Texas and 
indeed in the whole Southwest. About 
three years ago the company pulled down 
its old plant and built the Hilton Hotel 
on the site; a building of a dozen or more 
stories and 240 rooms. It then went a few 
blocks to the north and built this plant. 

In the office we met C. D. Burley and 
B. B. Hail. Mr. Hail is president of the 
company. The lumber warehouse has a 
storage capacity of 2,500,000 feet, all under 
one roof. Five hundred feet of railread 
siding makes for easy unloading. The big 
offices have display and sales rooms on both 
the first and second floors, and the archi- 
tectural department is on the second floor, 
adjoining one of the rooms where custom- 
ers can study plans and where they are 
within a few steps of a suite of model 
rooms, including a kitchen and bath. Part 
of the built-in millwork is purchased, and 
part is made in the company’s own mill. 

In addition to this woodworking mill the 
company has shops for handling pipes and 


a little right now, as they seem to be 
everywhere. When we built this plant there 
was trade enough to justify it; and we 
think that when local and general condi- 
tions get adjusted there’ll again be trade 
enough to warrant it. We like it and like 
to work in it.” 

J. C. Kittrell, of the San Angelo Lumber 
Co., was an officer in the heavy artillery 
during the late war and was one of the 
comparatively few reserve officers in that 
branch to get across to France. He tells 
us that his company is establishing a yard 
in Tyler, in the new oil field district; a 
place of enormous expansion. Mr. Kittrell 
was starting out with a Sherwin-Williams 
man to make a paint sale to the owner of 
a very chic shop dealing in dresses and 
such fashionables; so the Realm went along. 
This shop, as such places are wont to be in 
these days, is located a little outside the 
retail center; in a place where the ladies 
have little difficulty in finding a parking 
place. It is a Spanish building, given over 
entirely to the shop, decorated in Spanish 
style. Following the call, during which 











A modern, up-to-date retail yard in which paints and other materials 
are sold is operated by the San Angelo Lumber Co. 


pipe fittings, angle irons and windmills. 
The angle irons are used in masonry con- 
structed buildings, and this company fur- 
nishes this material and service to all the 
other yards. The windmill department of 
course is a product of the needs of the 
range country. Texas has plenty of wind 
for pumping power and not much to stop 
its sweep; and of course the ranches need 
the watering systems. This is a big de- 
partment and carries an enormous stock. 


A Specialty of Oriental Hardwoods 


The basement under the office is used 
largely for carrying reserve hardware and 
paint stocks. There is also a storage vault 
for old sales tickets and records. The ware- 
house, where sash and doors and the like 
are carried, is flanked by a long railroad 
siding, and the floors are car height. Most 
sash is bought open and glazed in the plant. 
The mill is used chiefly for special work, 
but it is equipped to turn out anything 
made of wood. This company is rather 
specializing in doors of Philippine hard- 
woods; and the Hilton Hotel, where these 
lines are being written, is finished through- 
out with these doors. This wood has long 
been popular on the West Coast and is 
working inland. Another display, a rather 
usual one in these parts, consists of a big 
panel of tapestry brick. 

“I suppose San Angelo has too many 
yards and too big an investment in them,” 
Mr. Hail remarked. “But there isn’t any- 
thing to do about it. Everybody has equal 
rights to start a business. Sales are down 


, ownership. 
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haps that explains the margin of excessive 
building. There are people in the world in 
whose minds pay day figures as something 
to be worried about at some later time. If 
a thing can be bought on credit, whether 
it’s a new hat or a new house, they’ll buy 
it. It’s not only Scotchmen, like the ink- 
slinger of this department, who will buy 
more if it can be done on credit but who 
will think six or nine times before handing 
over the cash. Those easy credits on house 
building, requiring a down payment of no 
dollars and no cents, enticed a lot of people 
who were in no position to undertake home 
But once the house is built, 
there it is; a factor in the local housing 
situation, even though the original nominal 
owner has thrown in the towel. Seemingly 
the situation did not get so far out of hand 
in San Angelo as it did in other places, 
which is lucky for San Angelo. 


A Yard on an Expensive Site 


The famous Wm. Cameron & Co., the cor- 
poration with 91 yards, one of the most 
widely known lumber concerns in the State, 








the Realm looked at hand-hewn beams and 
such things, we drove through some of the 
parks and along residence streets. There is 
at least one municipal golf course, and out- 
side the city some miles is a country club 
that represents an investment of many 
thousands of dollars. It has grass greens; 
something of an achievement in a country 
where the grass grows but is not of a kind 
to make a putting green. 


Memories of Over-Generous Loans 


The South Texas Lumber Co. has a large 
plant on the other side the Concho. This 
is a line-yard concern operating something 
more than 30 branches and with headquar- 
ters in Houston. The Realm has visited 
the Houston yard several times. C. O. 
Magee, the San Angelo manager, was away 
from the office when we called. J. M. Wil- 
cox, whom we saw, said that while the com- 
pany attends to financing customers it does 
this largely through local building and loan 
associations and other financing companies. 
This is a stucco covered yard of attractive 
architectural design. 

Higginbotham Bros. & Co. are another of 
the big yards of San Angelo with long open 
sheds facing a big court. It happened to 
be getting on toward closing time of a 
Saturday when we got around to this yard, 
and the manager had gone for the week. 

L. E. Elliott, of the Bates & Cavitt Lum- 
ber Co., mentioned some accounts of which 
we’ve heard many on this trip of a time 
some years ago when building loans were 
made not wisely but too generously. Per- 





This large plant of the South Texas Lumber Co., at San Angelo, is one 
of thirty or more yards operated by the company 


have a big plant in San Angelo. Friend 
E. P. Hunter, the general manager, evi- 
dently went high, wide and handsome pick- 
ing him a site; though as a matter of fact 
we don’t know to whom the credit of selec- 
tion belongs. But this yard is almost di- 
rectly across from the big new court house, 
in the heart of the city. We were told by 
another lumberman that the ground occu- 
pied by this yard is worth $150,000; which 
in the round-eyed gaze of a newspaper man 
is quite a flock of money. H. E. Muller is 
the San Angelo manager, and he has a big 
organization and offers the usual extensive 
Cameron service. 

The McCarroll Lumber Co. has recently 
sold all its line of yards, and the San 
Angelo yard was purchased by the Cam- 
eron company. One or two other yards 
have recently closed out. The East Texas 
Lumber Co. has a yard on the south side, 
as do G. E. Pratt & Co. We may have 
missed one or two, though we searched 
diligently. 

San Angelo is not directly in the west 
Texas oil fields, but their influence is con- 
siderably felt here. They tell us that these 
western fields were more conservatively de- 
veloped than some others, due largely to 
concentrated ownership. A story was told 
about one of these places that in a way is 
a parable of the opulence of oil. It was 
noted that oil was oozing through the 
gravel along a river; so a company dug a 


- deep trench on either side and literatly 


pumped thousands of barrels a day of the 
stuff right out of these ditches. 
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Retailers Idea Exchange 











Dealer Finds Fencing a 


Profitable Lin 


Lumber retailers who may be hesitating as to 
whether wire fe 

for them to add, will be interested in the ex- 
perience of S. J. Roberts, Woodburn 
Lumber Co., Woodburn, Ind., related in re- 
sponse to a recent request from the AMERICAN 
LUMBERMAN., 


, 
ncing would 


be a profitable line 


secretary 


“Our company has handled wire fence for 
only three years (the former manager could not 





see any money in it.) The first year we sold 


two carloads, and the business has been increas 





ing each year. 
“We believe it is a paying proposition, 
although one must consider it from different 


angles. This yard always handled wood posts, 
then we were the first ones in this community 
to stock steel posts; finally the local hardware 
store that had been selling fence also put in a 
stock of steel posts so, naturally, in a short 
time we noticed a decline in our steel post sales. 
To counteract this, we bought a car of wire 
fencing, and are not sorry that we started with 
that line. 

“There are several reasons why we believe 
that wire fencing is a profitable line for the 
dealer to handle. This year, for instance, our 
lumber trade in the spring was rotten, but our 
fence business was excellent. We sold two cars 
last spring. - 

“Another reason is that we believe the wire 
fence business belongs to the lumber dealer as 
much as it does to the hardware dealer, and un- 
less the lumber dealer handles everything that 
belongs to him, he is going to lose somewhere 
along the line. 

“With regard to our advertising of this line, 
we send our mailing list to the American Steel 


& Wire Co., which circularizes this list for us 
once or twice a month during the fencing sea- 
son. This costs us nothing, yet keeps our name 
before the fence prospects at all times as a 
dealer in fencing. Also, the fence company 
keeps us supplied with envelope stuffers, one of 
which is enclosed with every statement or letter 
sent out.” 





Good Time to Consolidate 
Retail Yards 


Kansas City, Mo., July 27.—E. E. Woods, 
secretary-manager of the Southwestern Lum- 
bermen’s Association, believes that this is an 
excellent time for retail lumber yards to con- 
sider consolidations, and in this way decrease 
investments and put the business on a more 
satisfactory basis. In a recent bulletin to the 
members of the association, Mr. Woods said: 


Now is a mighty good time tc be thinking 
about decreasing investments in retail lum- 
ber yards. There are towns with three yards 
that have not made a profit on the invest- 
ments in ten years There are 2-yard towns 
that probably never will make any money 
until the investment is cut squarely in two. 
There are small towns that the hard sur- 
faced roads have practically wiped off the 
map; the bank is gone, and the only ques- 
tion remaining is how soon the lumber yard 
will go out. We know of one line-yard com- 
pany that has discontinued three small yards 
this year. We know of a number of con- 
solidations that are under consideration at 
this time. If yards were not making money 
two or three years ago when conditions were 
relatively good, it would seem only ordinary 
prudence to do something about it now. 
Yards that are continually losing money can 
not do a good job of distributing building 
materials Fewer, more efficient yards are 
in the interest of the building industry. 





half-circle. 


shaped, wooden 


the rack and each trough.” 





This Week’s 


New Type of Rack For Moldings 


A new type of rack for the storage of moldings, installed in the 
yard of the John Suverkrup Lumber Co., San Bernardino, Calif., is 
illustrated by the accompanying sketch. As will be seen, the con- 
tainers in which the moldings rest are concave, forming almost a 
They are constructed of thin sheets of galvanized iron, 
the edges of which are tacked into 
1x6 in. horizontal pieces, which in 
turn are nailed to the 2 by 4 stud- 
ding. “We used to have the diamond 
compartments,” 
said J. E. Suverkrup, “but we found 
that the lower joint too frequently 
had a tendency to spread apart. The 
metal troughs do not. A further ad- 
vantage lies in the fact that we can 
let light through the sides and gain 
a clear view of the entire length of 


Timely Tip 
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Tells Trade About Economy of 
Building Now 


7 

Porpcak Biurr, Mo., July 27.—L. T. Metz, 
lumber retailer of this city and known as one 
of the most progressive building material mer- 
chants of this section, is telling the people of 
this community that if they want to save 
money, they should build, re-roof, or modern- 
ize now, taking advantage of the low prices 
now prevailing for lumber and other building 
materials, and warning them that these prices 
can not be expected to prevail indefinitely, 

The medium used for this purpose is big ad- 
vertising space, about two-thirds of a page, in 
the local newspaper, quoting today’s cash prices 
on about 20 representative items, with compari- 
sons showing the prices prevailing for the same 
items in July, 1930. For example, No. 2 drop 
siding is now quoted at $33, as against $55 a 
year ago; No. 2 flooring, $30, compared with 
$40 a year ago; wood shingles, now $4, com- 
pared with $6 a year ago; nails, per keg, now 
$3.25, as compared with $6 a year ago, and 
so on with various other items. The adver- 
tisement says in part: 

You can save big money by doing. your 
building and repairing now. Materials are 
lower than they have been for years, in fact 
some items are as low as they were 18 years 
ago, when I first started my lumber yard 
here. Think of buying materials today at 
prices as low as those that prevailed 18 years 
ago! We are giving you herewith a list of 
just a few items showing the prices at which 
they sold last July compared with prices they 
are selling for this July. 

We would urge everyone to avail them- 
selves of these low prices at once. We know 
that they can not remain this low very long. 
When surplus stocks on hand are consumed 
prices will advance. Many of our friends 
availed themselves of this golden opportun- 
ity to save money during the last week. Will 
you be one to do likewise next week? 





Puts Home Financing Plan Into 


Effect 


SoutH BEND, INp., July 27.—A liberal financ- 
ing plan under which South Bend residents 
may build a home and pay for it on monthly 
payments was announced Saturday by Joseph 
F. Donahue, president of the South Bend Lum- 
ber Co. (Inc.), the National Lumber Co., the 
River Park Lumber Co. and the Home Modern- 
izing Co., all of South Bend. Mr. Donahue 
has just returned from Chicago, where he 
attended a stockholders’ meeting of the National 
Homes Finance Corporation. 

The plan offered local home builders pro- 
vides loans up to 75 percent of the combined 
cost of the house and lot with 15 years to pay 
off the loan. He explained that the 6 percent 
mortgages under which the loans are made are 
paid off at the rate of $8.44 each on every 
$1,000 borrowed, including both principal and 
interest. Under this plan the property is com- 
pletely paid for at the end of 15 years. 

Hundreds of thousands of aspiring home 
builders have been handicapped by cumber- 
some and old fashioned methods, Mr. Donahue 
said, and this new plan will take all of the 
mystery out of home building and at the same 
time surround it with a number of important 
safeguards. Local builders of demonstrated 
experience and proficiency are to handle all 
the construction work on these homes and 
local architects will be invited to co-operate 
in developing more beautiful and convenient 
small home designs. In addition to new homes 
the company will finance modernization and 
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repair jobs on easy monthly payments. This 
will help many present owners to modernize 
their homes, pay in comfortable installments 
and greatly increase the value of their proper- 
ties. 

Mr. Donahue pointed out that the National 
Homes Finance Corporation service is simply 
supplementary to local sources of money, which 
will always be used when available for homes 
built under this complete and specially safe- 
guarded plan. Home owners under the plan 
are relieved of all inconvenience, even the title 
search, surveys and other legal matters being 
handled by the lumber company’s staff. 

We are proud to be able to offer the people 
of South Bend the most complete, the easiest, 
safest and most liberal home building plan 
ever devised, Mr. Donahue said. The public 
has needed this plan for years. We joined 
with over 100 of the largest and most re- 
sponsible lumber companies in the country to 
perfect this plan. It is going to be a great 
thing for our community in many ways. By 
making home building so easy and so safe, 
we are sure to stimulate building, return 
highly capable workmen to employment, raise 
our standards of home beauty and home com- 
fort, and have better families, finer children 
growing up to be better citizens. Best of all 
there is a place for everyone in the com- 
munity to take part in this wonderful pro- 
gram—material dealers, architects, contrac- 
tors, realtors, bankers, private investors and 
building and loan associations. 


Art Gallery of House Jobs 


XentA, Onto, July 27.—The McDowell & 
Torrence Lumber Co. is trying a new system 
that gives promise of much success, to arouse 
interest in home building. A picture has been 
taken of each of thirty house jobs which the 
company has sold recently, and the best of 





AMERICAN LUMBERMAN 


Weber, of the Cotton Lumber Co., with whom 
a representative of the AMERICAN LUMBERMAN 
talked in the absence of L. N. Cotton, was in- 
deed enthusiastic about the profit awaiting a 
lumberman who takes on the sale of paint and 
its kindred products. 

This company sells nails, also—had had them 
in stock two months at the time of the writer’s 
visit, and finds them a source of added profit 
with practically no increased labor involved, and 
but little sales effort necessary. “Of course, 


$ = 
|Every public dollar was 

| originally a private dollar | 
$ $ 








we get the first crack at the nail business, 
when the customer comes here to buy his lum- 
ber and other materials.” 

The Cotton company handles Continental 
screens, but not any stock of screen wire itself. 
Samples of Uplyco flooring had been on display 
in the office only a week, but the comment of 
customers already had been assurance enough to 
the retailer that this item, too, is a “comer.” 
The local dealer is a firm believer in the power 
of display, and two years ago remodeled the 
office to provide a fine display window, which is 
always kept attractively trimmed. 





A Picturesque California Yard 


LacuNA Beacu, CAtir., July 27.—The invit- 
ing appearance and picturesque situation of the 
office of the Canyon Lumber Co., located here, 
attracts the attention of passers-by. 

The architecture is of the Spanish type, typi- 
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Purchase Unites Two Indiana 


Retail Yards 


GREENCASTLE, IND., July 27.—An announce- 
ment of general interest to the lumber trade is 
that the Allan Lumber Co. has purchased the 
True-Hixon Lumber Co., of this city, and that 
Fred Hixon, who was formerly connected with 
the True-Hixon Lumber Co., has bought that 
company’s yard at New Market, Ind. 

The True-Hixon Lumber Co. was organized 
in 1913. It bought the lumber yard of C. H. 
Barnaby, and for several years had its central 
office in the Central National Bank Building, 
of Greencastle, with Fred Hixon as general 
manager. The company at that time operated 
twelve retail lumber yards and did only a re- 
tail business. A few years later, Fred Hixon 
moved to Indianapolis, established a central 
office there, and began wholesaling in con- 
nection with the retail business. A few years 
ago, due to the increased business in wholesal- 
ing and manufacturing lumber, the company 
began selling its retail yards and devoting more 
time to wholesaling. Until a recent loss by 
fire of its yard, the Greencastle yard was used 
by the company as a distributing center for 
wholesale .and retail business. With the sale 
of its interests in Greencastle, the True-Hixon 
Lumber Co. will discontinue the retail lumber 
business but will continue in the wholesale busi- 
ness at Indianapolis. 

The Allan-Lloyd Lumber Co. came to Green- 
castle in March, 1916, purchasing the lumber 
business from the George W. Grubb heirs. For 
a time this business was carried on without 
the aid of mill machinery, but the manage- 
ment soon found that it would be necessary to 








Showing the attractive architecture and picturesque setting of the office of the Canyon Lumber Co., Laguna Beach, Calif. 


these are to be framed and hung in the dealer’s 
office, which was beautifully remodeled this 
spring at a cost of about $800. Room will be 
left for other notable achievements in home 
building to be displayed in this manner, also. 

This yard, of which Findley M. Torrence, 
secretary Ohio Association of Lumber & Build- 
ing Material Dealers, is one of the owners, 
plainly shows signs of aggressive merchandising 
of a great variety of building materials. Among 
these are: Marietta paints; Frantz, Stanley, 
Shapleigh, and Richard-Wilcox hardware and 
door equipment; Dennis knock-down white pine 
screen frames; Edham and Perma-Stain stained 
shingles and Huntting-Merritt shingles; and 
Flintkote and Mulehide composition shingles. 
This yard sells red cedar siding, and finds that 
an important sales feature of this material is 
Its non-splitting qualities, even when nailed 
Close to the end. 


His Eggs Are Not All in One 
Basket 


Mr. Vernon, Onto, Tuly 28.—“Our sales of 
Pittsburgh Sun-Proof paint and allied products 
practically held up our business this spring.” 
Naturally, with such an experience, J. H. 





cal’ of southern California, and the beauty of 
the setting is enhanced by shrubbery and flow- 
ers. 

John L. Brickels, president and manager, 1s 
an old-timer in the lumber business, his experi- 
ence therein having begun in Waukesha, Wis., 
in 1885. 

Ever since that time, he says, he has reg- 
ularly read and enjoyed the AMERICAN LuM- 
BERMAN. 





‘Come on Over" Say "The Two 
Johns" 


Boston, MAss., July 27.—The Strong & Hale 
Lumber Co., Portland, Conn., is finding value 
in featuring slogans backed by real service and 
quality. John Barry and John Dodd, the prin- 
cipal owners, have beco~-e known throughout 
the country as “The Two Johns,” and this 
friendly title is painted in big letters on the 
yard fence. The yard is located on the Port- 
land shore, just across the river from Middle- 
town, Conn., and the invitation, “Come On 
Over,” also is featured in big letters. This 
yard is building its slogans and advertising on 
the idea of personal service and friendship, and 
is making a powerful appeal to its community. 


have machinery for getting out special work. 
A Universal Woodworker was installed and 
used for two years. Then other machinery 
was added from time to time, until finally in 
1928 the entire equipment of old machinery was 
junked and replaced with new, modern ma- 
chines. Each machine is equipped with a direct 
motor drive, all of the high speed, ball-bearing 
type. 

In 1925 Harry E. Allan purchased the in- 
terest of his partner, A. G. Lloyd, and changed 
the name of the firm to the Allan Lumber Co. 
In January, 1931, this company further in- 
creased its facilities for furnishing the home 
complete by purchasing the building supply 
business of the Marshall Cement & Grain Co., 
thus giving it a complete stock of building 
materials. 

Through this and the recent purchase of the 
True-Hixon Lumber Co., the Allan Lumber 
Co. has the only complete line of building mate- 
rials in Greencastle. By carrying in stock all 
materials entering into the construction of the 
buildings, it is in better position to give quick 
service. Mr. Allan says that with increased 


volume the company can do business at a small 
margin of profit, therefore working in the in- 
terest of the buying public as well as the com- 
pany. 
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AMERICAN LUMBERMAN 


Alll the Building Business 
the Home Affords 


Dayton, Ono, July 27—"“You have to get 
all the business you can, in times like this, and 
since there has been such a shrinkage in volume 
of sales of each item we have to take on more 
items. Our idea is some time to have facilities 
for selling the complete equipment for the home. 
The lumber merchant should be able to furnish 
the customer everything that should go into 
the house.” 

Charles E. Saville was speaking. The gen- 
eral manager of the Kuntz-Johnson Lumber 
Co., who also is vice president and treasurer of 
the firm, was in his office at the company’s 
main yard, near the center of Dayton’s business 
district, when a news representative of the 
AMERICAN LUMBERMAN dropped in for a visit. 
He continued : 

“We started branching out into other lines 
shortly after the beginning of a noticeable de- 
cline in building activity, and we were success- 
ful in our efforts to sell such building supplies. 
At first we had the antagonism of the building 
supply merchants, but about a year after we 
opened our supply business, when they found 
that we didn’t materially interfere with them 
or their trade, they changed their minds, and 
asked us to join their association. It takes a 
year or two to bring that about, but ultimately 
you can be sure it will work out that way. Of 
course, the contractors welcomed it, for their 
task was simplified; instead of shifting from 
one company to another to get the complete 
materials for the homes they were building, or 
the repair work they were doing, they could 
come to us and get most of the things they 
needed.” 

To sell such items necessitated a consider- 
able change in the retailer's sales equipment, 
especially in the arrangement of the office. “The 
old-time lumberman,” said Mr. Saville, “thought 
of the office as a secondary consideration, a 





ucts as well as lumber. We have one store 
on the east side of the city, another on the 
south, and another on the west. When busi- 
ness starts picking up, we'll locate north, too. 


Old Customers Are Not Enough 


“By going out into the neighborhoods like 
that, we make it so that our customers don't 
have to travel seven miles or so to reach us. 
Of course our old customers would. But what 
if you have been in business fifty years or 
more? Your old customers die off, or move 
out of town, and then where are you? You 
have to get new customers, and to get new 
customers today you have to do business as a 
modern business man, and not just simply ‘as 
we always have done it and it works.” You 
have to have something more than a historic 
background as a selling point. You say you 
talked with W. F. Baker, our east-side man- 
ager? Well, | want you to ston and see Ralph 
Zehring, on the west side of town, too, and 
then you will have a pretty fair idea of how 
we fix up our neighborhood lumber and ma- 
terial stores. 

“We make them attractive. You'll see cedars 
out in front, and flower beds, and well-kept 
grounds. The buildings look nice, too, and 
the inside is always clean. Women do a lot 
of the buying these days, and we want our 
sales rooms to be the kind the women will like 
best when they need to buy material of any 
kind for their homes. We locate on main 
traveled highways, where there will be plenty 
of traffic past our stores, and then we have a 
place so nice they can’t fail to notice it. Each 


store has a big display window, and it always 
is kept neat and attractive.” 

Such factors as these are of the utmost im- 
portance in capturing neighborhood trade, the 
dealer said, especially in cash sales over the 





The front of the Kuntz-Johnson Lumber Co.’s west side branch yard office, in Dayton, Ohio, 


from across the highway on which it is situated. 


The arched opening at the right gives access 


to the yard, and still further to the right is another window in which sewer pipe is displayed 


feature that didn’t make much difference where 
it was nor how it looked. The yard was the 
main thing. It was a lumber vard and it was 
a lumber ‘yard.’ But we've found that it has 
to be different nowadays. To sell what we 
sell, we have to have a store. It must look 
like a store, it must have the atmosphere of a 
store. It must be a store. Lumber dealers are 
coming round to that more than ever, I see 
even the AMERICAN LUMBERMAN is referring 
to them as stores quite often, I’ve noticed. 
“Here we are in the center of Dayton, and 
time was when this one yard was all that was 
necessary. The city was not so large then. But 
as it grows, and the people move further and 
further away, we must move with them, espe- 
cially since we are selling these other prod- 


counter. “When you're trying to sell a house 
job,” he remarked, “the competition is so keen 
now that in the end you either lose money or 
barely get your costs back. But these small 
sales over the counter are either cash or a 
eood credit risk; and although each is small, 
it is surprising how fast they run into money 
—think of Woolworth, and Kresge.” 


Do Paint and Hardware Sell? 


He told two special instances of small in- 
dividual sales that made large totals. He was 
speaking first of the paint sold by the Grove 
& Weber Co. (Inc.), a Kuntz-Johnson sub- 
sidiary in Miamisburg, a nearby town. “It 
was only last year that they started to sell 
paint down there,” Mr. Saville said, “but they 
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Ohio Retailer Not Content 
With Just Lumber Selling, 
But Cashes In Also on the 
Other Profit-Making Items 


sold $2,000 worth of it during the year. Sp 
far this year—for the first six months—the yard 
already has sold $2,300 worth of paint, and we 
expect its total for the year will be more than 
$5,000 worth. There were just two things made 
it possible—we spent $80 for newspaper ad- 
vertising in Miamisburg last year, and are 
spending the same amount this year; and we 
had the active co-operation of the paint manv- 
facturer. One day each week a representative 
of the paint company goes to the town and is 
given the leads that have come in.” Just then 
Archie E. Johnson, head of the finishing de- 
partment, came into Mr. Saville’s office and re- 
ported that on each one of these weekly visits 
the paint specialist had sold at least one house- 
painting job. 

“The co-operation of the manufacturer,” con- 
tinued Mr. Saville, “is absolutely necessary. It 
is easier in the small town than it is in the 
city, because of competition, but this idea of 
being jealous of the other fellow getting an 
order is worn out. The industry should stand 
shoulder to shoulder, and ultimately it works 
itself out. No one dealer will do all the busi- 
ness under any circumstances.” 

The other example he mentioned was. that 
of builders’ hardware, which also is a line that 
was new to the suburban yard last year. Its 
sales of hardware for the year totaled $800, and 
for the first six months of 1931 its hardware 
sales were $980. Mr. Saville was asked what 
his yards had found to be the best selling hard- 
ware items, and after some thought he replied 
that such a list would include items like locks, 
hinges, nails, sash hardware, and garage hard- 
ware. 

Another subject that drew Mr. Saville’s com- 
ment was an item apparently quite foreign to 
the retail lumber business—rocks for rock gar- 
dens. It is not so foreign, though, for several 
Ohio and Indiana dealers recently have begun 
to stock these rocks. But we have encountered 
no one who has given them such prominence in 
a merchandising way as has the Kuntz-John- 
son company. 

Rocks! Stones! Boulders! 

“We have been handling them for six weeks 
now,” the dealer said. “A man came in here 
one day from the Flint Rock Co. and told me 
that we ought to be selling the beautiful rocks 
his company produces. It sounded crazy to me 
at first, and then I got to thinking that maybe 
it wasn’t so crazy aiter all. Rock gardens are 
popular everywhere nowadays, and more people 
would have them if they just knew where to 
get the odd shapes and colors of rocks they 
need. Who better to furnish them than a lum- 
ber dealer who is going in for furnishing every- 
thing needed for and about the home? So we 
ordered some of the rocks: and when they 
came they were in all sorts of shapes and pretty 
color combinations. At first I had been hesi- 
tating about them, but when I got to looking 
over the rocks I changed my mind and—well, 
I ordered six tons taken up to my own home. 
Then I looked around at our neighborhood 
stores, and found that, although they had 
stocked the stones, they did not have them on 
display. 1 told them to make up displays so 
the people would know the rocks were for sale 
and what they were good for, and the man- 
agers did. 

“Now they’re selling. They are good for 
rock gardens, and also for decorative effects 
in chimneys. Already, in just these six weeks, 
we have sold one porch—the business came to 
us because we were able to furnish these rocks, 
in addition to our regular line of building 
materials.” 

Conversation then shifted back to the sub- 
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ject of trade relations, between local dealers 
particularly. In Dayton the dealers have 
learned how to be friendly, and have had ex- 
perience in working together. For three years 
they joined forces in an advertising campaign, 
and spent collectively about $5,000 a year- in 
Dayton newspapers. “It didn’t cost any one 
dealer very much for his part,’ Mr. Saville 
said, “and it was real advertising, for the ad 
could be big enough to really tel! something, 
and sell people on the idea of building a new 
home or fixing up the old one. Not only that, 
but it was a message to contractors in words 
that were not written, for the advertising cre- 
ated the impression that there was a friendly 
feeling among us dealers, and informed the con- 
tractors that it would not be so easy to play 
one of us against the other in order to cut 
down prices. It was no false impression, either. 
Since then several other groups of Dayton 
business men have followed our lead in col- 
lective advertising, among them the druggists, 
electrical trade, and grocers.” 

He told also of the building pases which ap- 
pear every week in the Dayton newspapers, 
and of the co-operation given by the lumber- 
men of the city. Mr Saville, who is chairman 
of the publicity committee of the Dayton Lum- 
bermen’s Club, makes it a point each week to 
send to all the local papers reprints of the 
“A Home of Your Own” page in the current 
issue of the AMERICAN LUMBERMAN, as all 
retailers have been urged to do. This dealer 
says they are used often, and he is a firm be- 
liever in their helpfulness. 

At the Neighborhood Store 

A few hours after our visit with Mr. Saville 
we stopped at his company’s store on the west 
side of the city, as he suggested, and the ac- 
companying illustrations will give an idea of the 
way this establishment is arranged. The firm 
believes that the customer, if he is to buy build- 
ing beauty, will best be encouraged in that 
ambition by seeing beauty in the lumber com- 
pany’s own building. Therefore the pleasing 
lines of the office exterior and the commodious 
interior with its birch, walnut and other beauti- 
ful trim. 

Take another look at the picture of the out- 
side of the building, and notice how the five 
doors have been saved from plainness and made 
distinctive by those little shingled gables—just 
a few frills to please the customer’s eye. Be- 
side each door is a large display window (kept 
clean), and a narrow space across the top of 
each window is utilized to announce some of 
the products the company sells. The window 


Ltow Will Lumber Dealer Mod- 


ernize His 


[At a recent meeting of the directors of the 
Retail Lumber Dealers’ Association of Western 
Pennsylvania, a vigorous and constructive talk 
on modern retat! merchandising was made by 
H. IV. Cole, of Wilkinsburg. No doubt dealers 
mevery section of the country will be interested 
im Mr. Cole’s ideas of what will be required of 
the retail lumber and building material dealer 
who expects to continue in business and prop- 
erly serve his community. For this reason his 
remarks are published here practically in full.— 
Epitor. | 

When prices are pulled down to a point 
where buyers are strongly attracted, and where 
they say to themselves, “Well, I guess I can’t 
afford not to buy that,” then business is done. 

Some legitimate forms of price cutting are 
constructive; when they give consideration to 
Capital investment and operating costs, but never 
when costs are disregarded for the sake of sim- 
ply securing a contract. 

Not very long ago everyone was talking vol- 
ume; today we are all talking economy and 
retrenchment. 


AMERICAN LUMBERMAN 


furthest to the left tells of cement, lime and 
plaster, and it happens also to be a display of 
those materials. 
sign says ‘Builders’ Hardware,’ 
the place Mr. Zehring chose to show off his 
rock garden material. 
the name of the company itself, at the time of 


In the window next to it the 
’ but this was 


In the next, which has 


our visit was a large sign advertising Dutch 
soy white lead. And so on, for the other 


displays. 


We stepped inside, into a large room where 
is the main display. At the rear of the big 
rectangle formed by the large display room is 


Gypsum Co. 
alongside the 
like picture 
ities of Carter white lead. 
dow, at the left, is an attention-getting display 


39 


stance, both the Continental lawn fence and the 
American Steel & Wire Co. woven wire fence 
are given prominent positions, and they are 
prominent, also, in sales, as most dealers who 
handle these items report. 
is a Fenestra steel 
and beyond that a table with a display of Gold 


Near the wire fence 
sash mounted on rollers, 
Bond “Color Texture” wall finish, a National 
product. The “painter” shown 
3rixment mantel is a very life- 
advertising the “stay-put” qual- 
Back by the win- 
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Part of the interior of the office, showing a few of the displays of materials other than lumber 


which this retailer finds profitable sales items. 


The gentleman in the center, with the brush, is 


not redecorating the office, but is just a picture advertising Carter's white lead 


another similar rectangle, about a fourth as big, 
formed by glass counters and display cases 
mostly; this incloses the business office, and of 
course the smaller items, such as paint and 
many types of builders’ hardware, are displayed 
in the counter cases. At the rear left is a 
counter full of nails to satisfy the varying 
trade. Nearby are shelves loaded with hard- 
ware, on the cartons of which could be read 
such well known names as Stanley, Frantz, 
Shapleigh, McKinney, Shelby, Russwin and 
Pexto. There is a stock of Richards-Wilcox 
door hangers, also. . 

A picture of part of the north end of the 
display room shows how Mr. Zehring contrives 
to tell his customers of some of the products 
they can buy at this lumber store. For in- 


Merchandising ? 


[By H. W. Cote] 


There is only one thing that is going to 
save the retail lumber dealers, and that is, the 
word that has been used thousands of times— 
“Co-operation.” This is the thing that, ever 
since you and I have been members of any 
organization, we have tried hard to accomplish, 
and today we are further away than ever before. 

Our problem is no different today in this 
respect- than that of hundreds in other indus- 
tries. 

Why is it that our retailers refuse to co- 
operate in any effort which is really construc- 
tive, something which will improve them, and 
in many cases will not even come to our meet- 
ings? 


Suffer From Too Great Inertia 


A secretary of the Chamber of Commerce of 
the United States says: “Probably our only 
way to get to the average merchant today is 
first to interest him in his own business, and 
then to work with others in his same line.” 


of Johns-Manville asbestos shingles, and just 
this side of it is a rack, on rollers, which Mr. 
Zehring built to display Logan-Long roofing. 
The tall rack in the left background, obstruct- 
ing the view of the doorway, is a display of 
the four different types of expanded metal lath 
the company can furnish its customers. The 
pictures do not show the dealer’s stock of win- 
dow screen cloth, made by the New York Wire 
Cloth Co., nor the asphalt paint (the product 
of the American Asphalt Paint Co.) which is 
such a satisfactory item. The display of mill- 
work and unfinished built-in cabinet work is 
arranged in corners and along the walls, in a 
way to draw plenty of attention. This retailer 
also handles sewer tile, and displays it on 
a table. 


“If We Don’t Step a Little 
We Are Going to Let the 
Industry Run Over Us“ 


Another, “We have storekeepers, but no mer- 
chants.” 

While these things are true, maybe we can't 
look for much co-operation. 


Must Succeed With Industry 


I do believe the depression is a good thing 
for us. When business starts up again a lot of 
good resolutions we are making today may be 
forgotten, but more men in our industry are 
thinking today than ever before. 

Our trouble seems to be that while we are 
thinking, we are thinking individually, of our 
own personal problems—and the Lord knows 
we have plenty of them. We are not thinking 
constructively of our industry as a whole. 

We must forget our own personal problems 
and feelings and think constructively of our in- 
dustry. Upon the success or failure of our 


industry depends our own personal welfare. 
Do you men feel the responsibility of some 
300 dealers who are looking to us for some 
constructive thought and action? 
We are told that about 90 percent of the lum- 
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ber dealers are followers, less than 
think, and even less than this act. 

Conditions have changed, but we have not 
changed with them. We are doing business 
today as we did years ago, and unless we find 
some new method of merchandising, the hand- 
writing is on the wall for the retail lumber 
dealers. 


Depression?—Yes, But Cash Plentiful 


Since we have mentioned depression, let us 
just look at this for a minute. Two or three 
things stand out in my mind. We could prob- 
ably contribute some twenty or thirty things to 
the direct cause, but first in my mind stands 
out the widespread: 

(1) Lack of confidence. 

(2) The statement of large New York banks 
which shows 85-90 percent of their assets are 
in cash on hand and government securities 
which can be liquidated on probably thirty min- 
utes notice. 


10 percent 


(3) Branch banking etc. 

Now since we have talked about prices, co- 
operation and the depression, let us look at our 
own industry : 


Too Resistive to Changes 


Have we brought our methods of merchan- 
dising in this industry up to date? 

I believe not; in fact I believe if we don’t 
step a little we are going to let the industry run 
over us. 


AMERICAN LUMBERMAN 


Most of us are doitig business today just about 
the way we did twenty or thirty years ago. 
Most changes that have been made were forced 
on us; we did not create them in our own in- 
dustry. There have been few major changes— 
good roads making competitors of dealers in 
distant fields; trucks replacing wagons; in the 
larger cities, the cartel system—all forced upon 
us by pure necessity. 

I doubt if any changes would have been made 
in our industry if we could have avoided them. 

Some of us are still using wagons for trans- 
portation; accounting systems out of date; an- 
tiquated machinery etc. 


Quit Humping Over Detail 


I believe the trouble with most executives in 
the lumber industry is that they take upon them- 
selves too much detail—cramped over a desk, 
doing a thousand and one details some $100 
clerk should do. No time to even think con- 
structively for the benefit of the industry of 
which we are a part. Get out on the job; see 
the other fellow; see your customer, know his 
difficulties; see how he makes his money and 
how much better you can serve him, and what 
constructive thought you can give to this in- 
dustry. 

All of this brings us down to the question of 
what new forms of merchandising our industry 
will produce within the next five years, in order 
that we may keep pace with modern times; a 
stage of the 
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New machine; Empire State building ; pocket 
telephone; television; radio advancement ; air. 
plane etc. 


The Lumber Dealer of the Future 


Today the National association is doing every 
possible thing to bring the manufacturer closer 
in touch with the retailer. 

The manufacturers of almost all construction 
products say that the retail lumber yard is the 
proper place for distribution. 

Now, since we have all these agencies work. 
ing for us, let us bring our methods up to date, 
in this modern stage of ours. 

Steel products and 100 others have eaten our 
volume, reducing the sales of lumber and mill- 
work, and will probably continue to do so, 

The future lumber dealer will probably han- 
dle all items entering into home or building 
construction that can be purchased direct from 
the manufacturer, carried in stock and, without 
re-manufacture, passed to the consumer. 

Warehouses best located to serve a particular 
section. 

Centralized purchasing, 
credits, estimating etc. 

Purchase from the manufacturer, and by 
every fundamental principle of merchandising, 
have him create the demand for his products. 

Create or promote the idea of an organiza- 
tion of competent contractors. 

Bring our manner of estimating up to date, 

“He profits most, who serves best.” 


sales, accounting, 





Yard Caters to Prosperous Farming Community 


West Cuester, Pa., July 27.—In that section of Pennsylvania where 
the broad acres of gentleman farmers adjoin the baronial estates of big 
business princes, there is a lumber yard where two alert and energetic 
dealers are finding business in spite of the somnolent condition of the 
home building industry. These partners, George Baldwin and Vernon 
Hoffman, trading under the firm name Hoffman & Baldwin, have con- 
































Office building of Hoffman & Baldwin, West Chester, Pa. 


centrated their sales efforts on these estates and good-sized farms with 
the result that a large volume of business has found its way into the 
order books. 

The country estates offer a big market for lumber in both its rough 
and its refined forms, according to Mr. Baldwin, On the bigger estates 
it is not uncommon for the owner even to encircle his acres with old- 
fashioned rail fences. 

The big dairy farms use lumber for the cow sheds, the winter barns, 
the tenant cottages and, very often, the domicile of the farmer himself. 
\lthough there are numerous dairy farms the country is best known 
for its fine horses. On the farms where Old Dobbin is bred and raised 
for both work and pleasure, lumber is sold in sizable quantities for 
barns, hay sheds and many other purposes. 

Many of the estates maintain their own working force, with a master 
carpenter in charge of the repair work and new building operations. In 
the case of the smaller farms, the work is usually put out on contract, 
and the contractor in turn consults the lumber dealer. 

In the spacious sheds of Hoffman & Baldwin there is housed over a 
million feet of lumber. Service is the keynote here. When a list comes 
in, the bid is made at once and as soon as an order is placed, the mate- 
rial is assembled. Many odd sizes and shapes are called for in the lists. 


To meet this condition, the yard maintains a woodworking shop where 
the lumber is sawn or otherwise worked to meet the contractor’s 
specifications. 

A quartet of new trucks insure speedy delivery. This combination of 
a wide assortment of lumber in the sizes and grades called for and the 





prompt service has won for this West Chester yard an enviable reputa- | 


tion and has made the estate and big farm trade an important division 
of its general business. 

But although the surrounding farming territory contributes a very 
profitable proportion of the yard’s business, it is by no means 
the limit of its channels of distribution. Even'in this era of restrained 
home building activity this lumber yard gets at least 25 percent of its 
business from that field. 

Building has not come to a standstill in Chester County, by a long way. 
As Mr. Baldwin points out, several hundred new homes have been 
erected in this section of the State during the last two years. These 
dwellings ranged in cost from $8,000 to $15,000, and although brick 
and stone predominate as outside material, the amount of interior trim 
and flooring sold on these jobs is worthy of consideration. 

West Chester, with a population of approximately 13,000, is primarily 
a city of fine homes. There is very little industrial activity within its 
borders, there being but two large plants, a valve concern and a nation- 
ally known manufacturer of cream separators. Both plants buy some 
lumber from Hoffman & Baldwin but the total is small when compared 
with the business done with the farming population and the building 
contractors who specialize in moderate priced homes. Considerable con- 
struction work by institutions, both public and private, has resulted in 
another market of no mean proportions. 

Both members of the firm are active in local affairs. Recently Mr. 
Baldwin, who is president of the Pennsylvania State Sportsmen’s Asso- 
ciation, conducted a successful trap-shooting match at Bradford. Mr. 
Baldwin also is president of the Chester County Lumbermen’s Associa- 
tion, and a director of the Pennsylvania Lumbermen’s Association. 














One of the quartet of trucks operated by Hoffman & Baldwin 
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AMERICAN LUMBERMAN 


|! Organized Surveys Develop 


Building Prospects 


Realizing that, in view of the continued gen- 
eral business depression, they would have to 
seek for trade in other than normal channels if 
a satisfactory volume was held, a great many 
retail lumber and building material dealers 
throughout the country have devele-ed business 
and roused interest in building and repairing 
through systematic and well organized surveys 
of their communities. In some cases these 
surveys have been conducted by professional 
canvassers, and in other cases by the dealers 
themselves through their local organizations. 
Believing that dealers generally would be in- 
terested in the results of some of these sur- 
veys, the AMERICAN LUMBERMAN asked a few 
of the dealers for an expression as to the re- 
sults obtained. Some of the results have been 
nothing less than startling. All of the dealers 
who have participated in surveys of this kind 
feel that they have been worth while, even 
though, in some cases, because of unemploy- 
ment and general depression, the business has 
not developed as rapidly as it would under 
more favorable circumstances. 


Systematic Survey Brings Good Results 


One of the outstanding successes in develop- 
ing business as the result of a systematic sur- 
vey has been recorded by Vosler & DeLoof 
Co., Kalamazoo, Mich. This company reports 
that lumber and building material sales during 
June exceeded those of the entire three months 
previous. Discussing this situation, Mr. De- 
Loof said: 

Some time ago we made a complete survey 
of the city in reference to its vacant houses 
and apartments. In analyzing the results of 
this survey, we discovered that there was a 
surplus of homes costing from $4,000 to 
$6,000, but that an actual shortage existed in 
homes costing around $10,000 to $12,000. 

When this information had been assembled, 
we went out and picked the prospects to 
whom this type of house would appeal, and 
particularly stressed the fact that this was 
the logical time to build, inasmuch as ma- 
terials were priced very low, and as labor was 
anxious for jobs, we were in position to se- 
lect the most competent and efficient working 
men. 

Whenever one of our salesmen interviewed 
a prospect, he particularly emphasized the 
fact that while prices were low, the quality 
was kept up to our high standard, as we spe- 
cialize in products manufactured by institu- 
tions of national reputation, such as Curtis 
woodwork, Celotex, Russwin hardware, Patton 
sunproof paint, and many other high class 
items. 


Mr. DeLoof says that their study of the sit- 
uation disclosed the fact that the type of home 
that had the greatest appeal was the early 
American colonial, either in wood or brick, 
and usually with a center hall. 


Take on Additional Lines 


Typical of the enterprise shown by many 
dealers in casting about for ways in which to 
maintain a profitable sales volume, is the ex- 
perience of the Vosler & DeLoof company as 
described by Mr. DeLoof: 

We came to a full realization last year that 
because of a decline in the sale of lumber, we 
would have to take on additional lines in 
order to keep up our sales. On this theory 
Wwe added electric refrigerators, electric 
ranges, and oil burners. These three items 
have shown a very satisfactory volume of 
business and have materially added to our 
total sales volume. 


The Vosler & DeLoof company covers the 
building field thoroughly. When a prospect 
desires an elaboration of his crude plans, the 
company has an architectural service that will 
completely take care of his needs. When a 


sale is made, it is followed through to comple- 
tion of the house. The company arranges the 
financing, sells all of the materials, and builds 
the house. 

During the last six months, this company 
has erected or begun the construction of thir- 
teen homes, and in addition has handled many 
remodeling and repair jobs, much of this busi- 
ness having been developed as a result of the 
systematic survey made some time ago. 


Investigators Made 4,000 Contacts 


The Badger Lumber & Coal Co., Kansas 
City, Mo., is another enterprising concern that 
recently has made a systematic survey in an 
effort to develop prospects for new homes, 
modernizing, repairs etc. Investigators for the 
company made a_ house-to-house canvass, in 
which 4,000 contacts were made. If there was 
no answer in response to a call at a home, this 
was not counted, and the investigator continued 
to his next call; thus every one reported was 
an actual contact. W. I. Selbert, sales man- 
ager, says that out of the 4,000 calls were de- 
veloped 1,500 of what were considered pros- 
pects for remodeling of various kinds, and to 
whom the company would be interested in sell- 
ing the kinds of materials it handles. In ad- 
dition, a large number of prospects were de- 
veloped for redecorating, wall papering etc. 
These were turned over to concerns handling 
this kind of business, who co-operated with 
the Badger Lumber & Coal Co. in the survey 
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and helped to defray some of the expenses of 
the investigation. Commenting on the results 
of this survey, Mr. Selbert said: 

We have developed some business from the 
survey. Perhaps this is not in as large vol- 
ume as we had expected, but in view of the 
fact that it has just been completed, and that 
now we are concentrating our efforts on the 
selected list of prospects which we accumu- 
lated, we feel it would hardly be fair to think 
that the business already secured will be all 
that we will receive. 

Believing that preliminary work would be 
helpful, a mailing list of the 1,500 selected 
prospects was compiled, and to each of these 
was sent a “Bonded Home” magazine, and 
only such prospects as reports indicated were 
in need of immediate attention were followed 
up at once. It was the thought of Mr. Selbert 
that before personal contacts were made by 
the salesmen, the prospects should have re- 
ceived at least two issues of the company’s 
monthly publication. 

At the time his letter was written, Mr. Sel- 
bert advised that these two issues had been 
mailed, and salesmen had begun to make per- 
sonal calls. He said: “We are now making 
the actual test as to whether or not we shall 
develop any considerable amount of business 
from this sales promotion work.” 

The business immediately developed was suf- 
ficient to defray the actual cost of the survey, 
and Mr. Selbert believes that accumulative 
results are going to be well worth while. 

Another outstanding concern that has made 
a survey in its community with satisfactory 
results, is located in a town in Ohio, but in 
accordance with the wishes of the company it 
will not be identified here. Co-operating with 
it in the survey were other non-competitive 
concerns such as those dealing in radios, Frigi- 
daires, paint, shrubbery etc. In this particular 
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Progressive Dealers Locate 
Dormant Business Through 
Systematic Canvasses— 
Quality, Service Essential 


town the survey covered 2,240 homes. The 
president of the company reporting on the re- 
sults of this survey said: 

Our salesmen have been working on pros- 
pects developed through the survey for about 
two weeks, and we find that under normal 
conditions we could be doing a tremendous 
volume of business. However, being located 
in an industrial section which has been hard 
hit by the business depression, we find that 
many of the prospects are unable to make the 
necessary repairs at this time. But we al- 
ready have sold a carload of shingles and 
roofing for reroofing jobs, and possibly $4,000 
worth of lumber for repair work, which makes 
us feel that the survey was largely a success, 
and that considerable business will develop as 
a result of it when industrial conditions be- 
come more nearly normal. 


Believes Survey a Profitable Investment 


A. H. Vieth, vice president and treasurer of 
the Coudy Bros. Lumber Co., Granite City, 
Ill., reporting on the results of a survey con- 
ducted in that city, said: 

We believe that a lumber dealer in any city 
of 5,000 people or more could make a very 
profitable investment by having a _ survey 
made of the city, as he will thus uncover 
business that he could not possibly develop 
otherwise. 

Here again the results of the survey were 
less because of the business depression. The 
population in that section consists mostly of 
working people and, as stated by Mr Vieth, 
‘for that reason ready money is hard to find 
and those that have it are afraid to turn it 
loose.” 

This survey brought to the Coudy Bros. 
Lumber Co. a lot of valuable information that 
could not have been secured in any other way. 
It has compiled all of the information devel- 
oped, and has it ready for use as soon as con- 
ditions improve, and the company confidently 
expects to develop many of the leads that have 
been uncovered by the survey and secure some 
profitable business. 


Survey Developed Many Prospects 


The Hixon-Peterson Lumber Co., Toledo, 
Ohio, reports that a survey made there dis- 
closed a number of prospects which the com- 
pany now is endeavoring to develop through 
direct mail and personal solicitation. While 
business conditions have been against the de- 
velopment of as much business as might other- 
wise have been secured, the company is well 
satisfied with the work that was done, and, 
according to K. P. Aschbacher, sales manager, 
“we are going ahead and cultivating the pros- 
pects produced by this report, and hope that 
before the year is over considerable business 
will be developed.” 


Survey Results Will Be Cumulative 


At the time the request was made for in- 
formation as to the results of this effort to 
develop new business, the survey in which the 
Keystone Lumber Co. of Pittsburgh, Pa., was 
co-operating had not been completed. How- 
ever, according to John D. P. Kennedy, vice 
president, some actual business already had 
been booked as a result of this census, and 
“we have every reason to believe that if we 
encounter an upturn in business conditions, we 
will find a very profitable return.” In fur- 
ther comment, Mr. Kennedy said: 

“We believe that the dealer today must cre- 
ate business and must sell completed units, 
ready to use, to the prospective builder or 
modernizer.” 

A number of these surveys have been con- 
ducted by French-Stamats (Inc.), of Cedar 
Rapids, Iowa. 


AMERICAN LUMBERMAN 
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Neat and attractive are all buildings of this California Dealer 


Advocates Displaying Completed Article 


San Jose, Cauir., July 25.—Recent extensive improvements in the 
retail plant of the San Jose Lumber Co., at 26th and Santa Clara streets, 
have enabled this well known company to still further improve the 
service for which is has long been distinguished. 


Several new storage buildings have been erected, the largest being a 
with a capacity for one-half 


lumber shed 42 feet wide by 120 feet long, 





Two types of portable garages sold by the company 


million feet of lumber. An interesting feature of this new shed is the 
double-thickness, laminated redwood roof. The San Jose Lumber Co. 
specializes in this type of roofing material, having designed and devel- 
oped it. 

The company is headed by W. H. 
Nicholas is manager. 

“We stress the merit of grade-marked material,” said Mr. Besecker, 
“and use the State association’s grade certificate or guaranty of quality, 
all in the effort to instill in the customer’s mind the fact that the best 
and most economical purchasing policy is to buy from sources where 
the desired results can be secured through the assurance that materials 
will be of established grades, sizes and count.” 


Besecker, as president, and C. W. 


An interesting feature of the company’s business is that of selling 
summer cottages. A full-sized cottage of the log cabin type, erected as 
a sample on the company’s premises, attracts a good deal of attention. 
A sign above it reads: “Happy days ahead! Specially designed log 
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Effective display of trellises on end of the company’s shed 










































A full-sized cottage, log cabin type, is kept on display 


cabin for mountain or seashore; complete materials $298, delivered in 
100 miles radius.” 

“Our scheme of operation includes displaying to the customer, as much 
as possible, the completed article,” remarked Mr. Besecker, “which ex- 
plains the erection in our yard of a full-sized log cabin, also the erec- 
tion of full-sized garages, both portable and otherwise, a small 2-room 
portable mountain cabin, portable poultry houses etc. Many of the 
materials which we feature are individually designed, for the reason 
that they offer rather unusual results and economy, and also for the 
further reason that materials of this kind are more or less non-competi- 
tive, at least until they are copied. 

“In addition to erecting the buildings mentioned, we have. compiled 
a portfolio of alternative mountain cabin plans of various types and 
sizes, with material lists already figured up in advance, and we sell 


these more or less on a standardized plan, almost as simply as a grocer 
sells a loaf of bread over the counter, which saves a great deal of time 
In addition to this we design 


for our salesmen and for the customers. 





: ehhh ihe 
REET pege 


ot 











Showing a corner of the San Jose Lumber Co.’s store 





special buildings of this nature to the order of the customer, charging 
a fee for this special service. 

“We also finance repairing and remodeling jobs, which again places 
at our disposal a nice volume of non-competitive business. In addition, 
through co-operation with builders, we create loyalty and good-will to 
a degree that in many cases makes it impossible for a competitor to sell 
to these builders regardless of prices, even on work which we do not 
control directly through our financing service, which includes use of our 
own funds and also funds from an outside source. 

“While as a matter of necessity we must, to some degree, compete 
on prices of materials, our intention and purpose is to create as much 
non-competitive business as possible, through the display of individually 
designed, completed units, as we find that the public generally are much 
better pleased to discuss the cost of a proposed improvement in its en- 
tirety, rather than to discuss the cost of the various items of material 
required to complete such improvement. As a matter of fact, we are 


(Continued on Page 51) 
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AMERICAN LUMBERMAN 


Promoting Building of Small 


Farm Structures 


San Francisco, Cauir., July 25.—The re- 
tail lumberman should not only sell his farmer 
customers on the idea of more and better farm 
buildings, and then sell them good lumber with 
which to build, but also should provide them 
with information on the proper way to con- 
struct such buildings. That is the declaration 
of Max E. Cook, farmstead engineer for the 
California Redwood Association’s “Redwood 
Farm Structures Bureau,’ and straightway he 
tells how it can be done. Under economic con- 
ditions now obtaining, merchandising tactics 
must be modified accordingly, he admits, but 
assures lumbermen that tactics there are— 
plenty of them, waiting only to be used. 


Small Structures Selling Best 


For instance, it would be unwise under pres- 
ent conditions for dealers to lay too much 
stress upon large farm structures, such as new 
houses and new barns, but “fixture and acces- 
sory business,” as the automotive trade would 
say it—ah, that’s different! The amount of 
money necessary isn’t so large. Farmers don’t 
hesitate so long about attempting such build- 
ing, if they are shown how desirable the new 
farrowing house is, or the new brooder house. 
But how are the dealers going to do the show- 


ing: 
Supplies Plans for Farm Needs 


That’s where the Redwood Farm Structures 
Bureau enters the picture. Mr. Cook conducted 
an extensive canvass of dealers, to learn which 
types of buildings are most in demand. Then, 
based upon his own wide and practical ex- 
perience, the engineer designed structures of 
each type, producing plans which may be _fol- 
lowed without undue waste of materials or la- 
bor: the greatest economy is effected because 
of Mr. Cook’s understanding of sizes and 
grades of material available, and his ability to 
specify the most suitable for each use. The 
plans, thus prepared, were presented in bulletin 
form, for distribution to lumber dealers every- 
where. The bulletins, and the cutting lists that 
accompany them, are 8'%x11-inch, letter size, 
for convenience in mailing to dealers’ custom- 
ers, and prepared for inclusion in a loose-leaf 
folder. Space always is left for the dealer’s 
own name, his slogan, and other similar infor- 
mation, 


Dealers Advised to Build Samples 


As to the use of the bulletins, Mr. Cook rec- 
ommends that the dealer himself build samples 
ot such structures as seem suited to his local- 
ity, following exactly the plans presented in 
the respective bulletins. Then farm customers, 
or prospective customers, may be circularized 
with these same bulletins, which will serve the 
double purpose of impressing the farmer with 
the value, to him, of such a structure, and later 
of showing him how to use the material he 
buys to build the equipment. In case the display 
of the building or fixtures happens to sell to 
some casual customer who has not received the 
proper bulletin already, a copy should be given 
him or mailed him promptly, in order that he 
may be sure to get the utmost value from the 
material he buys, and thus remove all possibility 
of dissatisfaction. In the periodical mail dis- 
tribution of any of the bulletins, advises Mr. 
Cook, one should inclose also a list of the other 
bulletins, in the form of a questionnaire on 
which the farmer can check any of these bulle- 
tins he may wish from time to time. This 
System has produced some remarkably fine re- 
sults, but further distribution is possible by 


means of racks full of various bulletins, in the 
dealer’s office, in feed and supply stores, at 
fairs, at farmers’ meetings, and at other com- 
munity gatherings. 


Irrigation Tubes a Valuable Sideline 


_ The amount of small sales that can be ef- 
fected by such methods as this is truly sur- 
prising, Mr. Cook reports, and, for example, 
cites the case of one dealer in the Imperial 
Valley who used these bulletins and other sales 
development facilities offered by the bureau. 
One item in the series is a small redwood fur- 
row tube, for truck garden irrigation use. 
These tubes average only 5/6 of a board foot 
each, and might be scorned by some as too in- 
significant “to bother with.” Yet, by energetic 
and intelligent use of the sales helps mentioned, 
this dealer sold 500,000 feet of redwood lumber 
for furrow tubes! 


Enlisting the Schoolboy Farmers 


_ But that is by no means the only thing a 
live dealer can do, for now as never before, 
boys, and girls too, are making great headway 
in learning all men and schools can teach them, 
all that anybody’s ex- 
perience has demon- 
strated, about the best 
and most. profitable 
ways of running a farm. 
Many lumbermen §al- 
ready are familiar with 
the work of the agri- 
cultural schools operat- 


ing under the Smith- 
Hughes plan. Any 


dealer who seeks to de- 
velop his farm trade to 
the utmost would do 
well to get acquainted 
with the teacher and 
students in the Farm 
Mechanics shop of the 
nearest Smith - Hughes 
school. One San Joa- 
quin Valley dealer did 
that, and with the co- 
operation of the Red- 
Redwood Cup Offered wood bureau sold about 
for . Competition by $4,000 worth of lumber 


Smith-Hughes Schools t° the industrious boys 
in that high school. 


In describing the way in which the bureau 
co-operates with these schools here in Califor- 
nia, Mr. Cook mentioned as an outstanding 
feature the beautiful - gold-lined silver cup 
shown in the accompanying illustration. It is 
sixteen inches high, and is distinctive in that 
its base and handles are of redwood burl, made 
to order to identify the cup as a redwood 
trophy. Deeply engraved with black enamel 
letters, the cup has inscription space on the 
reverse side for ten winners, and this trophy 
will be the prized possession each vear of some 
one of the eighteen Smith-Hughes schools in 
the Redwood Empire. It will be in the trophy 
cabinet of the school with the best Farm 
Mechanics team. 


Boys Build in Prize Contests 


In addition, these eighteen schools this year 
competed in a contest for individual prizes, to 
determine the outstanding Farm Mechanics 
boys. The bureau, co-operating with retail 
dealers subscribers to its agricultural service, 
underwrote the prizes. These were not the 
conventional ribbons and cups, but were prac- 
tical. The first prize in each of the three 





—— 
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Redwood Bureau Supplies 
Dealers Plan Bulletins; 
Also Works With Voca- 


tional Students 


competitive classes was an order on local lum- 
ber yards for $20 worth of material; and sec- 
cond and third prizes were complete bound 
sets of the bureau’s agricultural series of red- 
wood bulletins. 

Joe Wilson, of Tomales Joint Union High 
School, Valley Ford, Sonoma County, won 
first prize in the “individual home projects” 
class with his dozen 6x12-foot portable poultry 
houses, feed houses and hoppers, and was 
awarded $20 worth of redwood from Charles 
Garrison, proprietor of the Two Rock Com- 
mercial Co., Two Rock, Calif. In this class 
Harry Rasmussen, of Petaluma High School, 
won second place with an 8x12 brooder house, 
and the Camm & Hedges Co., Petaluma re- 
tailer, presented him with his set of bound 
bulletins. The bureau itself presented the third 
prize in this class, to Peter Esaia, of Healds- 
burg High School, who altered a horse barn 
to provide four farrowing pens, four concrete 
yards and two dirt runs. 


Planned Barn Economically 


In the class projects, Charles McDowell, of 
Analy Union High School, Sebastopol, Calif., 
won first prize with his work in building a 
12x20-16-foot calf barn, complete with stanch- 
ions, slat floor, feed racks and other acces- 
sories; he will get his $20 worth of redwood 
from the Henry Hess Co., in Sebastopol. To 
build his barn this boy bought an old building 
at a bargain price and used the lumber, buying 
new material where needed. “I think,” said Mr. 
Cook in a letter to all the instructors and lum- 
bermen interested, “he displayed good judgment. 
Not always is this plan a good practice, and 
in many instances it has proved to be poor 
economy, but in his case where new material 
was purchased where needed, and with his plan 
to re-paint and otherwise protect the old ma- 
terial, providing as he has a good concrete 
foundation with ventilation under the flooring, 
I think he has produced a good building at low 
cost.” 

This attitude toward a project of this kind is 
significant, for it is a practical demonstration of 
the fact that the bureau’s object, besides being 
the very evident one to sell more redwood, is 
also to offer a substantial contribution toward 
the improvement and number of farm struc- 
tures, the while offering merchandising aid to 
retail lumbermen. 

One of young McDowell’s competitors for’ 
the prize was Charles Iddings, of Petaluma 
High School, but his 16x32-foot milking barn 
was not completed, so in presenting him the set 
of bound bulletins, with the compliments of 
the Camm & Hedges Co., Mr. Cook recom- 
mended that he be allowed to enter this project 
next year. 

Because John Schamber, also of the Petaluma 
school, was the only entry under “individual 
shop project,” and his 8x12-foot portable hog 
house had no competition, he was not awarded 
first prize but instead one of the sets of bulle- 
tins, compliments of the Two Rock Commer- 
cial Co. 

“We have just barely pointed the way,” 
concluded Mr. Cook, “to undeveloped possibil- 
ities for worthwhile co-operation between retail 
lumber dealers and schools. There is no need 


to assure you that the farm mechanics instruc- 
tors appreciate this kind of assistance. It is 
not only a part of good merchandising for the 
dealers to take an interest, and actively par- 
ticipate in work such as this, but it is their 
duty as good citizens to help the cause along 
in their respective communities.” 
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Wasuineton, D. C., July 27.—Following is the National Lumber Manufacturers’ Association report for the week ended July 18, and for 
twenty-eight weeks ended that date, covering mills whose statistics for both 1931 and 1930 are available, and percentage comparison with Statistics 
of identical mills for the corresponding period of 1930: N 
ONE WEEE No. of Percent Percent Percent 000, 
Softwoods: Mills Production of 1930 Shipments. of 1930 Orders of 1939 util: 
Southern Pine Association...... eee eeeeeeee 105 24,634,000 62 27,048,000 78 27,594,000 77 lear 
West Coast Lumbermen’s Association........ 194 97,827,000 84 90,945,000 64 98,450,000 70 Mis 
Western Pine Manufacturers’ Association.... 61 31,095,000 69 24,742,000 69 27,056,000 74 mi 
California White & Sugar Pine Mfrs.’ Assn... 24 17,060,000 64 16,843,000 101 16,609,000 107 ope 
Northern Pine Manufacturers’ Association.... 7 2,610,000 30 2,494,000 72 2,112,000 73 spa! 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 18 1,612,000 50 1,195,000 58 821,000 60 ul! 
North Carolina Pine Association..........0.0- 40) 4,571,000 90 3,490,000 83 4,022,000 116 8 
ee MINORS. 5 nic ncnascandndwearteasane 149 179,409,000 73 166,757,000 70 176,664,000 "8 bric 
Hardwoods: hav 
Hardwood Manufacturers’ Institute.......... 201 14,599,000 64 17,432,000 89 18,328,000 96 the 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 18 1,899,000 60 1,885,000 72 2,557,000 175 roa 
EE oe a eee eee awa 219 16,498,000 63 19,317,000 87 20,885,000 102 bri 
NI INI Sais a ns a iu la gon De OB lo 650 195,907,000 72 186,074,000 71 197,549,000 77 Rai 
TWENTY-EIGHT WEEKS Mills wil 
Softwoods: Reporting* joe 
Southern Pine Association...............ee0- 118 909,717,000 86 996,366,000 78 998,634,000 80 Cor 
West Coast Lumbermen’'s Association........ 194 2,888,970,000 69 3,008,434,000 73 2,963,662,000 76 
Western Pine Manufacturers’ Association.... 61 742,007,000 66 756,601,000 77 734,390,000 77 on 
California White & Sugar Pine Mfrs.’ Assn.t.. 24 295,129,000 67 430,691,000 86 434,684,000 82 this 
Northern Pine Manufacturers’ Association.... q 79,676,000 63 77,586,000 70 75,115,000 74 ( 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 21 57 "937,000 70 37,700,000 68 36,296,000 67 in 
North Carolina Pine Association............. 13 124,074,000 70 128,132,000 91.. 109,828,000 84 . 
pas pencal eeeeneicansnennnmiiasa sini ietacpeeataies ae Sut 
EE I 55 boi wii ks wat raciuwnwees 168 5,097,510,000 68 5,435,510,000 76 5,352,609,000 77 pre 
Hardwoods: ae str 
Hardwood Manufacturers’ Institute.......... 180 447,160,000 59 526,525,000 80 533,003,000 86 pili 
Northern Hemlock & Hardwood Mfrs.’ Assn 21 92,217,000 55 65,175,000 66 62,831,000 75 tec 
Total hardwoods ............ccceececeeeee 201 "539,377,000 58 _ 591,700,000 78 595,834,000 84 wil 
ne I i ea aes ee cen ad od 648 5,636,887,000 67 6,027,210,000 76 5,.948,443,000 78 
*Average weekly number. *+Twenty-seven weeks. —_ 
Relation of Unfilled Orders to Stocks Western Pine Summary 
Wasuineton, D. C., July 27.—Following is a statement for six associations of the gross stock are telegram to nee Lomsensan} fo 
footage July 18, and the percentage relationship of unfilled orders to stocks: PORTLAND, OrE., July 29.—The Western Pine we 
‘ Orders of | Manufacturers’ Association reports as follows th 
No. of Gross Unfilled Stocks— on operations i > week ende r OR: 
—Association— Mills Stocks Orders Percent ; perations during the week ended July 25: 
Southern Pine Association... wccccccscecscccceses 101 735,406,000 94,143,000 13 Total number of mills reporting, 87: 
West Coast Lumbermen’s Association........... 167 1,424,553,000 316,311,000 22 Actual production for week..... 33,354,000 Ps 
Western Pine Manufacturers’ Association........ 80 1,286,128,000 112,424,000 9 Shipments .........cceesceceees 28,912,000 
California White & Sugar Pine Mfrs. Assn...... 24 554,602,000 80,715,000 15 eT ee ere 26,442,000 
Northern Pine Manufacturers’ Association....... 7 274,436,000 Arey : Report of 61 mills: 
ttl a ° : tie ati . 92 > 39,5 f . ; 
Hardwood Manufacturers’ Institute............. 161 929,342,000 139,546,000 1 Operating capacity ............ 69,671,000 
Average for 3 previous years... 45,494,000 
; ‘ Actual production for week..... 29,761,000 M 
W +t * + R e A group of 223 mills whose production for | Report of 80 mills: 
es oas eview the week ended July 25 was 99,330,000 feet re- | Average production ............ 41,366,000 
“— ported distribution as follows: Unfilled orders ....... sav eae Mieke 109,668,000 
[Special telegram to AMERICAN LUMBERMAN] Unfilled Stock on hand—July 25........ 1,291,016,000 
SEATTLE, WaASH., July 29.—The 224 West Shipments Orders Orders poser mills reporting, 61: 
Coast Lumbermen’s Associati mills giving af 3! 35,7 2 roduction— 
can A sy shi sto ote py al pot es = ARE ce See mn eee Operating capacity .......... 69,671,000 
ek ended J 8 renerted : : . cargo.. 55,561,000 54,045,000 179,051,000 Average for 3 previous years. 45,494,000 
week ended July 20 reported : Export ... 25, 116,000 12,833,000 94,182,000 Week ended Week ended 
Production 99,505,000 Local 7,472,000 Se «cent eenes : July 25,1931 July 26, 1930 
Shipments 22,258, 000 22.87° ® over production —_-—-—— - Actual for week. 29, 761, 000 45,468,000 S: 
Orders 110,126,000 10.71% over production 122,129, 000 110, 120,000 363,405,000 Shipments ........ 25, 692. 000 34,378,000 
i aa : y ; Orders received ° 23, 534,000 33,063,000 
A group of 343 mills whose production re- A group of 194 mills whose reports of pro- | zaentical mills reporting, 78: 
ports of 1931 to date are complete reported as duction, shipments and orders are complete for | production— 
follows : 1930 and 1931 to date reported as follows: Average for 3 previous years. 40,974,000 
Average weekly operating capacity 298,599,000 7 . ‘ : Week ended Week ended 
Average weekly cut for 29 weeks Pahing Seer Avene for 29 ee July 25,1931 July 26, 1930 
UE ig pcicoemetrn ives aie wa sas 158,861,000 ~~ ; Unfilled orders 109,278,000 "129,948,000 " 
| Re aes phectcetttatttong ons, 123'867.000 Production 95,855,000 102, 92 28,000 149,797,000 | Gross stocks on 
° Shipments 120, 579, 000 107, 918, 000 14! 5,842,000 hand 1.273.250 000 1.354.099 000 
Actual cut week ended July 25..... 117,302,000 Orders 105,709,000 105,766,000 138,871,000 ; ““™ “*"""{**""%"" oe wen ee 
Southern Pine Report | 
Bookings 4+ Percent Above Cut ensanicaeapontiges 
p 
g ‘ 2 New Or.eans, La., July 27.—For the week y 
, [Special telegram to AMERICAN Lumazeman] ended July 18, Saturday, 121 mills of total 
_ Wasuincton, D. C. July : Five hundred and sixty-six softwood mills of seven associa- | capacity 12634 units (a unit representing an 
tions for the week ended July 25 reported to the National Lumber Manufacturers’ Association | average monthly output of 1,500,000 to 2,000,000 1 
pre duction aggregating 186,923,000 feet, shipments, 213,540,000 feet, and orders, 195,066,000 feet. | feet between Nov. 1, 1927, and Oct. 31, 1930), s 
rhe week’s figures for production, shipments and orders follow: report as follows to the Southern Pine Asso- ; 
No. of ciation: Pct. of output 
Softwoods— Mills Production Shipments Orders 3-year Ac- 
Dewmemern Pine Asseetatio®. ..ccciceccvcccccccece 128 27,497,000 35,028,000 33,558,000 | Production— Carst Feet Ave. tual 
West Coast Lumbermen’s Association......... .. «(223 99,330,000 122,128,000 110,121,000 Aver. 3 years. ... 52,950,000 vee 
Western Pine Mfrs. Association...... snenene 87 33,354,000 28,912,000 26.442.000 Actual ....... --» 27,572,000 52.07 .... ; 
Calif. White & Sugar Pine Mfrs. Assn........... 24 16,696,000 18/698.000 16613000 | Shipments* ....1,410 29,610,000 55.92 107.39 , 
Northern Pine Mfrs. Association........... 7 2,587,000 2,402,000 2' 225.000 Orders 1 
Northern Hemlock & Hardwood Mfrs. Assn. 17 2,126,000 _ 963,000 869,000 Received* 1,462 30,702,000 57.98 111.35 ] 
North Carolina Pine Association.............e+. 80 5,333,000 5,409,000 5,238,000 On hand end ] 
iaiiinie ‘situa oemes a soe ——_—_——_ weekt ..... 4,616 96,936,000 .... 
= en e BUSLEWUUUS eee eee eee ee 566 186,92 ,0 - 0 ,000 195,066,000 *Orders were 103.69 percent of inten 
Hardwood Manufacturers’ Institute............. 260 15,386,000 20,938,000 20,291,000 tCar basis is 21,000 feet. . | 
Northern Hemlock & Hardwood Mfrs. Assn..... 17 1,020,000 1,680,000 1,816,000 tOrders on hand at above 121 mills showed 
—— onniigmennieniincions an increase of 1.14 percent, or 1,092,000 feet, 
Totals, hardwoods........ reeeee oeeecce ° ° 277 16,406,000 22,618,000 22,107,000 during the week. 
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Bridge Construction to Require 
Quantities of Lumber 


New OrLeans, La., July 27.—Between 15,- 
900,000 and 20,000,000 feet of lumber will be 
utilized in the construction of the New Or- 
leans Public Belt Railway bridge across the 
Mississippi River here, bids on which will be 
opened Sept 1. The bridge will have a major 
span vertical clearance of 153 feet above mean 
gulf levee; a horizontal clearance of 750 feet, 
and will include two 500-foot spans. The 
bridge proper will be 3,525 feet long, and will 
have a long approach on both sides to permit 
the passage of trains. It will carry two rail- 
road tracks and two 18-foot roadways. The 
bridge will be used by the Texas & Pacific 
Railway and the Southern Pacific Lines and 
will be financed by their use and by a $7,000,000 
participation from the Louisiana Highway 
Commission. The bridge foundations will rest 
on piling as is the case of major structures in 
this section. 

Contracts for the bridge project will be let 
in four sections, one each for substructure and 
superstructure for the main bridge and ap- 
proaches. Materials for the main bridge sub- 
structure include 124,500 lineal feet of timber 
pilings, and 537,500 square feet of mattress pro- 
tection. The superstructure of the main bridge 
will require 500,000 board feet of treated rail- 
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way deck timbers. The approaches’ substruc- 
ture will require 1,130,200 lineal feet of 60-foot 
piling and its super-structure will take 3,500,000 
board feet of treated railway deck timbers. In 
addition to the amounts of lumber used in the 
structure itself, it is probable that a large quan- 
tity will be required for the construction work 
and estimates of total requirements range as 
high as 30,000,000 feet. 





Shipping Dry Kilns Abroad 


SEATTLE, WASH., July 27.—Included in the 
cargo of the steamship Golden Harvest, which 
cleared from Seattle today, were two dry kilns 
of the reversible cross circulation, internal fan 
design, being shipped to Tasmania by the 
Moore Dry Kiln Co., of North Portland, Ore. 
These kilns are being installed by the Ideal 
Casewoods (Ltd.), which concern is building 
a new plant for the manufacture of boxes at 
Launceston, Tasmania. These kilns are of the 
single-track type, employing fans mounted on a 
longitudinal shaft underneath the loads of 
edge-to-edge flat stacked lumber, and will be 
used for seasoning Australian hardwoods. 

The Moore Dry Kiln Co. from its plant in 
Jacksonville, Fla., recently shipped to Russia 
equipment for three dry kilns, these having been 
sold through the Amtorg Trading Corporation, 
of New York City. 





West Coast Rail Distribution 


SEATTLE, WASH., July 25.—The following statement of West Coast rail shipments by States 
for the first six months of 1931, with percentage of increase or decrease as compared with 1930, 
was prepared by the industrial facts department of the West Coast Lumbermen’s Association, 
the footages being based on an average of 27,000 feet a car: 















































Thousand Inc. or Thousand Inc. or Thousand Inc. or 
Feet Dec. Feet Dec. Feet Dec. 
Pacific Coast Middle West Southeast 
Washington .124,146 —23.5 North Dakota 17,145 —-36.5 Kentucky 1,296 —20.0 
Oregon ..... 62,613 —21.3 South Dakota 26,352 —22.5 Tennessee .. 621 —69.7 
California ... 55,215 —28.6 Minnesota 65,799 —26.1 W. Virginia. 1,485 —39.6 
eisai Nebraska 36,504 —23.2 Virginia .... 1,917 —29.7 
Total ..... 241,974 —24.2 piinete . — No. Carolina. 162 —45.5 
OWA «+206. , ——00.0 Se. Caremmeh. «..<. ae 
Mountain Wisconsin $4,749 -—33.5 ioninin AP 216 +100.6 
Montana 11,502 -—15.1 Kansas 32,913 —50.8 Florida ..... 243 +28.6 
oS ere 6,102 —37.4 RS ere eee ae 
Wyoming ... 11,151 — 9.8 0 oe 304,101 —34.4 Mississippi . 108 —20.0 
Nevada ..... 5,832 —23.7 |New England 
; _ ; eeeees eer oe Connecticut 1,836 —416.0 a 6,048 —32.5 
‘olorado .... 20,763 — 7.6 1 1 2438 —37.6 
Arizona ..... 7884 —16.0 | -node Jslane 2186 avg |Morth Atlantic 
New Mexico. 4,698 —64.1 Vermont 837 —66.0 New York... 7,614 —40.9 
ae N. Hampshire 594 10.0 Pennsylvania 3,483 -—68.2 
Total wesc 84,024 —31.9 ~_  .. 918 = 2.9 Maryland ... 432 —55.2 
Delaware ... 27 —83.3 
wee, 09545 —39.3 Total ..... 7,614 —41.0 | New Jersey.. 1,674 —38.6 
Arkansas ‘ 513 —77.9 | Central D ee 62 +20.0 
Oklahoma ... 6,912 —®69.2 Michigan . 15,579 —43.4 (One as _ ni 
SOMOS cavities 10,773 —76.6 Indiana 8,505 —62.8 ‘ 9 F986 
Louisiana ... 54 —87.5 | Ohio........ 15,741 —29.8 PURE cones are Ee 
: — UNITED 
ewer 40,797 —58.8 Total ..... 39,825 —45.3 [SPARES ...... 737,775 —34.6 








California Redwood 


San Francisco, Cauir., July 25.—The fol- 
lowing information is summarized from the re- 
ports of 12 mills to the California Redwood 
Association for June: 


—Redwood—White 

Percent of Wood 

Feet production Feet 
Production 14,293,000 3,812,000 
Shipments 15,880,000) 4,251,000 


Plant 


WE sacen 1,609,000 § 122 497,000 
Orders— 

Received - 16,809,000 124 3,852,000 

On hand... .... 17,727,000 5,474,000 


Detailed Distribution of Redwood 
Shipments Orders 


Northern California*..... 7,023,000 6,933,000 
Southern California*..... 2,735,000 3,505,000 
DEE. Lovdineeacuanwans 157,000 138,000 
SEE EEE 5,688,000 5,923,000 
POM: hicirceeedaacewis 277,000. 510,000 





15,880,000 16,809,000 


._*North and south of line running through 
San Luis Obispo and Bakersfield. 


jWashington, Oregon, Nevada and Arizona. 
TAll other States and Canada. 


Data on Walnut 


The American Walnut Manufacturers’ As- 
sociation has compiled the following data: 


June May June 
Lumber— 1931 1931 1930 
Manufactured .. 1,074,500 1,382,200 1,849,500 
Shipments ..... 1,223,100 1,277,100 1,695,800 
Stocks, end 
eee 15,836,900 15,989,600 20,281,000 
Logs— 
Purchases ..... 673,700 828,400 712,000 
Made into lumber 
and veneer 958,300 1,135,200 1,268,300 
Stocks, end 
month 292,600 518,900 1,197,000 





Turn to the Classified 
Section for Opportunities 
to Save 
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New Bureau to Promote West- 


ern Red Cedar 


SEATTLE, WaASH., July 25.—With eleven 
mills, three in British Columbia and eight in 
Washington, comprising the initial membership, 
the Western Red Cedar Exploitation Co., of 
Seattle, came into being last week, having been 
incorporated at Olympia. The principal func- 
tion of the new organization will be an ag- 
gressive and long-sustained effort to increase 
the sales of western red cedar siding and 
other lumber and wood products of the same 
species throughout the United States. Com- 
menting on this new promotional iiovement, 
Col. W. B. Greeley, secretary-manager of the 
West Coast Lumbermen’s Association, said: 

This is a group move on the part of the 
principal mills interested in western red cedar 
to increase their markets by aggressive, joint 
trade extension, including advertising and 
concentrated promotional efforts in the impor- 
tant lumber using markets of the country. 

The mills co-operating in this movement are 
all members of the West Coast Lumbermen’s 
Association, and for the last two years have 
been working with the staff of that organiza- 
tion in a series of intensive market studies to 
deterinine ways and means by which the sale 
of their products might be increased. This is 
the first step in trade extension. 

The company has been incorporated for 
$50,000. A small tax per thousand board feet 
on all lumber sold by the member companies 
will go into the exploitation company’s adver- 
tising and sales promotion fund. 

In addition to siding for home building, 
which is the principal product of these mills, 
special efforts will be made by the new com- 
pany, co-operating with the West Coast Lum- 
bermen’s Association, to secure new uses in 
industry and in building for other products 
of the western red cedar log. Commenting 
on the merits of this wood, Col. Greeley said: 

Our studies have shown that siding lumber 
made of western red cedar, and used for 
home exteriors, is one of the highest class 
articles offered to the American public. An 
excellent insulator, weather-resisting to a re- 
markable degree, this wood has no superior 
as a base for paints. These native ‘qualities, 
together with its durability, will be merchan- 
dised in modern ways to architects, builders 
and prospective home owners throughout the 
country. Once well started, we expect these 
trade extension plants to continue for several 
years, allowing for such modifications from 
time to time as may be necessary. 

The mills participating in the incorporation 
are the Capilano Timber Co., North Van- 
couver, B. C.; Hammond Lumber Co., Ham- 
mond, B. C.; Thurston-Flavelle Lumber Co., 
Port Moody, B. C.; Whatcom Mill Co., Bell- 
ingham; William Hulbert Mill Co., Everett; 
John McMaster Shingle Co., Marysville; Seat- 
tle Cedar Lumber Manufacturing Co., Seattle; 
St. Paul & Tacoma Lumber Co., Tacoma; Sno- 
qualmie Falls Lumber Co., Snoqualmie Falls; 
Weyerhaeuser Timber Co., Longview; Bratlie 
Bros. Mill Co., Ridgefield, Wash.; and FE. C. 
Miller Cedar Lumber Co., Aberdeen. 

Trustees of the new company are: R. M. 
Ingram, A. H. Landram, C. J. Culter, E. H. 
O’Neil, L. S. Black, C. H. Ingram, H. J. 
Bratlie, H. D. Lowery, W. H. McLallen, Aird 
Flavelle, and T. J. Skalley. 


Plan Should Stimulate Building 


Detroit, MicH., July 27.—Lumbermen view 
the new home finance plan announced by the 
National Homes Finance Co. with considerable 
interest and expect this 15-year payment plan 
to go far in stimulating residential building. 
Members of the recently organized Detroit 
Building Congress, of which W. G. Malcomson 
is president, feel that the home finance plan is 
a very good idea. Behind it lies a standardiza- 
tion of construction which in general falls in 
line with the aim of the congress. The con- 





gress is also interested in studying the new 
city building code which has been the subject 
of so much discussion. 
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What the Associations Are 
Planning and Doing 


Aug. 21—Northern Wholesale Hardwood Lumber 
Association, Chamber of Commerce Club 
Rooms, Sheboygan, Wis. Summer meeting. 


Sept. 1—Roofer Manufacturers’ Club, Columbus, 
Ga, 
Sept. 17-18—National Hardwood Lumber Associa- 


tion, Hotel Sherman, Chicago. Annual, 

Sept. 19—Louisiana Retail Lumber & Building Ma- 
terial Dealers’ Association, Lafayette, La. 
Quarterly meeting. 

7 National Retail 


Oct 27-30 
sociation Detroit, Mich 


Lumber Dealers’ As- 


Annual 





Announce Dates for Annual 


Announcement is made that dates have been 
selected for the annual convention of the As 
sociated Leaders of Lumber & Fuel Dealers of 
America. This annual will be held at the 
Congress Hotel in Chicago on Dec. 7, 8 and 
9, 1931 Details of the convention program 
are now being worked out by officials of the 
organization. 





Denverites Entertain Retailers on 
Tour 


Denver, Coro., July 25.—The middle western 
retail lumbermen and their families traveling 
on the “Lumber Merchants Tour” sponsored by 
the Nebraska Lumber Merchants’ Association 
with whom the Southwestern, Northwestern 
and Wisconsin associations: co-operated, arrived 
in Denver last Saturday en route home from 
their trip to the Pacific coast. They arrived in 
Denver at 3 o'clock in the afternoon and were 
taken on a tour of the city and then into the 
mountains west of Denver to the Mount Vernon 
Country Club where dinner was served. Art 
Manning presided at the dinner. Paul Spencer, 
president of the Denver Hoo-Hoo Club, gave 
the address of welcome, which was responded 
to by G. R. Forbes, of Caro, Mich., and J. R. 
Forbes, of Detroit. T. J. Vincent, secretary of 
the Mountain States Lumber Dealers’ Associa- 
tion, gave a short talk. Following the talk the 
return to Denver was made via the Lookout 
Mountain scenic drive. 

The entertainment given in Denver to the 
visiting lumbermen was presented by the Moun- 
tain States association, the Hoo-Hoo club and 
the retailers and wholesalers of Denver. 





Carolinians Fight Proposed Increases 


CHARLoTTE, N. C., July 27.—The Carolina 
Retail Lumber & Building Material Dealers’ 
Association has thrown itself into a fight against 
southern railroads that have petitioned for the 
right to increase freight rates, according to 
Victor W. Wheeler, secretary-treasurer of the 
organized dealers of the two States. 

The railroads operating in the southeastern 
States have recently applied to the Interstate 
Commerce Commission for permission to in- 
crease their freight rates on building materials. 
The rate increases vary from 15 percent to 60 
percent, depending on points of origin to points 
of destination. 

Almost all building materials will be affected 
if the freight rate increases are granted by the 
Interstate Commerce Commission. They in- 
clude woodwork, sash and doors, stock and spe- 
cial millwork, whether in straight cars or 
mixed. Included, also, are shipments of brick, 
cement, lumber, roofing, lime and plaster and 
plaster board. Mr. Wheeler said: 

Because we believe the rate increases are 
unwarranted and ynjustified, particularly at 
this time, and because the basis upon which 
the carriers have revised building material 
rates is 30 percent of first class rates and 
therefore in violation of Section 1 of the 
Interstate Commerce Act, we have petitioned 
the Interstate Commerce Commission for sus- 
pension and investigation of the new and in- 
creased rates. 


We are glad to report we have obtained a 
temporary suspension. We are petitioning for 
a further suspension, in order that we may 
prepare a brief, containing voluminous data 
bearing on the present freight rates of build- 
ing materials. 

The new proposed schedule of increases, if 
granted, would cost the shippers or consignees 
of building materials from $15 to $50 more in 
freight per car than at present. Application 
has already been made by the railroads to both 
the North Carolina Corporation Commission 
and the South Carolina Railroad Commission 
to apply the same basis of rate increases to 
each State. 

Our traffic department is keeping right be- 
hind this and we shall continue with the 
preparation of a brief, charts, schedules and 
other data in opposition to any increase in 
freight rates on building materials. Dealers 
are urged to consider this matter carefully 
and estimate what it will mean to them in 
the course of a year to pay an additional $15 
to $50 increased freight bill on every car of 
material, lime, plaster ete., purchased by them. 
It is a serious threat and will further retard 
the already lamentable unsatisfactory situa- 
tion in the building industry. 





Salesmen Enjoy Picnic 
and Boat Trip 
Derroir, Micu., July 27.—An old-fashioned 
basket picnic, held at Bob-Lo on July 22, under 
the auspices of the Michigan Association of 
Traveling Lumber & Sash & Door Salesmen, 
was such a success that many requests already 
have been received for a similar outing next 
year; so this may be recorded as the begin- 
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Every public dollar was 
originally a private dollar | 
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ning of an annual custom. Transportation to 
the picnic ground was by boat, the trip occupy- 
ing one hour and a half. During the boat trip, 
entertainment was provided, and there was a 
drawing for a $25 cash prize offered by the 
Union Lumber Co., Weyerhaeuser Lumber Co. 
and the Patterson Sash & Door Co. This prize 
was awarded to Mrs. Evelyn Throne. Dur- 
ing the day there were many athletic events, 
with a big basket dinner. 

Among the novel prizes offered during the 
day was one of $5 cash to the retailer with 
the largest family present. This was awarded 
by the Patterson Sash & Door Co. to Leo F. 
Schmidt, office manager of the Scheuren & Mok 
Lumber Co., of East Detroit. A similar prize, 
offered by the C. H. King Lumber Co., to the 
wholesale salesman with the largest family 
present, was captured by R. A. McGrath. 

There was a total attendance of 848, and in 
every respect the affair was a complete success. 
An interesting feature of the entertainment was 
Mr. Tyson’s German band, which gathered in 
the crowd and furnished real entertainment. 





Committee Named to Study Con- 
ference Provisions 


New Orteans, LaA., July 27.—Recommenda- 
tions of the conference of lumber manufacturers 
held in Chicago, July 2, were discussed at a 
meeting here last Friday of southern pine manu- 
facturers and a committee of five named to 
study the provisions outlined and report back 
with findings to a general meeting to be called. 
Members of the committee include: A. J. Peavy, 
chairman, E. L. Kurth, Charles Green, D. T. 
Cushing, and Frank L. Adams. A short talk 
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was made by C. C. Sheppard, who forecast q 
good demand from rural sources in the fall, 

The following extract from a business analy. 
sis was read by H. C. Berckes, secretary-man. 
ager, Southern Pine Association: 

The 20 factors that marked the state of 
the 1921 depression just before a tremendoys 
business revival are repeated now. 

Resources were average crop yields, stabjj. 
izing prices, easier money terms, lower wage 
rates, stronger bank reserves, fewer business 
failures, small stocks of merchandise, more 
efficient transportation, plentiful raw mate. 
rials and less self-delusion regarding condi- 


tions. These conditions exist now, said Mr. 
Berckes. 
The liabilities were smaller volume of 


business, prices either too high or too low, 
taxes high and uncertain, excessive labor 
costs, wasieful management, too many busj- 
ness failures, reduced foreign business, ex. 
pensive transportation, unsettled tariffs and 
too much government in business. And these 
vonditions exist now, 

That business revived so suddenly, despite 
these, Mr. Berckes said, augurs a similar re. 
vival following the present depression. 

The analysis was prepared by the Ameri- 
can Academy of Political and Social Science, 


LUMBER CLUBS 


Protest Paint Shipments in Fiber 
Containers 

Mempuis, TENN., July 27.—Branding as un- 
fair competition a recent bulletin sent out by 
the National Association of Paint Distributers, 
which called for shipments in fiber or paper 
cartoons as against wooden cases, the executive 
committee of the Lumbermen’s Club of Mem- 
phis, in special session last week, passed a reso- 
lution condemning the bulletin, and urging all 
distributers in the Memphis territory to do all 
they could to restore the wooden cases. 

The matter was called to the attention of the 
executive committee by the trade extension 
committee of which J. W. McClure is chair- 
man, and D. R. Brewster, district manager of 
the National Lumber Manufacturers’ Associa- 
tion, is a member. This committee conducted 
a survey in the Memphis territory and found 
that the dealers in this section were favorable 
to wooden cases. which cause less damage, they 
claim. The resolution was sent to all paint dis- 
tributers in this territory and also to the Na- 
tional association and other lumber organiza- 
tions. 

















Ohio District Club Meets 


PATASKALA, OHIO, July 25.—A meeting of 
the members of the Ohio Association of Retail 
Lumber Dealers of District 12 was held at 
the Colonial Club, here, Tuesday night, with 
Mrs. Jack McWilliams, hostess. Dinner was 
served at seven o'clock and a business session 
followed, with Harold R. Frankenberg, man- 
ager of the R. B. White Lumber Co., Granville, 
president of the organization, in the chair. 
Guest speakers were B. A. Aughinbaugh, Co- 
lumbus, who gave an illustrated lecture on 
‘Beauty Spots in Ohio,” and Findlay M. Tor- 
rence, secretary of the State organization. 


Baltimore Sales Club Elects 


BALTIMORE, Mp., July 27.—The Baltimore 
Lumber Sales Club, which is made up of rep- 
resentatives of large mills in the South, on the 
West Coast and in the interior, and which in- 
cludes in its membership some of the most ener- 
getic of the salesmen, held its annual meeting 
a week or so ago at the Southern Hotel and 
elected J. Harry Kraft president, F. C. Maag 
vice president, and Arthur V. Charshee, secre- 
tary-treasurer. Mr. Kraft is an old lumberman, 
who was for years connected with the now 
defunct J. L. Gilbert & Bro. Lumber Co. and 
who also for a time served as purchasing agent 
for the city. He now represents several mills 
in this territory. Mr. Charshee has been sec- 
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retary since the organization of the club six 
years ago. Every year thereafter he has 
wanted to relinquish the post, but his familiarity 
with the duties and his other special qualifica- 
tions have always exposed him to pressure to 
continue which he could not resist. It was his 
fifth re-election. There was an informal discus- 
sion of conditions in the trade, with a supper 
as the feature of the evening. The club has 
been a means of bringing these mill represen- 
tatives Closely together, and establishing a sort 
of brotherhood, with much benefit to the trade. 





BATH 


THE 
The fashionable dame was addressing her 
maid. ; mes 
“Fifi, | think I'll take a dip in the ocean 


tomorrow morning.” 
“Very well, modom.” 
“So put‘in some bath salts.” 
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Saw Filers Can Get Help 


Fircusurc, MAss., July 27.—Saw filers have 
been invited by R. D. Baldwin, of the Simonds 
Saw & Steel Co., to present their problems to 
“Simonds Guide for Millmen,” at Fitchburg. 
In his letter, Mr. Baldwin says: 

Sometimes you meet with a diffcult condi- 
tion in the care of your saws or filing room 
practice that is hard to straighten out. If 
you could talk it over with other filers you 
might get an idea from their experience that 
would help. 


Also, you may have questions you would 
like answered about saw welding or some 
other filing room topic. You can do any of 


these things through the pages of the “Si- 
monds Guide for Millmen.” Write us about 
them. Your letters so far as possible will 
be printed. Interested filers and millmen 
throughout the United States will read them 
and the chances are good that you will get 
many helpful replies. 


Lumbermen’s Golf —Such Prizes! 


BLOOMINGTON, ILL., July 27.—It’s not the 
prize, most lumbermen golfers will agree, but 
rather what the prize is for, that counts. And 
the members of the McLean County Lumber- 
men’s Club will add another important—very 
important—consideration; they lay great stress 
upon how the prize is to be awarded. So Park 
Enlow, one of the committee in charge, called 
on W. G. Joyce, of Springfield, field service 
director of the Illinois Lumber & Material 
Dealers’ Association, to officiate Wednesday 
night at the dinner which followed the annual 
tournament, in awarding the prizes. The laugh- 
ter and enthusiastic applause of a hundred and 
a dozen lumbermen at the Maplewood Country 
Club tables was its own tribute to the ready 
wit of the master of ceremonies. “Percy 
Krum’s latest party,” as the Bloomington Pan- 
tagraph put it, was a complete success, and of 
course, this city was awarded the 1932 conclave. 

There was loud applause as Paul Lyon, of 
Decatur, was presented the grand trophy, a 
handsome silver cup and a dozen golf balls. 
Then came the minor awards, which always 
cause much amusement with this group. The 
four county champions were introduced: Mert 
Howell, of Douglas County; Henry Velde, of 
Tazewell County; H. Sonnemann of Fayette- 
County; and T. J. Weber, of Logan County. 
The salesmen’s contest was won by R. V. Hoff, 
of Chicago, but awards were given also to 
G. E. Gilchrist, of Lincoln, and Paul Lyon. 

Vic Orris, of Springfield, R. P. Douglass, 
of Clinton, Frank Jones, of Leroy, and Tom 
Sessions, of Norbal, were hailed as the “best 
looking” foursome of the tournament. C. W. 
H. Schuck, of Springfield, who last year was 
honored as the most recently married, this year 
was cited for having the latest “arrival” in 
the lumbermen’s ranks. In the father and son 
competition, Charles and Edgar Hannan, of 
Macomb, had the low gross score, and two Chi- 
cagoans, J. F. Monahan and son Junior, low 
net. ; 

For hitting the largest number of trees en 
route to the second, third and. fifth holes, 
George Dulaney, of Chicago, who hit ten out 
ot a possible eleven, was presented the “cigar 
lighter” and the reverent admiration of Bill 
Joyce, who then claimed for himself the honor 
ot having placed the largest number of balls 
in the shrubbery on No. 3 and No. 5. He also 
announced that he tied Stewart Kelly, of 
Springfield, and George Beoghan, of Peoria, in 
the competition for dropping the largest number 
ot balls in the creek. 

Local talent, Will Evans, was adjudged the 
most handsome man present, and the prize for 
the highest score on the long No. 4 hole went 
to Jack Lewis, of Chicago. A prize was given 
to each sales manager present, which included 
J. F. Monahan, F. P. Daugherty, Jack McGill, 
L. EK. DeCamp, and E. L. Carr, all of Chicago; 
George Reiter, of St. Louis, Mo.; Don L. Neg- 
ley, of Peoria; and E. H. O’Keefe and R. J. 


Wilcoxson, both of Springfield. It was planned 
to honor the man who landed the first putt on 
No. 5, but this achievement was shared jointly 
by F. Anderson, of Allerton; George Dulaney, 
W. C. Bell, and W. L. Huff, of Decatur; E. L. 
Carr, of Chicago; Dick Allen, of Eureka, and 
Percy Krum, of Bloomington. The consolation 
prize, because this was his third consecutive 
tournament, went to Harry Atkin, of Salem. 
Park Enlow and Herman Baumgart, Bloom- 
ington entries, were hailed as the two best 
cashiers in the crowd. 

Technique on the nineteenth hole! It was 
displayed by four husky Decatur valiants, the 
judges decided, although W. C. Bell, W. F. 
Huff, George Dulaney and E. O. Van Gundy 
had keen competition. Acclaim was again be- 
stowed upon Jack Lewis—the second that eve- 
ning—and along with it a handsomely engraved 
ball, when it was revealed that his 150 was the 
highest score for the 18 holes. A prize went 
to E. P. Krum, the host, as the best judge of 
bathing beauties. For his good aim, displayed 
in the ease with which he hit the bridge, J. P. 
Andrews, of Mattoon, was the pleased recipient 
of one of the toastmaster’s old golf balls. Roy 
Miller, of Normal (who, they say, has a healthy 
wager “on the side” on each hole) was named 
the hardest working golfer. Charles Foulke, 
of Macomb, was voted the best sportsman on 
the course; he didn’t even touch a club. F. J. 
Wilcoxson, of Springfield, was given a prize 
for the distinction of never attending a tourna- 
ment without getting a prize. 

The best armchair golfer, by popular vote, 
was F. O. Starr, of Bloomington. Harry 
Bruce, of Riverton, won the directors’ prize; 
J. W. Paddock, of Champaign, the best ex- 
president’s prize; M. K. Fleming, for the small- 
est number of putts for 18 holes—30 putts; and 
W. R. Preston, of Danvers, with a 64 won low 
net for 18 holes. A $40 golf bag, one of the 
special awards, went to Harry. Atkin; J. F. 
Lidle, of Normal, was named the smallest 
player present; Ralph Hunter, of Springfield, 
was voted the best hunter; Don Brown, of Dan- 
ville, was chosen as the best colored player; 
and Frank Holland, of Hillsboro, the best for- 
eign player. Five players claimed honors for 
reaching the eighth hole on the first shot— 
E, L. Carr, of Chicago; Frank Jones, of Leroy; 
E. L. Henninger, of Bloomington; C. R. Gil- 
christ, of Lincoln; and F. J. Wilcoxson, of 
Springfield. 

With E. P. Krum on tthe local committee 
which planned the tourney and evening jollifi- 
cation were Herman Baumgart, Park Enlow, 
Roy Miller, Walter Prenzler, George W. 
Parker, Carl Schwulst, and Fitch Harwood. 
Everybody had a good time, as this group 
usually does, without any long list of fancy 
prizes to make a burdensome expense. As was 
stated a few yards upstream, they get their 
fun out of the manner in which the prizes are 
awarded, and how they’re won. 
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Sugar Pine 
California Soft Pine 
Arizona Soft Pine 
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LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath-—Shiplap 
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Feather River Lumber Co. 
Delleker, Plumas Co., Calif. 


Manufacturers of 

Feather River Canyon 

Soft California 
Pine 

White Fir 


Incense Cedar 





Annual Capacity 60,000,000 Feet. 
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A New Book 


=r esr eer 


HOLT’S RAPID 
ESTIMATOR 


A REAL price-list covering houses be- 
cause of its size, its convenient indexing 
of the great mass of information which 
places at your finger tips and, of great- 
est importance, the ease and simplicity 
of keeping it up-to-date with constantly 
fluctuating prices and changing methods 
of construction. 


Every effort has been exerted to make 
this little book measure up to YOUR 
IDEAL of what is needed, every imag- 
inable precaution has been taken to in- 
sure the highest degree of accuracy in 
copying these tabulations from its par- 
ent book, “Automatic Building Costs,” 
so that these “cost-rates” will be just 
es accurate as those in that book proved 
~ to be in the two years it has been in use 
in every state in the U. S. A. and in 
Canada. 


While this book is only a small part of 
the “ABC System of Estimating,” it con- 
tains the most-used tables and gives 
simple rules for deriving other informa- 
tion contained in the enlarged works so 
that practically any house can be figured 
anytime and anywhere. 


This book will enable you to build up a 
reputation of being the “Building-Costs” 
expert in your community. Bound in 
semt-flexible red leather. 128 pages, 
2%"x5%", vest pocket size. 


$3.00 Postpaid 


AMERICAN LUMBERMAN 
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GRISWOLD-GRIER LUMBER CO. 
Philomath, Oregon 


Carlton Manufacturing Co., Carlton, Ore. 
Pedee Lumber Co. - Pedee, Oregon 


Affiliated Manufacturers in 
DURABLE DOUGLAS FIR 


Everything in Fir 
Sales Offices: 


THE GRISWOLD LUMBER CO. 
Failing Building, Portland, Oregon 











YELLOW FIR 


Flooring Siding Ceiling 
Finish Mouldings 
Thick Clears 
Factory and Industrial Stock 
Fir Plywood 
SPRUCE CEDAR 
WESTERN PINE 
and HEMLOCK 


Sullivan 


Lumber(©. 
PORTLAND, 
OREGON 











Portland, Ore. 


E believe 

that there is 
no other hote! in 
the entire United 
States more hand- 
somely furnishedor 
that offers more to 
the traveler. 
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Bird Houses 
Boys Can Build 


Providing homes for birds adds interest to the 
homes of people, helps to reduce the insect popu- 
lation, gives pleasant recreation for boys, teaches 
them skill with tools in the working of wood 
and performs a valuable social and economic 
community service. All this is promoted by the 
use of the book, “Bird Houses Boys Can Build,” 
which contains plans and instructions for build- 
ing scores of varieties of bird houses. Bound in 
heavy paper, 60 pages. Price delivered, 65 cents. 


American Lumberman, 431 So. Dearborn St., Chicago 
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Virginia Summer Convention 


NorFoLk, VaA., July 27.—The fifth vacation 
convention of the Virginia Lumber & Building 
Supply Dealers’ Association was held at the 
Hotel Nansemond, Ocean View, a seashore 
suburb of Norfolk, on July 24 and 25. 

The morning meeting of July 24 was called 
to order by President A. T. M. Rust, of Chris- 
tiansburg, Va., with Secretary M. Harris 
Mitchell present. President Rust stated these 
summer meetings were thoroughly enjoyed by 
him and thought they tended to bring the build- 
ing supply men closer together. J. A. Hagan, 
of Norfolk, Va., welcomed the members to Nor- 
folk and urged whole-hearted support to the 
association for he stated only through co-opera- 
tion, courtesy and service could the members 
carry on their business profitably. W. Creed 
Davis, of the Sitterding-Carneal-Davis Co., 
Richmond, Va., responded to the welcome and 
in the course of his remarks complimented 
highly the good work being done by Secretary 
Mitchell.- 


President Rust then outlined the activities 
of the association and the good work it had 
accomplished, and urged members to advertise 
more when business was quiet, for if advertis- 
ing is of any value, then is the time when 
people should be urged to build. Prices of 
building materials are low at this time and 
everything should be done to influence people 
to take advantage of the low market for it is 
doubtful if they will be able to put up homes 
as economically in months to come. Mr. Rust 
stated that his firm was doing more advertising 
and was getting some results from this. The 
matts furnished by the National association 
were being used and the advertising material in 
these was highly complimented by the speaker. 

W. W. Coffey, president of the Kinnier Co. 
(Inc.), Lynchburg, Va., spoke on “The Sales 
Tax.” Before touching on the subject assigned 
him, he mentioned the fact that freight rates on 
lumber and building materials were likely to be 
increased, but that coal would be exempted from 
this increase because it already bears more 
than its just burden. He urged close co-opera- 
tion of all the members in considering and 
handling these subjects and believed it would 
be hard to keep the railroads from getting the 
increase although he pointed out that during 
these depressed times business houses had cut 
their overhead and operating expenses to the 
bone and that the railroads and the State and 
Federal governments should do the same before 
asking for an increase in rates or in taxes. He 
stated that the principle of the sales tax was 
wrong and that taxes should be based on in- 
come. He urged the members to consider the 
subject carefully and be prepared to fight the 
tax should it be brought before the Virginia 
legislature. Three States now have the sales 
tax and the Federal Government may even try 
a hand at it for it is hard put for more sources 
of revenue. The one point stressed strongly 
was that the Government and railroads should 
follow the example of business houses generally 
before placing further burdens on the people. 

W. A. Barksdale, of the Charlottesville Lum- 
ber Co., Charlottsville, Va., who is a past presi- 
dent and now a director of the National Retail 
Dealers’ Association board, reviewed the many 
activities of the National in helping the indi- 
vidual dealer in combating mail order house 
competition, figuring up house bills etc. A plan 
of financing was now being worked out to aid 
the prospective homebuilder by taking a second 
mortgage for the difference between what the 
banker or building association require the 
owner to have in a prospective home, and what 
he really is able to pay as a first payment after 
buying a lot. Mr. Barksdale was very enthusi- 
astic regarding the activities of the National 
association and urged the formation of a na- 
tional association of retail lumber dealers and 
building supply men. 


Mr. W. F. Gibson, of Gibson & Days 
Wytheville, Va., read his address on “Merchap- 
dising in the Small Market.” 

Mr. Gibson told of his experiences in operat- 
ing a small yard in a two-yard county seat 
town, getting 30 percent of his business from 
the 3,000 inhabitants of the town and the other 
70 percent from the surrounding farming terrj- 
tory. His company has advertised to its patrons 
that “You don’t have to wait” and _ practices 
what it preaches through speedy truck service, 

The speaker got his experience in a large 
yard, being of an all-round kind that stood him 
well in his own yard, covering sales, credits, 
buying, millwork manufacturing and yard man- 
agement. Two men are needed in a small yard, 
each sufficiently acquainted with various details 
of the conduct of business to permit the other 
to get away occasionally. “Small market mer- 
chandising must be carried on,” Mr. Gibson 
said, “with an overhead not higher in propor- 
tion to the volume than the overhead of its 
competitors in the big markets. Expenses of 
every kind must be kept in proportion and the 
only solution is high grade men that can roll 
several jobs in one and like it.” 

He told of operating a small millwork plant 
and turning orders out as quickly as the larger 
organizations. Most of the sales are made to 
“brush fence carpenters and folks who have 
only a hazy idea of what they want to build and 
no idea of comparative values.” 

The small market lumberman must drive for 
homes in his community; should be the guide 
and advisor in building matters, he said. “We 
can not spend our time in a more profitable 
way than in making a survey of the field. 
Folks like to buy from friends they know and 
in whom they have confidence.” 

Various other matters were then discussed 
and the meeting adjourned at 1 o'clock. 

There was no meeting in the afternoon, ex- 
cept a short session. of the board of directors 
to handle some matters of the association re- 
quiring their attention. The banquet was held 
at 7 o'clock in the evening and besides the fine 
repast, there were other forms of entertainment 
and a humorous talk by Dr. P. Rowland Wag- 
ner, D. D., of Norfolk, Va. 

The session Saturday morning was for mem- 
bers only. F. W. Cling, chairman, trade rela- 
tions committee, presided. The subject of trade 
ethics was gone into thoroughly but nothing 
was given out for publication. Reports from 
various committees were also received, care- 
fully analyzed and freely discussed. 


Lumberman's Candidacy for 
Governor Endorsed 


WasuHIncrTon, D. C., July 27.—In its current 
issue, The Woman Voter, published in this city, 
gives a strong endorsement to the candidacy of 
Owen M. Bruner, prohibition candidate for 
governor of New Jersey. Of Mr. Bruner, who 
is a well known lumberman, The Woman Voter 
Says: 

The Democrats and Republicans in New 
Jersey both have outstanding Wet candidates 
running in the next election for governor in 
that State. 

Owen M. Bruner is running on a dry plat- 
form, is an outstanding dry and The Woman 
Voter is glad to endorse him for governor, and 
hopes the law abiding citizens of New Jersey 
will get back of him and elect him to that 
high office. 

Mr. Bruner is a lumberman and well known 
business man of New Jersey and if elected 
would give the State a fine business adminis- 
tration. He has been a Prohibitionist by prac- 
tice all his life, and the Prohibition party is 
to be congratulated upon placing in nomina- 
tion one who so well represents what it has 
stood for these many years. 
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A Good Old Bus 


The new car gets the tender care, 
The old car gets the rain, 

The new car glistens ev’ rywhere, 
We let the mud remain 

Upon the car 

That took us far, 
That always brought us through, 

And some may say 

It’s not the way 
We really ought to do. 


But when our fender’s red with rust, 
An auto or a man, 

And when we’re covered with the dust 
From all the roads we ran, 

We never mind; 

Old men are kind, 
And, better yet, content; 

We made our climb, 

We had our time, 
And now our time is spent. 


We've known too many rains for one 
To mind another shower, 

Now let the new car race and run 
And talk about its power. 

A canopy 

Of sky and tree 
Is good enough for us: 

We know some day 

Someone will say, 
“There was a good old bus.” 


We See b' the Papers 


Chicago owes a lot to its school teachers. 


Billions for offense, but not one cent for war- 
debts. 


This is what comes from buying wars on 
margin. 

Jimmy Walker’s wisecracking seems to be 
cracking. 

In a crowded streetcar, it isn’t the heat, it’s 
the humanity. 

America’s problem now is how to live within 
its income tax. 

It doesn’t seem to have occurred to Europe 
to hock the gun. 

_A lot of stockholders are still hanging on, 
just like Stribling. 

What Stribling should have done was to ask 
for a moratorium. 

_ The only moratorium we ever get is the ad- 
journment of Congress. 

A woman now has all the rights a man has 
—that is, all he had left. 

New York City had 421 murders last year, 
without an execution. Murderers will out. 

Nobody seems to have observed the 100 
percent cut in wages that capital has had to 
take. 

The iandlady at Leavenworth is certainly 
taking a long time to get Al Capone’s room 
ready. 

_Light wines and beer would end the depres- 
sion. If you doubt it, look at Germany. 

Light wines and beer might not help us to 
end the depression, but it might help us to 
forget it. 

If this keeps up, we shall soon have to have 
some stars over the Atlantic that turn red and 
green at intervals. 

Europe is a good deal like the fellow who 


can't pay his grocery bill because of the upkeep 
of his car. 


It is a good thing that the next presidential 
election isn’t until 1932. Nobody would want 
the job now. 


One of the best hot weather don’ts is not to 
call attention to the hot weather by publishing 
don’ts for it. 


Another fellow we find it hard to be sorry 
for is the politician who got himself on the 
Chicago payroll. 

You have got to say this for the Scotch: in 
the present depression they have kept right on 
spending as usual. 

Modesty forbids us to say what Gov. Pin- 
chot’s favorite poem is, but we can assure you 
that it isn’t “The Charge of the Light Brigade.” 


Gov. Emmerson, of Illinois, vetoed 10 percent 
of the bills passed by the Illinois legislature. 
Too bad Illinois didn’t have nine more gov- 
ernors. 


Prosperity Begins at Home 


If charity begins at home, as some incline to 
say, 

Prosperity 
way. 

If charity at home begins, a statement that is 
true, 

Prosperity that really wins the same will have 
to do. 

This sitting down and waiting for the Govern- 
ment to move, 

This getting sad and getting sore because things 
don’t improve, 

Will never get us anywhere, because they never 
can, 

However much we sob or swear and blame 
some other man. 


will never roam down anybody’s 


Not buying will not get us through, nor greatly 
help the rest, 

Not trying something else to do will ever meet 
the test, 

Not shutting down when in the red, not closing 
up the shop, 

Not cutting down the overhead until we have 


to stop, 

Not advertising we are done by cutting out 
our ad, 

And not advising ev’ryone the times are mighty 
bad, 


Not hating with a gloomy heart, not speaking 
with a frown, 

Not waiting for the boom to start, start in some 
other town. 


But selling ev’rything we can to anyone inclined, 

And telling ev’ry other man the bargains he 
will find, 

And linking up a smiling front with smiling 
service, too, 

And thinking up some special stunt, some simple 
thing to do, 

Yes, taking business, not the count, the busi- 
ness great or small, 

The making of the large amount, or anything 
at all, 

Yes, holding up until the dawn that now we 
seem to miss, 

Not folding up but hanging on will get us out 
of this. 


Only $591 that Meant $1,000,000 


Net earnings of General Motors during the 
first quarier of the year were $28,999,409. And 
probably some fellow who fell down $591 
thought at the time that it didn’t matter. 

Sure, you may be doing more than some of 
the other fellows; no one yet has been able to 
figure out a way by which all the telephone 
poles will bear an exactly equal load. 

As long as you are doing more than your 
part, why worry about the fellow who is doing 
less than his? 

At least you don’t want to be $591 short of 
your best. 


49 


CI PACIFIC COAST Co 
~~ 


Pacific 
NOUGLAS Fir\ “emtock 


CW 


Douglas Fir 
Exploitation . 
& Export Co. 





EXPORT SHIPPERS— 
CARGO and PARCEL 
SHIPMENTS TO ALL 
FOREIGN MARKETS 

















HEAD OFFICE: 
1125 Henry Building, 
SEATTLE, WASH. 


BRANCHES: 
SAN FRANCISCO, CALIF, 
PORTLAND, ORE. 


CABLE ADDRESS, all offices, FIREXCO 
Cc. 1. F. OFFERS 


on Request 
\ y, 











K. D.Window and Door Frames 
We Can Also Frame parts 
cone) Doors House Doors 
Cut Door Stock 
Furnish Plywood or Veneer Panels. 
Straight cars or mixed with 
yard stock. 
John D. Collins Lumber Co. 


Porch Columns 
Porch Newels Porch Rails 
White Bidg., SEATTLE, WASH. 


Balusters and Baluster Stock. 











Lumbermen Enjoy 
Reading “TOTE-ROAD 
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I scrranap ] and TRAIL 
AS MALLOCH 
a AN By DOUGL 
2 D TRAIL me 
- is “T ote-road and Trail, 
is the most important and 
entertaining that has 
, come from his pen. It 
represents the ripe gen- 
ius of nearly forty years’ 
association, as boy and 
man, with the lumber 
business. , 
DOUGLAS MALLUCH No book of verse will 
afford a lumberman or 
: logger greater joy, or 
ne ec serve as a more welcome 
gilt top. gift to his friend. 
Illustrations in 
full color, from oil AMERIC AN 
paintings by 
Oliver Kemp. LUMBERMAN 
Postpaid, 431 South Dearborn Sv. 
2 $1.50 CHICAGO, ILL. 
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MIXED CARS 
Order JustWhat 
You Need In :- 


YARD AND 
SHED STOCK 


Including 
Bevel Siding, 
Mou idinigss, Lath, 

Shingles 


WHITE RIVER. 
LUMBER CoO., 


ENUMCLAW , VWYASH. | 























A Real Sales Help For Lumbermen 
Try It For 60 Days FREE—No Obligation 


Hundreds of new 











buyers 
are listed in each new edi- 








tion of the Red Book and 

many others are announced 

“Sa by us TWICE a week as 

“a they start in 

ser warwy pines He 
CHANGE SHEET wr ann 
CLANCYS RED BOOR SERVICE ings and reports 


are recognized by 
lumbermen as the 
reliable 
Ask for Pamph- 
let No. 49-S and 
rates, also the 
details of the 60 
day FREE Trial 
offer. 

Our Collection 
Department has 
had many years 
of experience collecting lum- 
bermen’s accounts and will 
be glad to assist you. 


LUMBERMEN’S CREDIT ASSOCIATION 


Executive Offices, 608 South Dearborn St., Chicago, 111 





East. Headquarters, 35 S. William St., New York City 
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Fix Your Credit Loss | 
in Advance | 


You can state pretty 
item in 
-your 


| 
accurately every 
your over-head expense but one 
credit loss That you can only 
guess at. And how often you miss the 
mark, you, only, know! Because of pres- 
ent conditions, your credit loss is more 
of a problem than ever. 

If the year’s total covered credit losses 


exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess 
Thus your credit loss for twelve 
months is determined in advance and 
nothing can increase it. | 
The cost of Credit Insurance is small 


compared to the afforded. 


Over $9,500,000 paid to our policyholders 
The American Credit-Indemnity Co. | 


OF NEW YORK 


220 So. State St. 537 Mer. Exch. Bldg, 
Chicago, Ill. San Francisco, Cal. 


security 


511 Locust St. 
St. Louis, Mo. 








:- 




















GILBERT NELSON & CO. 


Public Accountants 
Il SOUTH LASALLE STREET 


CHICAGO 


TELEPHONE RANDOLPH 2220 

















. oe Established1847 
Richard Shipping Corp. ; 
44 Beaver Street. NEW YORK ders, Customs 
rokers. e 
Ocean Freight Brokers oicargo and at- 
tend to co! 
and Contractors of invoices. 


Special department handling export lumber shipments 
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State of Hardwood Trade 


Industries Must Buy Soon 


Burrato, N. Y., July 28.—The hardwood 
trade is quiet, but dealers report that better 
business is indicated for this fall. Some of 


the automobile concerns are planning to buy an 
increased amount of lumber soons if they have 
not already done so. In certain cases quite an 
amount of stock will be contracted for in expec- 
tation of increased output of cars this fall. In 
the near future the hardwood trade is expected 
to be handicapped by the vacation period. 

T. J. Wilson, president Wilson Box & Lum- 
ber Co., has been elected permanent chairman 
of the Community Chest of the Tonawandas. 
The vice presidents include L. S. DeGraff and 
H. Morton Jones. 

L. W. Carpenter, member 
Carpenter Lumber Co., is visiting the 
Fred W. Taylor, representative of 
pines here, this week. 

Armand Andrle, of the C. W. Bodge sales 
force, left last week for two weeks’ stay at the 
military training camp at Plattsburg, N. Y. 

R. E. Grove, salesman for Palburn (Inc.), 
is on a two weeks’ vacation at Algonquin Park, 
Ont. 

Visitors to the lumber offices last week in- 
cluded: Robert S. Osgood, sales manager 
Washington Veneer Co., Olympia, Wash., and 
H. L. Martin, Prendergast Lumber Co., 
Marion, Ohio. 

R. E. Fairchild, treasurer of Mixer & Co., 
is one of the players in the International Lawn 
Sowling tournament here this week. 


Many Mills Have Closed 


MEMPHIS, TENN., July 27.—Further reduc- 
tion of hardwood output to 28 percent of normal 
has been noted during the last week, while 
there has been but little change in demand and 
shipments for several weeks. A survey being 
made by the Hardwood Manufacturers Insti- 
tute indicates that 58 percent of the mills 
throughout hardwood producing territory are 
now closed down, with no plan for opening up 
again for many months. There are other mills 
that are only operating part time, and others 
that will go down within a few weeks. Con- 
siderable rain has fallen throughout the south- 
ern producing territory during the last week or 
ten days, and logging is impossible in some 
places. This is not having much effect on pro- 
duction, as most mills are closing down as their 
log supply is used up. 

Automobile and flooring manufacturers are 
the principal buyers, but are placing few large 
orders. There continues a small demand from 
manufacturers of interior trim and sash and 
doors, while retail lumbermen are occasionally 
in the market. The box and crate manufac- 
turers are taking some low grades, but pur- 
chases are exceptionally small. Foreign buyers 
are not taking as much hardwood as in previous 
months, yet prices offered are much better. 
Some exporters report selling at advances of 
as much as $4, which is $2 more than the in- 
crease in freight rates. Some of these orders 
are for delivery throughout the fall. 

Hardwood producers, through the Southern 
Hardwood Traffic Association, will appear be- 
fore the Interstate Commerce Commission in 
Washington, D. C., probably on Aug. 20, for 
the purpose of putting in testimony as to why 
the present inland freight rates on lumber and 
lumber articles should not be changed, according 
to the announcement today of J. H. Townshend, 
secretary-manager. Mr. Townshend, F. T. 
Dooley, president, and C. A. New, assistant sec- 
retary-manager, with a committee and J. V. 
Norman, general counsel, will put in the neces- 
sary testimony. 


For Current Market Prices 


of the Shevlin- 
office of 


Shevlin 


Members of the Lumbermen’s Club of Mem- 
phis, and their guests, will gather on Saturday, 
Aug. 1, on the grounds of the Silver Slipper, 
Memphis closed nite club, for their annual bar- 
becue. The affair will start at noon and last 
until closing. Erskine Williams, chairman of 
the entertainment committee, has charge of all 
arrangements. 


West Virginia Mills Curtail 


Erxins, W. Va., July 27.—General dullness 
continues in the market for West Virginia 
hardwoods. Prices are kept on a low level, 


Operations are curtailed, owing to the fact that 
there is a large accumulation of lumber in the 
yards of the various companies of the State 
which ordinarily operate on a large scale, 
There is an outlet, however, for locust posts, 
owing to the extensive road building program 
under way in the State, and a fairly large busi- 
ness in mine posts is being done. 


Poles are 
being produced rather extensively, 


but the tie 


business is extremely dull. 
The Kendrick Lumber Co. has _ resumed 
operations in Burkes Garden, near Bluefield. 


The plant is now engaged in cutting one of 
the few remaining tracts of virgin timber in 
Tazewell County, Va., on the Lawson estate. 


Building Items More Active 


CINCINNATI, OHIO, July 27.—While hard- 
wood trade in the Cincinnati district is the least 
in volume of recent months, wholesalers say 
the undertone shows improvement. There is an 
encouraging volume of inquiry, which whole- 
salers think will mean better business in the 
early fall, when some pick-up in general busi- 
ness is expected. Some improvement in hard- 
wood flooring sales is reported, and planing 
mills say that seasonal improvement is being 
shown in their line, also. Some inquiry is 
being made for mixed carlots for furniture, 
and oak, gum, chestnut and poplar are moving 
in small lots. Prices are at rock bottom, and 
show no signs of betterment. 

A meeting of the Hoo-Hoo Club will be held 
Aug. 4 to discuss plans for the big outing and 
concatenation at Bass Island near Newtown, 
Ohio, Aug. 29. Arrangements are in charge of 
Ross C. Kuhlman, Vicegerent Snark of Cin- 
cinnati district. Many out-of-town lumbermen 
are expected to be present. 

Ross W. Sloniker, president Mowbray & 
Robinson Co., is in the Savannah district this 
week on a business trip. 


Ask More for Good Oak 


LovIsviL_e, Ky., July 28.—In the hardwood 
business July has been as a very dull month. 
Last week was very quiet. A number of sellers, 
however, say that export demand is _ better. 
There has been very heavy curtailment in pro- 
duction. 

Offerings of good grades of oak are lighter, 
while prices are really firmer, some producers 
today refusing $1.50 more than they were will- 
ing to sell oak for thirty days ago. After going 
over their tally sheets, various producers and 
jobbers have commented on the better position 
of oak lumber, especially red oak, which with 
some houses is getting scarcer. Export de- 
mand for good oak has improved, with offers 
somewhat more satisfactory. 

Demand is running largely to sap and quar- 
tered sap gum, just a little plain red gum, red 
oak in FAS and No. 1, and there has been 
some inquiry for fancy grades of FAS white 
oak in up to 8/4 for planing mill use. Poplar 
in all grades has been quiet, but there is said 
to be indication that sap better, 4/ to 8/4, may 
pick up before long. 


on Hardwoods See Pages 59 and 60 
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Automobile woods are dull all along the line, 
except possibly wormy oak, which is fairly well 
Radio demand for veneers and 
plywoods, while spotted, is better. Furniture 
demand has also improved. There has been 
come scattered planing mill business, largely in 
mixed cars. Box plant business is fair. De- 
mand for flooring oak has been easing off. 

Prices of inch stock are about as they have 
been f. o. b. Louisville: Poplar, FAS, southern, 
$70; Appalachian, $80; saps and selects, south- 
ern, $45; Appalachian, $50@52; No. 1 southern, 
$29(033 ; Appalachian, $42; No. 2-A, southern, 
393(@27;; Appalachian, $30@32; No. 2-B, $19@ 
91. Walnut, FAS, $195@205; selects, $135; 
No. 1, $65; No. 2, $30. Sap gum, FAS, $35@ 
37: common, $23@25; quartered, FAS, $48@ 
50: common, $32@34. Red gum, plain, FAS, 
common, $37. Ash, FAS, $65; com- 

Cottonwood, FAS, $3437; com- 

Southern plain red oak, FAS, $55; 
Common, $36; plain, white, southern, FAS, 
$7075; common, $38; Appalachian plain red 
oak, FAS, $65; common, $42; Appalachian 
plain white oak, FAS, $80; common, $45; Ap- 
palachian quartered white, FAS, $125; com- 
mon, $65@70; southern quartered white oak, 
FAS, $110; common, $62(@65; southern quar- 
tered red oak, FAS, $85; common, $52.50; 
sound wormy oak, $25@26. 


Sellers Think Advance Likely 


3oston, Mass., July 28.—Late advices from 
some hardwood mills, particularly in the South, 
speak of a slight improvement in demand and 
indicate more confidence about prices. Local 
wholesalers do not yet detect any pleasing 
change in business, and are not looking for 
much if any expansion in buying by Northeast 
consumers during the vacation season. Effort 
is not relaxed, however, and sellers are urging 
that the output of hardwood mills is unlikely 
to exceed 25 percent of normal during July, 
August and September, hence that with such 
a drastic cut in production present opportuni- 
ties to pick up bargains will soon pass away. 
There is some inquiry from foreign buyers, but 
as they seem to think they should be able to 
get American hardwoods at the same figures 
quoted before the advance of ocean freight rates 
July 1, actual business is small. Concessions 
are frequently offered. Flooring is still moving 
slowly, but some items look rather stronger. 
Flooring quotations: Plain white oak, clear, 
$69.50@73.50; select, $50@52.50; No. 1 com- 
mon, $34@37; maple, clear, $61.50@62.50; 
birch, clear, $55(@60. There has been business 
within a few days in one make of clear Cana- 
dian birch flooring at $70, quoted a few months 
ago at $85. 


cleaned up. 


$72(a a; 
mon, $37. 
mon, $26. 





Hymeneal 

GREEN-WILLIAMS, A marriage of inter- 
est to southern lumberdom was celebrated 
on Sunday, July 5, when Miss Margaret Wil- 
liams, daughter of Mr. and Mrs. Joe L. Wil- 
liams, of Laurel, Miss., became the bride of 
William Mercer Green, eldest son of Bishop 
and Mrs. William Mercer Green, of Meridian, 
Miss. The ceremony occurred in New Orleans, 
and the young couple will make their home 
In that city. Joe Williams, father of the 
bride, is secretary of the Eastman-Gardiner 
Hardwood Co., of Laurel, and she has been 


employed in the office of that company for 
some time. 


Notable Lumberman Heads 
New Association 


(Continued from front page) 

been one of achievement. Following the gen- 
eral policy of the Shevlin organization, he has 
been very active in all movements for the bet- 
terment of the California pine industry, and 
has taken a deep interest in the affairs of the 
California White & Sugar Pine Manufacturers’ 
Association. 

On Jan. 10, 1930, Mr. Lakin was elected 
president of the California White & Sugar Pine 
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VINE LUMBER 
SPECIALISTS 


WE FURN/SH CANADIAN & NORTHERN 
WHITE PINE/OAHO WHITE PINE, CAL.SUGAR PINE, 
CAL. PINE, PON DOSA PINE, LONG ANDO SHORT LEAF 

YELLOW PINE ALS WHITE SPRUCE (Graded 
on WhitePine Rules) DOVGLAS F/R AND 
WESTERN HE/ILOCK (Via Ra//orWorer) 
AND OTHER LUIIBER ITE/TS. 








BRADLEY-MILLER combinations of mixed cars of Ca- 
nadian and Northern White Pine and Western Pine to- 
gether with Bradley-Miller Michigan White Pine frames 
is a desirable feature for you to consider and take ad- 









tion. 


__| 





vantage of. Your investment is low, your service to the 
customer prompt and your turn-over increased. 


Use Bradley-Miller service. Write 
or wire today for further informa- 
We are fastest shippers of 
these combinations. 
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q BRADLEY. MILLER& Co. 
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BAY CITY MICH. 
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Manufacturers’ Association, and with notable 
success served in that capacity for that year. 
On the day of his election as president of the 
California White & Sugar Pine Manufactur- 
ers’ Association it was said of Mr. Lakin that 
he characteristically accepted his responsibilities 
and went to work immediately then and there, 
delivering with a force and directness that ob- 
viously impressed his audience an address which 
dealt with the immediate problems of the as- 
sociation. 

Obviously, in his new capacity, he has in 
prospect what might be termed a “man-sized” 
job, but few there are indeed among pine lum- 
bermen of the West, who are pessimistic enough 
to believe that he will not be able to accom- 
plish the task set before him. In the task of 
directing the affairs of this new giant in the 
field of co-operative effort he has the good 
wishes not alone of his associates in that im- 
mediate field, but of the entire lumber industry 
of the United States. 


Display the Completed Article 


(Continued from Page 42) 


hoping to complete a program that eventually 
will make it unnecessary for us to cater to con- 
tractors’ competitive business.” 

Mr. Besecker said that the company uses 
newspaper advertising to a limited degree, con- 
centrating its printed promotion activities prin- 
cipally on direct-by-mail campaigns, for which 
purpose a very carefully selected list of names 
is maintained, and kept always ready for use 
through uptodate addressograph equipment. 

The effectiveness of the company’s policies 
is demonstrated by the fact that business for 
June established an all-time high sales total, 
almost all of which was created business, and 
therefore not competitive, according to state- 
ment of Mr. Besecker, who added: “As a mat- 
ter of fact, we are very lukewarm in our atti- 
tude towards figuring or competing on-jobs that 
are being shopped around for prices.” 
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VERDICT 
EXPERTS 


"The best machine on the market for an all 
‘round window frame machine." "We would 
not be without it." ‘Wonderful time and 
labor saver.'' "We could not operate without 
it.” "It is easy and economical to operate." 


IMPROVED PHILLIPS 
WINDOW FRAME 
MACHINE 


This machine which is unanimously endorsed 
by users everywhere is really three machines 
pocket cutter and 
. It enables you to make more win- 
in less time at lower cost and so 
increases your profits. 


in one—pulley mortiser, 
saw table 
dow frames 














‘HorTEL RADISSON 


MINNEAPOLIS, MINN. 


In the center of 
the commercial 
district. 


You wil! appre- 
ciate its courte- 
ous service and 
thoughtful at- 
tention. 


ee? 


The Home 
of the 
Lumbermen 


Rate $2.00 up. Four Beautiful Cafes 























DAVENPORT 
HOTEL 


Spokane, 
Washington 


Complete hotel and 
dining service. In- t« ' 
formal. 600 , 
rooms, outside. 
Fireproof. 
Rates and 
prices are most 


moderate. 


Rendezvous of 
Lumbermen of 
the Northwest. 





LOUIS M. DAVENPORT, President 
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News Notes from Amer 


Seattle, Wash. 


July 25.—-A survey this week reveals con- 
siderable strength in the intercoastal mar- 
ket, especially when the Atlantic consuming 
territory is compared with others. Inter- 
coastal prices are stable, and in the last 
thirty days a trend toward firmness has been 
noticeable. With August and September 
space gone, September at $10.50, it is be- 
lieved here that an $11 rate will be in effect 
for October. After this month, about 25 per- 
cent more tonnage will be available, so rates 
may be kept from going up further. The 
volume of lumber moving to the east coast 
is about the same as recently. Wholesalers 
report a very light volume of business. 

One large logging operator declared he did 
not know of a recent sale. The tendency 
seems to be to hold logs until the price gets 
better. In the meantime, inventories of logs 
already in the water are expected to be con- 
siderably reduced in July and August. 

Shingle production in Washington and Ore- 
gon is about 28 percent of normal capacity; 
in British Columbia the figure is 32 percent. 
Production of cedar siding mills is about 37 
percent. 

Homer W. Bunker, president Coos Bay 
Lumber Co., San Francisco, spent several 
days in Seattle on business last week. 

John Olinger, retired lumberman, of Wi- 
chita, Kan., was a Seattle visitor last week. 
He will visit California, Canada and Alaska. 

George Fullerton, of the Fullerton Lumber 
Co., Minneapolis, a retail line-yard concern, 
was in Seattle during the week. Mr. Fuller- 
ton has lived in Pasadena for the last ten 
years. 

George O. Gray, secretary-manager Retail 
Lumbermen’s Credit Association, has re- 
signed. For the present, no successor will 
be appointed. 


Tacoma, Wash. 


July 25.—The Tacoma Lumbermen’s Club 
at its regular weekly meeting yesterday 
adopted a resolution requesting the Tacoma 
city board of contracts and awards to prepare 
an outline of the proceedings by which the 
board finally makes a selection of the type of 
water pipe to be used for extensive replace- 
ments of the city Green River gravity line. 
The club is on record as favoring wood pipe, 
but the city officials, after two meetings, yes- 
terday again delayed making a selection, and 
postponed until next week action on the mat- 
ter to allow time to collect additional data on 
the present methods of treating wood water 
pipe staving. It was the consensus of the 
club members that the city can be saved a 
considerable sum at this time when saving of 
tax money is urgently demanded, by installing 
the wood pipe which has a good record of 
service in this State. The club in asking that 
the city prepare a record of proceedings, let 
it be known that the matter would be brought 
to attention of the Pierce County Taxation 
League. According to figures of the city offi- 
cials, the treated wood pipe can be purchased 
for about $83,000, against about $95,000 for 
steel, and $106,000 for concrete pipe. 

The club made final plans for the annual 
Pacific Northwest lumbermen’s golf tourna- 
ment to be held at the Tacoma Golf & Country 
Club here next Friday, when a large attend- 
ance is expected. The trophies are always 
eagerly contested for, and interest, judging 
from letters received from lumbermen all 
over the Pacific Northwest, is as keen this 
year as it ever has been. The day will be 
given over entirely to fun. As this tourna- 
ment falls on the regular meeting day for 
the lumbermen’s club, no meeting will be 
held next week. 

Coming on the heels of an announcement 
yesterday by Harold Shute, Tacoma harbor 
statistician, that cargo shipments of lumber 
for June from Tacoma reached 56,000,000 
feet, an increase of 7,000,000 feet over the 
quantity shipped in January, the next larg- 
est month this year, is his announcement 
that the last week of July probably will 
establish a record for any week this year 
in lumber loaded on carriers here. About 


20,000,000 feet will be taken that week, he 
said. Lumber mills are still running on a 
greatly curtailed basis and manufacturers 
are inclined to take the attitude that these 
figures indicate rather a transient gain in the 
movement of lumber, and that they do not 
indicate a general betterment in market con- 
ditions. 

Some concern is felt in lumber circles here 
over announcement that an Australian tariff 
on American lumber is imminent. It would 
favor Canadian lumber to the extent of 20 
shillings a thousand feet on hemlock and 
cedar as against United States lumber. This 
would be prohibitive for the latter, it is de- 
clared, and a protest is being considered. 


Spokane, Wash. 


July 25.—Spokane lumbermen will await 
with interest the return of those officials 
who are attending a conference at Klamath 
Falls, Ore., on Wednesday and Thursday rela- 
tive to the lumber industry. With some items 
selling at a price below cost of production, 
the market situation is serious enough to call 
for the closest scrutiny. Many mills are closed 
down entirely, and most of those operating 
are on a short week. In spite of this cur- 
tailment, many firms have good stocks on 
hand, but these will undoubtedly decrease 
during the latter part of the year. F. 
Weyerhaeuser and I. N. Tate, manager 
Weyerhaeuser Sales Corporation, attended 
the conference then left for San Francisco 
on business and will return here next week. 

Because the fire hazard is so great, nearly 
5,500,000 acres of national forest in Montana 
and northern Idaho is closed to entrance and 
travel, except under written permit. 

At today’s noon meeting of Hoo-Hoo, O. K. 
Moody, of the Old National Bank, gave a 
very interesting and appreciated talk on in- 
ternational banking and finance. This was 
a very enthusiastic meeting, with attendance 
fully back to normal. The Robinson sisters 
furnished the music. A spirit of optimism 
was prevalent. 

The Biles-Coleman Lumber mill at Omak, 
Wash., began operating July 14 after a shut- 
down of several weeks, the improved power 
plant performing perfectly. The company 
generates its own electricity. It is thought 
the improvements will make it possible to 
shut down one unit. 

Ray H. Felt, of the E. T. Chapin Pole Co., 
of Salt Lake City, Utah, was a visitor in 
Spokane this week. . 

The Keystone Frame & Manufacturing Co., 
of Spokane, reports, through A. C. Moss, that 
for the last three weeks it has been running 
two 8-hour shifts. 


Vancouver, B. C. 


July 25—For the first time in many years, 
the logging industry in the southern coastal 
region of British Columbia is almost entirely 
suspended. There is a complete shutdown of 
logging operations which are conducted for 
the open market and, while two or three 
camps are still running to produce logs for 
their own mills, it is expected that open- 
market logging will not be resumed before 
Sept. 1. Indications are that September pro- 
duction will not exceed 25 percent of normal. 
Fir log prices continue to decline in sympa- 
thy with those on the Puget Sound market, 
the ruling price for standard logs being 
$6,50, $11.50 and $16.50. There is no change 
in the cedar log situation; shingle mills are 
running from 40 to 50 percent of capacity 
and only one siding mill is operating. Cedar 
log prices range from $8 a thousand for 
shingle logs to $18 for lumber cedar. The 
hemlock market is also sluggish; very few 
sales are being made and $9 a thousand, 
constitutes the top price. 

The recently concluded Canadian-Aus- 
tralian Treaty promises to be very beneficial 
to the British Columbia lumber industry when 
Australian buying is resumed in its normal 
volume. That Canadians are willing to carry 
out their part of this treaty was indicated by 
the enthusiastic reception accorded a recent 
shipload of Australian oranges. The logging 
industry and the lumber industry have gone 
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KILN IN OPERATION AND 
BENEFIT 








Pick up a piece of dry lumber 


Weigh it, test it, whittle it 


Learn its soft texture, its 
even moisture content, 
its balance; 


The result of controlled, 
balanced processing. 
National Kilns have ample heat, 


humidity, circulation and ventilation, 
under absolute control. 


Sturdy equipment, low investment, 
economical in every way. 
The National Dry Kiln Co. 


437 West Georgia Street 
Indianapolis Indiana 


Eastern Representative: 


C. A. FIELDS, Eagle Mills, Troy, N. Y. 























Wire Rope for 





Logging 


X By whatever method logging is 
/} done, the best means is HERCU- 
LES (Red-Strand) Wire Rope. It 
has been successfully used for such 
work ever since logging has been 
done with mechanical equipment. 














Established 1857 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York, Chicago 
Denver 


San Francisco 
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“The Heart Content’’ 


Have you delayed giving your wife this new book 
by ‘‘the lumberman poet’’? Let us send it to you 
—take it home to her—how it will cheer her up! 
$1.25 postpaid. 


Address the Publisher 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 











WARREN AXE & TOOL CO. 


WARREN, PA. 


Were awarded highest 


Jonors Panama - Pacific fed 9-4, 18) PRIZE 
eo en ll 8 CT 


International Exposition 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS. Daily fac- 
AXES-LOGGING TOOLS tor, capacity s500Axes 4 Tools 
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finish, inch, assorted as _ to 
lengths, $49.50; 5/4, ‘$54.50. 

All prices are delivered St. Louis, Mo. 

Oak flooring demand continues slow, but 
with prices firming up on items that are 
short at the mills. Hardwood sales have not 
been as satisfactory in this territory as 
hoped for, with prices sagging on low grades, 
and with no apparent gain in sales. 

Tom Lehon, president Lehon Co., Chicago, 
manufacturer of Mule-Hide products, was 
here on business last Friday. 

Phil Boyd, district sales manager Weyer- 
haeuser Sales Co., Chicago, was here on 
business Wednesday and Thursday. 

Fred Orth, auditor Frost Lumber Indus- 
tries (Inc.), Shreveport, La., spent Monday 
and Tuesday here. 

With perfect weather to aid their enjoy- 
ment, the eighth annual lumbermen’s picnic, 
under the auspices of the Hoo-Hoo Club, was 
held at the Wabash Country Club, Ferguson, 
Mo., on July 25. Hundreds of the members 
of the lumber industry and their families 
attended. There was a program of sports, 
dancing at 4 o’clock and a picnic supper 
at 6, followed by dancing and cards. 


widths and 


Jacksonville, Fla. 


July 27.—In the Florida and South Georgia 
territories, little new southern pine business 
is being placed, and inquiries from the yards 
in the North and East, and from the prin- 
cipal railroads are decreasing. Only large 
timbers and long lengths are in demand, 
with little other sizes to balance to make 
the few orders placed in any way desirable. 
Twelve-inch cutting is still firm at $34, port, 
10-inch somewhat unsteady at $24, port, and 
an occasional order is booked by a small 
mill at as low as $22, port. Framing and 
scantling are not at all in demand, the mills 
carrying large stocks, and offering them at 
prices ranging from $15 to $17, delivered 
port, for merchantable grades. Shed stocks 
and low grades of framing are moving very 
slowly, and the sheds at the mills are filled 
to over capacity. Several of the south Flor- 
ida mills have been burning their No. 3 
common stock, not running it through the 
planing mill, and some talk of its being neces- 
sary to dispose of part of their No. 2 grade 
in a like manner, as the price does not war- 
rant carrying large quantities. 

Cypress sales for July will probably show 
an increase over May, but there has not been 
sufficient business to term the situation im- 
proved. Competition is very keen, some of 
the mills refusing orders outright on ac- 
count of prices that, according to advices of 
buyers to their regular mill connections, are 
being quoted by other cypress mills. 

Building in Jacksonville, Miami, St. Peters- 
burg and Tampa, the principal cities of 
Florida, seems to have taken on a general 
summer slump. 

Exports from this section are not showing 
a marked decrease, but business is slow and 
shipments are being made in small parcels 
of 10,000- to 20,000-foot lots. The exporters 
also complain of very rigid inspections at 
destination. 


Birmingham, Ala. 


July 27.—A slight improvement was noted 
in demand for medium grades, especially 
No. 2. The lowest and highest grades con- 


tinued sluggish. Prices of lower grades have 
strengthened, but B&better is off another $1 
all through the list. Demand for No. 1 and 
C has declined, and so have prices. Demand 
for rift flooring in both No. 1 and C and 
B&better has increased. Buyers have com- 
plained about inclusion of shorts, and many 
mills are now offering the accumulation of 
4- to 8-foot as specials at an extremely low 
price. Flooring, 1x3-inch, 6- and 8-foot, is 
moving at $15; 1x6-inch sells at $16, and 
B&better drop siding shorts at $17. As No. 3 
common stock has reached its lowest price 
since the rules included it, No. 4 is not being 
bought. Today most plants are setting up 
a grade of mixed workings, throwing im all 
items of inch stock, which has reached the 
low $3, mill base. Dimension is in poor de- 
mand, and prices have been slashed by both 
longleaf and shortleaf mills. Some mills 
persist in offering No. 2 and better dimen- 
sion, wherein the run of the log is supposed 
to be loaded, but the former guaranty of 65 
percent No. 1 common is omitted. The great- 
est percentage the average mill will guaran- 
tee is 50 percent, with some mills cutting to 
40 and 60 and expecting the buyer to absorb 
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about 5 percent 


of good No. 3 common 
droppings. 


Macon, Ga. 


July 25.—Business in roofers is quiet. Few 
mills are operating. Most manufacturers 
say that more roofers are being sold in the 
Southeast than anywhere else. 

Railroads in this territory are having a 
much better volume of business this season 
than last, hauling truck and fruit, which in 
turn will mean larger sales of longleaf for 
manufacturers in the southern part of the 
State. Longleaf producers are taking things 
easy, expecting a reasonable amount of fall 
business. tailroads are far behind in plac. 
ing their orders, nnd their stocks are pretty 
well depleted. 

More hardwood mills have closed down and 
there has been further curtailment of pro- 
duction in other ways. There is some de. 
mand for hardwood flooring, and the furni- 
ture factories are getting into the market 


— Norfolk, Va. 


July 27.—The North Carolina pine market 
has shown an improvement. Many small 
mills have now in hand sufficient orders for 
framing and small sizes to keep them busy 
for several weeks. Better returns are se- 
cured than could be gotten from boards. 
Much of this stock is going to railroads, new 
wharves, docks, Federal buildings ete. The 


or 





[Sales-o-gram No. 48] 


ALUMNI 


| know a fine old lumber dealer who takes 
a lot of pride in his “alumni''—the men 
who have “graduated” from his training in 
the years he has been in the lumber busi- 
ness. Quite a number have retail yards of 
their own, some are in other mercantile 
lines, some are traveling salesmen, one is 
doing advertising and sales promotion work 
successfully for a big mill and wholesale 
house, one is an officer of the State asso- 
ciation, several have made reputations in 
some special line—as speakers, statisticians 
etc. Nothing pleases him more than to 
meet them again and to tell others of their 
success; he is proud of them. If your yard 
has a history of ten or more years perhaps 
you, too, have some “alumni” to be proud 


of. 





industrial plants are inquiring more. Re- 
tail yards are taking in more stock. When 
mills are unable to give them quick shipment 
on popular items, they will be inclined to buy 
more generously. Production is still very 
light and no millman is contemplating re- 
suming operations. 

There have been some inquiries and sales 
of 4/4 edge B&better, with the yards show- 
ing more interest in good circular stock, be- 
cause most of these mills include some stock 
widths with edge widths. The price is 
steady and there is not a great unsold sur- 
plus. There has been a better demand for 
4/4 B&better stock widths, rough and 
dressed, and also for mixed cars of 4/4 and 
thicker stock widths. If mills can give 
quick shipment and have a reputation for 
good stock, they can get their prices with- 
out difficulty. A great deal more 12-inch 
could be sold in 4/ and 5/4, but mills are 
limiting their sales of this item, for it de- 
velops very slowly. More interest is also 
being taken in No. 1 common lumber by 
Planning mills in the South, which have to 
buy rough stock to fill their dressed orders. 
The situation regarding the better grades 
has improved. 

The box mills are taking in a little more 
stock, but have not begun to place new 
orders. Good wide edge box, air dried, is far 
from plentiful, and mills ought to be able to 
get a better price for it later if they can 
keep it from staining. There is much narrow 
stock available, but this is not selling at as 
low prices as reported several weeks ago. 
The kiln drying mills should be having a 
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petter demand before long, because produc- 
tion of air dried stock has been greatly cur- 
tailed and most of it has been shipped out. 
The yards are using more 4/4 No. 1 stock 
pox, rough and dressed, and a number of 
mills are refusing further orders for 6- and 
12-inch because they are either sold up or 
just a little ahead. There is very little de- 
mand for dresse d and resawn stock. 

There has been a little more demand for 
mixed cars of flooring, ceiling, dressed finish, 
easing, base, dressed framing etc. The price 
on air dried and kiln dried roofers is steady, 
even though demand is not heavy. 


Warren, Ark. 


July 27.—Orders booked last week by Ar- 
kansas soft pine mills exceeded current pro- 
duction by 30 percent, and stocks showed a 
further reduction, now being close to the 
first of the year level, but still 15 to 20 per- 
cent above normal. Prices are reasonably 
firm, though most items are still far too low. 
Several mills report being sold up on 1x8- 
and 10-inch No. 1 and No. 2 boards and 
shiplap. Stocks of these items are very 
limited, and price advances are looked for 
in the near future. No. 1 drop siding is in 
good demand and most mills are sold on it. 
No. 2 flooring and No. 2 siding have also 
been in good demand. Some mills are sold 
up on 3-inch Bé&better flooring, but have 
surpluses of most other grades. Several in- 
quiries are out for mattress lumber, but 
prices offered by wholesalers are too low, 
considering the fact this item is purchased 
only in 12-foot and longer. Crop conditions 
are excellent over the southern trade terri- 
tory, and increased buying is expected 
shortly in this section. 


Shreveport, La. 


July 27.—Very little business is coming in, 
and there is even less stock being put on 
sticks for the mills have simply determined 
that they are not going to pile up any fur- 
ther stock. There was a slight increase in 
demand the second week in July, but it seems 
to have dropped off again. Retail dealers 
are just about as hard to trade with as ever, 
and there is little prospect now of any im- 
provement until later in the fall, after crops 
have moved. 

Hardwood demand is light. There are fair 
stocks available, but the assortments are not 
so complete as they were. 

The Mansfield Hardwood Lumber Co., 
Winnfield, La., after more than four months’ 
shutdown, resumed operations at its saw- 
mill there. Tracey L. Harrell, general 
manager, says the plant will run as long 
as the lumber market justifies. Reopening 
put approximately 150 men back to work, 
most of whom the company had retained on 
part time during the shutdown. 

S. J. B. Whited, son of the late Frank T. 
Whited, lumberman, connected with the 
Frost Lumber Industries (Inc.), has been 
elected general chairman of the Caddo Coun- 
cil of Social Agencies here. 


Aberdeen-Hoquiam, Wash. 


July 25.—The seventh trip of a group of 
lumbermen into the Olympic mountains took 
place the middle of this month. A party of 
seven was made up of S. M. Anderson, sr., of 
the Bay City Lumber Co.; H. N. Anderson, of 
the Twin Harbors Lumber Co.; G. E. Ander- 
son, jr.; W. R. Chamberlin, lumberman from 
San Francisco, and his son, who were guests 
of H. N. Anderson; Neil Cooney, of the Grays 
Harbor Commercial Co., and Wm. Rosen- 
krantz. During the expedition, Mr. Cooney 
and Wm. Rosenkrantz were lost 24 hours. 

Two camps of the Polson Logging Co. 
Started operations July 13 after the annual 
Fourth of July shutdown. 

The Polson Lumber & Shingle Co., Hoquiam, 
last week installed a Swedish gang saw. 
This saw is designed to handle timber not 
large enough to necessitate the use of the 
big band saws. 

The first shipment of plywood for the east 
coast of South America was shipped from 
Grays Harbor on one of the vessels of the 
Westfall-Larsen Line on July 21. 

Because so many men are out of employ- 
ment, due to the curtailed operation of the 
mills in Aberdeen and Hoquiam, a mass 
meeting has been called by the Chamber 
of Commerce of Grays Harbor County, to 


(Continued on Page 61) 
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AAAAAAD OAS EARS 


BRUCE YW 


Mixed Car Shipments 








ALL IN THE 
SAME CAR 


DENSE SOUTHERN 
YELLOW PINE— 
Timber, yard and shed 
stock. 
HARDWOOD 
FLOORINGS— 
Block, Plank, Strips,— 
untreated or *CELLized. 
TRIM— 
Gum, Beech, Oak. 


BRUCE 
CEDA’LINE 
Tennessee Aromatic Red 
Heart Cedar Closet Lin- 
ing. 
BRUCE PRESERVED 
LUMBER— 
Sills, Joists, Sub-Floor- 
ing, Porch Flooring, Ceil- 
ing—and all other con- 
struction lumber. 
SOUTHERN 
HARDWOODS— 
Oak, Gum, Poplar, 
Cypress and Magnolia. 
AND— 


Bruce Floor Finish. The 
penetrating finish. 


























Help You Make 
MORE PROFIT 


Excess stocks in your sheds or on your yards, 
quickly eat up profits. And being “short” on this 
or that item makes you miss sales. But with Bruce 
Mixed Car Shipments you can keep a full stock— 
have everything you need and actually operate on 
less money. 


You can make up your mixed cars of anything 
you need—get the car load prices and the car load 
freight rate. Everything is loaded at the Bruce Mills 
—yard stock, shed stock, hardwood floorings, 
moulding, hardwoods, pine—untreated or Bruce 
Preserved. 


And in addition to your lower inventory—more 
complete stock plan, you will enjoy doing business 
with the Bruce organization. They understand the 
retailer’s problems—know his language and have 
everything he needs. Send them your inquiries. 


DENSE SOUTHERN YELLOW PINE 
—a feature item of Bruce production 
—complete stocks at all times. 


E. L. BRUCE Co. 


EXECUTIVE OFFICES: MEMPHIS, TENN. 
Bruce Mills In Seven Southern Centers 


LARGEST MANUFACTURERS OF HARDWOOD FLOORINGS IN THE WORLD 














A chart of valuable information. Describes 


standard types with instructions for use and . 


maintenance. Send for your copy today. 


yrene TTlanufacturing | Compan 
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if 
Ne ‘low Pine 


The Aristocrat of Structural Woods 


Keep your cus- 
tomers satisfied by 
filling their orders 
with this material 
of exceptional 
strength, stiffness 
and durability. 
Specify Long Leaf 
Yellow Pine. 


Wier Long Leaf 


Lumber Co. 


HOUSTON, TEXAS 
Mills: Wiergate, Texas 


QU 





























INDUSTRIAL 
LUMBER COMPANY, Inc. 


ELIZABETH, LA. 
Manufacturers of 


CALCASIEU 
LONG LEAF YELLOW PINE 





“ The Supreme Structural Wood of the World” 
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YARD, MILL AND OFFICE 


Newsy Notes of Persons and Places 




















Pcorpssoro 4 
N. C. PINE 


Our “ Jiffy Service”, by rail and water, will 
keep you supplied with all items in 


YARD STOCK SHED STOCK 
Let us prove it on your next order. 


JOHNSON & WIMSATT 
WASHINGTON, D. Cc. 














(GARYVILLE ) 


. 





Short Leaf Pine and Hardwoods 


W. Frank Oliver, of Toronto, Ont., presi- 
dent of the Oliver Hardwood Lumber Co., was 
in Chicago Monday and called at lumber of- 
fices here. 


C. J. Hafner, formerly chief grader for the 
Philippine Hardwood Export Association, Ma- 
nila, P. I., has severed his connection with the 
organization and has returned to the United 
States. 


P. Henry Olwell, of Everett, Wash., general 
manager of the Jamison Lumber & Shingle Co., 
was in Chicago Friday, and called at local 
lumber offices. 


A. H. Holcomb, well known retailer of Syca- 
more, Ill., was in Chicago Wednesday to con- 
fer with A. A. Hood, president of the Asso- 
ciated Leaders of Lumber & Fuel Dealers of 
America. 


Tom Bell, of Pasadena, Calif., was in Chi- 
cago a few days this week. He is managing 
the estate of the old Freeman-Smith Lumber 
Co., of Millville, Ark., pioneer Arkansas con- 
cern which cut out several years ago. 


John M. Bissell, of Castleberry, Ala., presi- 
dent of the Bissell-Alabama Lumber Co., was 
in Chicago Monday on his way to Wausau, 
Wis., and while here conferred with C. H. 
Baxter, of Baxter & Montgomery (Inc.), his 
firm’s local sales agent. 


John Watzek, jr., of Crossett Watzek Gates, 
Chicago, returned home Tuesday from a com- 
bined business and pleasure trip to the West 
Coast. He was gone three weeks, and visited 
his two brothers, C. H. Watzek, manager of 
the Crossett Western Co., at Wauna, Ore., and 
A. R. Watzek, of Portland, manager of the 
Gales Creek Logging Co. 


C. E. Foster, of Chicago, president of the 
Chicago Lumber Sales Co., was expected to re- 
turn Friday from a trip to Albany, N. Y., Bos- 
ton, Mass., and other eastern cities and resorts. 
The two weeks were to be spent on pleasure 
and business, but “as little business as possible” 
as one of his co-workers at the office informed 
us. 


C. L. Foretich, of Warren, Ark., general 
sales manager of the Bradley Lumber Co. of 
Arkansas, was in Chicago the first of the week 
for a day and called on members of the trade 
while here. Mr. Foretich was en route to 
Toronto, Canada, where he expected to spend 
a day or two on business and then return im- 
mediately to his headquarters in Warren. Mr. 
Foretich reports that his company has been 
doing a very satisfactory business and has 
noted a rather marked increase in demand in 
recent weeks. Conditions in Arkansas are 
greatly improved, and considerable lumber is 
being bought and consumed in that State. 


George D. Griffith, of Chicago, president of 
the Griffith-Hubbard Lumber Co., hardwood 
wholesaler, returned home Monday from a long 
and pleasant motor trip through the East. He 
was accompanied by his wife and two relatives, 
and visited Canada and thirteen different States 
on his way to Kennebunk, Me., and back. He 
didn’t waste much time between stops, it is ap- 
parent, for he averaged 42 miles an hour for 
the 3,500 mile trip, but he did notice the boun- 
tiful crops everywhere. He visited New York, 
Boston, Mass., Pittsburgh, Pa., and of course 
several intermediate cities. He found a quite 
optimistic feeling in eastern yards generally, he 
said, especially in the smaller localities. In 
Maine he was going to buy one of those good 
old white pine homes about which we hear now 
and then, for a summer home, but when he ar- 
rived he found it was too modern—far too 
modern—to fit his ideas of what such a home 


should be. “We could buy us a modern hoyse 
here in Chicago, if we wanted one,” Mr. Grif- 
fith complained. 


Planes Still Interest Him 


Mr. CLeMeNS, MICcH., July 27.—L. H. Ross, 
of Oshkosh, Wis., general manager of the 
Fuller-Goodman Co., is at the summer camp of 
the United States Army reserve officers at 
Selfridge Field. He saw service in the old 
“Aviation Section, Signal Corps,” during the 
war and since that time he has remained active 
in the Officers’ Reserve Corps, going to the 
camp each summer to get once more the “feel” 
of a fighting ship. 

Another Badger State lumberman at. the 
camp is Horace Orlady, of the H. M. Orlady 
Co., Durand. 





Recovering from Amputation 
BUCHANAN, Micu., July 27.—E. J. Hopkins, 
local sawmill operator, is able to resume charge 
of the mill after six weeks spent at the Battle 
Creek Sanitarium, where he underwent an op- 

eration for the amputation of his left leg. 





Unite for Modernization Drive 


EvaANSVILLE, IND., July 27.—Details of the 
“home modernization” program sponsored by 
the Chamber of Commerce, Associated Build- 
ing Contractors, Lumber Dealers’ Service Bu- 
reau and the local Central Labor Union have 
been about perfected according to plans laid 
out at a meeting here. 

Representatives of all civic clubs and _busi- 
ness concerns will be asked to co-operate in a 
program to alleviate unemployment in this city. 
A considerable sum of money will be raised to 
carry on an advertising campaign urging people 
to start repair jobs around their homes. Let- 
ters to civic clubs, home owners and speakers 
to organizations have been listed for promotion 
of the building program. 

A. P. Eberlin, secretary and general man- 
ager of the Evansville Chamber of Commerce, 
cited the success of a similar plan at Muncie, 
Ind., where approximately 86 percent of the 
building trades men were employed during the 
campaign. 





Lumber Company Sold at Auction 


ALBUQUERQUE, N. M., July 27.—The White 
Pine Lumber Co., of Bernalillo, N. M., was 
today sold by the receivers, J. S. Vaught and 
J. E. Cox, to the highest and only bidder, the 
New Mexico Lumber & Timber Co., whose 
directors, Col. George E. Breece, T. P. Galla- 
gher, A. J. Sine, and Jesse F. Byrd, all of Al- 
buquerque, were present at the sale. The bid 
was $1,200,000, “or such greater or lesser sum 
as shall be sufficient to pay all receivers’ ex- 
penses and all unsecured claims,” and _ since 
bonds of $880,000 secured by first mortgage 
are assumed, the bid is in reality between two 
and a quarter and two and a half million dol- 
lars. Deposit of $50,000 was made as a guar- 
anty, acceptance by the receivers being subject 
to approval of the Federal court. The pur- 
chaser will pay, by surrender to the receivers 
for cancellation, notes aggregating $995,000 due 
A. I. Kaplan, of New York City, majority stock- 
holder, and one for $106,525 due J. M. Kaplan, 
these gentlemen being represented at the sale 
by Attorney J. O. Seth, of Santa Fe. Frank 
J. and Lyman A. Porter, sons of the founder of 
the company, the late Guy Porter, and heavily 
invested, were present. 

The holdings comprise the Canon de San 
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Diego grant of 116,000 acres, with a stand of 
pine timber estimated at 400,000,000 feet, three 
minor tracts and a mill and headquarters site 
of 109 acres in Bernalillo, the Santa Fe North- 
western Railway, runntig from Bernalillo to 
San Ysidro, Jemes, Porters, Cuba, and interme- 
diate points, approximately 11,000,000 feet of 
manufactured lumber, and a contract with the 
U. S. Forest Service for 200,000,000 feet of 
timber in the Santa Fe National Forest at $2 
a thousand. 

The directors of the new company are well 
known lumbermen, Mr. Gallagher having been 
general manager and Mr. Byrd woods superin- 
tendent of the White Pine campany since it 
was reorganized two years ago by the Kaplan- 
Gallagher interests. Mr. Sine, formerly of Chi- 
cago, has been engaged in wholesale lumbering 
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in New Mexico for several years. Col. Breece 
is the head of the comnany bearing his name 
and still operating in Albuquerque and Alamo- 
gordo, N. M., and at Monroe, La. 





Modern Heading Plant Completed 


LittLe Rock, ArkK., July 27.—The new head- 
ing factory of the Hudson-Dugger Co., re- 
cently completed, is said to be one of the larg- 
est and most modern plants in the country. It 
will be operated throughout by electric power, 
and the doors to all the dry kilns are built of 
aluminum with aluminum angles. Each of these 
doors is 12x19 feet, and they are said to be 
the first all-aluminum doors ever to be installed 
in a lumber plant. This new plant replaces one 
that was destroyed by fire last January. 


Some Big Contracts Awarded 


While the total volume of building in prog- 
ress or in immediate prospect in Chicago is 
considerably below normal, contracts recently 
have been awarded for several large and impor- 
tant projects. 

General contract for the erection of the new 
Marshall Field building on the corner of La 
Salle and Adams Street has been awarded to 
the George A. Fuller Co. by the trustees of 
the Field estate. The contract figure is approxi- 
mately $11,000,000. It is estimated that work 


Plans and specifications for the new $16,000,- 
000 Chicago postoffice have been completed and 
are in the hands of contractors for bids. The 
program provides for the contract to be 
awarded and construction begun by Sept. 1, and 
one of the stipulations of the Treasury Depart- 
ment is that as much of the labor as possible 
must be obtained from Chicago and that all 
men working on the building are to receive 
the prevailing maximum wage scale. Some of 
the features included in the plans for this 
postoffice, which will 











be the largest and 
| most complete post- 
office building in the 
United States, include 
cafeteria and kitchens 
to serve 1,300 em- 
ployees; a built-in to- 
bacco humidor in the 
dining room; shower 
baths and locker 
rooms on every floor; 
a public enunciation 
system connecting all 
parts of the building; 
specially designed wa- 
ter fountains; fool- 
proof burglar alarm 
systems, and chrom- 
ium trim work. The 
plans, which contain 





225 drawings and 365 


A story of progress. The little building on the right, with the name pages of description, 


printed on the roof, was the office (and also the shed) of the Henry 


even detail such ac- 
cessories as salad 


Lumber Co. when Albert J. Henry started in business forty years ago dishes, dining room 
on the north bank of Trail Creek, in Michigan City, Ind. As. the chairs, potato peelers, 
years passed and business grew the retailer graduated to a separate vegetable cleaners and 


office, the white building in the center of the picture. 
fall, the Henry Lumber Co. (Inc.) moved into the two-story: office, building, the 


coffee urns. In order 
And then, last to make room for this 
Union 


shed and planing mill shown at the left, where there is abundant Station power house 
room for sales, production and accounting departments. Mr. Henry still at Harrison and Van 


is president of the company, Albert J. Henry, jr., is secretary-treasurer, 
and C. L. Henry is vice president 


Buren streets must be 
torn down. The sta- 
tion officials plan a 
new plant on another 





on the improvement will provide employment 
for about 7,500 men, and Chicago labor will be 
given preference in the allotment of work. 
About 5,000 men will be employed in shop and 
mill work in connection with the project, and 
2,500 will work on construction. 

Contract has been awarded to the Kuklin 
Construction Co. for the erection of a race 
track and building group at Glenview. The 
project is estimated to cost $1,000,000 and the 
entire group of buildings will be erected simul- 
taneously. These will include stables for 984 
horses; grandstand with a seating capacity of 
18,000; club house of the Glenview Turf & 
Field Club; field barns, implement houses, di- 
rectors’ headquarters, paddocks and cook house. 
Underground work made cost $130,000. 


; site, to cost $500,000. 

Contract has been awarded to the Leonard 
Construction Co. and work begun on alterations 
in the building occupied by the First Union 
Trust & Savings Bank, that will cost over 
$250,000. These alterations are made necessary 
in order to care for increased business which 
has resulted in over-crowding the bank’s sav- 
ings department. 


Contract has been awarded to McKeown 
Bros. Co. and work is to be started immedi- 
ately, on the new Winnetka Community House. 
This structure will be two stories high and will 
cost $165,000. This concern is not only a large 
contractor, but is a large manufacturer of 
trusses which are found in many of the larger 
buildings not only in Chicago territory but 
throughout the country. 
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M ORA Ready -Finished 
| OAK FLOORING- 


£ qd Trade Bui/der 


» j 
fOr Dealers 


or Delay 


Encourage owners of old homes to cover their 
badly worn floors with this improved, beautiful, 
and economical, ready finished flooring. 
"Mora" Oak Flooring cannot be compared with 
any other Oak flooring on the market. Every 
pore is carefully sealed and filled to give it 
long wear. The under side of Mora” flooring is 
treated to guard against moisture. It is end 
matched and punched for the nails. 


Write now for a sample and full 
particulars on this better flooring 


PAUL:O. MORATZ, 


UL SOUTHERN 
LAND Yellow Pine 


BUY GRADE MARKED 
AND TRADE MARKED 
YARD AND SHED STOCK 
LATH AND SHINGLES 
We season lumber 
to the moisture 


content you re- 
quire. 






™ No Dust, Smell 


When Laid Is 
Ready for Use 








° IDAHO 
White Pine MINNESOTA 
WESTMONT 


ALSO | Yellow Pine 
WM. SCHUETTE CO 





LONG and SHORT LEAF 


Pittsburgh. Pa. New York, N. Y. 









Manufacturers of 


YY Shortleaf Yellow Pine 
Forked Leaf White Oak 


We Grade it Right and Ship it Quickly. 


Mille a¢ Office. 
CANDY, LA. RUSTON LA 











LUMBERMEN! 
Write now for our catalog telling 
about our books that'll 


HELP YOU MAKE MONEY 


AMERICAN 431 S. Dearborn St. 
LUMBERMAN Chicago, Iil. 
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THIS WEEK’S LUMBER PRICES 


East and west side mills have reported the following average f. o. b. mill sales prices on southern 








SOUTHERN PINE 











pine to the Southern Pine Lumber Ex- 
change, New Orleans, La., for sales made in the period July 18-21, but, where prices for this period were not available, prices for the month 
to date have been inserted and distinguished by asterisk: 
West East West East West East West East West East West East 
Side Side Side Side Side Side Side Side Side Side Side Side 
Flooring, Standard Coiling, oa ard Ber Finish, 10-20’ No. 1 Fencing and No. 1 Shortleaf No. 1 Longleaf 
” etter Boards, 10-20’ Dimension Dimension 
¥ex4”— Inch thick— f r 
1x3” rift B&better 21.79 $21.78 th pe ae 30.08 28.00 1x4” cm ete 23.80 23.18 os 4 “ wes 048 2x4” - 
Bé&better oe wee | Bea 1..... vee ren *28.99 28.00|)1x6" ..... 22.42 24.56 16’ ¢ ‘ 18/54 16.22 12 & 14’.. 17.98 17.33 
Shortleaf.. 55.22 52.00 bs hoe - Ae iE erereee *32.75 29.00|1x8"..... s3.02 20s lenes’***** - 22116"... 19.97 19.00 
Longleaf..*59.00 ....|B&better 21.81 19.84}49" °"° °°" *37.36 35.00|1x10” 28.46 32.10 12 & 14’.. 17.31 14.06 2x6” ; / f 
No. 1— No. 1...-- 20.67 18.18)12” ...... *52.81 *35.00| 1x12 40.29 37.04/12, “+ 3483 io 7slic, & 14’-- 16.82 15.00 
Shortleaif. .*40.26 *45.50 Boston Partition, 5&6 / 4” thick— No. 1 Shiplap, 10-20’ 2x8” Heaeee or as 16' i teeee 17.20 15.00 
Longleaf— 48.25 *45.00 Standard Lengths 4- ee” aka *45.21 *48.00 1x8” 997 91.95 12 & 14’ 17.74 14.75 2x8 : , m 
i *26.25 21.00 5&10 *54.75 *48.00 ea edike’ar 9212 *9F 17140, ° ee ce artse. & 14 16.30 14.00 
1x3” flat 13 /1¢n0"— a vases ae ee iagaeas, * ~ OO _— a 4} Cee 18.00 15.74 
grain— 2 ae No. 2 Fencing, ae 21.75 19.00};37°. *23.00 22.78 
B&better . 28.38 26.62 Surfaced Finish, Drop Siding, Standard Lengths {14 (11)): 22.13 16.38)44° °°°""' 93°90 #9745 
Beoees 23.90 25.30 10-20’ Standard Lengths <a SR OS 2A OSIEG § cvccne 23.15 16.33 ee 27.00 #33'13 
No. eat 15.79 17.50| B&better No. 117 1x6” 2x12” lox12” 
ix4” rift— = Cae: int? Cc. M 12.66 12.75/12 & 14’.. 24.11 16.40/19 @& 14°.. 33.50 32.00 
teeees 30.75 *32.52| Bebetter 24.27] on 16° ....+- 26.35 21.30/16" ...... 41.00 *40.02 
Shortleat.. 54.98 59.22 °” ce eeee oe Noo de .: 3406 2303| 2% S Seen, one iain Kis 
Longleaf..°53.00 ....|yo0 °'"""" seek ae rel bo sy “ee Boards, No. 2 Shortleaf No. 2 Longleaf 
Kekews 37.7 39.75) J — 
No. 1— i m. ses ees 31.00 49.92 —, ak hoes — 14.19 13.55 Dimension Dimension 
Shortleaf..*39.75 *42.00 5&6/4" ithick— B&better 26. 70 24.75 1x10” eeeee 14.72 13.60 2x4” ; : 2x4” 
Longleaf... ..-. 50.00) 4, ..» 46.68 35.75|No. 1..... 26.53 23.16 oent o *90N112 & 14%.. 14.30 12.35/12 & 14’.. 15.13 15.00 
MO Becese *25.75 *27.13| 57246 56.88 46.88 Longleaf— RSS 16.46 12..64530" ...... 16.69 17.88 
1x4” flat 12” vee ee *68.96 57.16 oN ee 15.50 15.25] 2x6” 2x6” 
~ ih ol . Shee gh 1x10” 16.25 17.75/12 & 14”.. 11.06 9.24 12 & 14’.. 13.50 12.45 
20 ns ” ra rae 11.68 8 73 5.25 
Non tes ear 28.63) 4 Inch thick 7.79 #23.00| B&better— No. 2 Boards 1x12” |x” 2x8” - ass 
BE Boeees ates ie . vip tik 31.00 #24.43|1x4”, 10’..*25.00 21.25 Standard Length 12 & 14’.. 13.00 10.82)12 & 14’.. 15.58 11.73 
vipa 8” ..++++,29.00 924.56/2x6" 18... :*60.00 55.00|Shortleaf.. 17.73 p25-88/16" 2... 14.40 12.33/16"... 16.25 12.17 
re .wadae *33.65 *31.00) <x ” Other*66.00 50.00 Longleaf... 24.00 *27.88|) 2x10” 2x10” 
Casing, row & Jamb,}i5» “"°""'" 5190 *41.75| No. 1— 12 & 14’.. 14.88 10.68]12 & 14’.. 15.25 12.08 
ow hee : 1x4” 10&20’ 22.00 *20.00 Plaster Lath capes 16.75 11.28]16" ...... 18.00 15.00 
Babetter, Casing & Base, 10-20 2— %x1%”, 4” 2x12” 2x12” 
x8” ws eee 35.00 34.77| B&better, Ii” 5-20’. 11.00 *15.00|No. 1..... 2.15 2.01)12 & 14’.. 15.13 *11.92)12 & 14’.. 13.21 15.75 
ixb&16" 50.36 49.00\1x4 & 6”.. 40.25 34.21'1x6” 5-20’. 13.25 13.75'No. 2..... 1.14 oe | eee BU.ee SE6T 10 jks. 14.50 22.00 





ENGELMANN SPRUCE 


Prices f. o. b. Chicago on air dried Engel- 
mann white spruce boards, D&M, shiplap, drop 
siding and ceiling: 


Inch— 4” 6” 8” 10” 13° 
ate 6-16’.$45.00 $46.00 $46.00 $67.00 $77.00 
ey tS * 6-16". 43.00 45.00 45.00 62.00 74.00 
No. i, 6-16’.. 42.00 44.00 44.00 64.50 64.50 
No, 2° 8-16’.. 40.50 38.50 38.50 38.50 47.00 
No. 3, 8-20’.. 29.00 30.00 30.50 31.50 33.50 
No. 4, 4-20’.. 24.50 26.00 27.00 27.00 26.50 
No. 4 common, 1x4-inch and wider, 4- to 20- 
foot, which nay contain 20 percent of 4- to 
8- foot, is $26.00. 
5&6/4, 6-16’—__ 4”"&wdr. 4, 6&8” 10” 12” 
Ps. veegdas $66.00 $68.00 $73. 60 $81.00 
No. 1&btr. ..... 62.00 64.00 7.00 77.00 
No. pba t ace aoe 60.00 62.00 He 00 75.00 


For 5(as/* in No. 2, 4-inch, add $6; 6-inch, 
add $9; a ag $6; ‘10- inch, add $8; 12- inch, 
add $6; No. 6-, 8- and 10- inch, add $7. 

12- inch, add vty "No: 4, add for all widths, Py 
*Contains 40 to 60 percent Dé&better. 
Specified lengths—In Dé&better, No. 1 and 

better and No. 1, add for 16-foot $5; for other 

lengths, including 18- and 20-foot, $2. In No. 

2, d for 18- and 20-foot, $2; other lengths, 

$1; for 10- and 12-foot in 1x12-inch, add $4. 

In No. 3 common, for 16-foot in 4-, 5- and 

6-inch, add $1; for 10- and 12-foot in 10- and 

12-inch, add $1. 

Bevel siding, %-inch, odd lengths, 3- to 20- 
foot, but not over 20 percent shorter than 


10-foot. 
Dé&btr., 4-inch..$22.00 EB, 4-inch......$16.00 
6-inch.. 27.00 6-inch...... 18.00 


Lath, spruce and pine, 4-foot; No. 1, $6.50; No. 
2, $6.45. 


WISCONSIN HEMLOCK 





Following are f. o. b. Wausau, Wis., prices: 
Wo. 1 Hemlock Boards, 81S— 

a 8’ 10,12 &14’ 16’ 
ne ~cecsavaaewnenn $19.50 $20.50 $21.50 
ES” éuweb essen mosne 23.00 24.00 25.50 
Se” esboeseds abana 24.00 25.00 26.50 
SEOS” -senecedecsekues 26.50 27.50 29.00 
Sea” = <e¢sénenernvane 27.5 28.50 30.00 

For shiplap or flooring, add 50 cents to 
prices on No. 1 boards. 
No. 1 Hemlock Dimension, 8151E— 

8’ 10’ 12&14’ 16’ 

PE Ot~ scveavnane $24.50 $24.50 $24.50 $25.50 
4 ae re 22.50 23.50 24.00 25.50 
ee ces see eae 23.50 24.50 24.50 25.50 
See” adaetcetes 23.50 29.50 28.50 28.50 
Sea” «xverehsans 23.50 30.00 29.00 29.50 


For No. 2 
of No. 1. 


dimension, deduct $3.00 from price 





DOUGLAS FIR 


[Special telegram to American LumBEeRMAN] 
Portland, Ore., July 28.—F. o. b. mill prices 


on actual sales of fir, July 24, 25 and 27, di- 
rect only, straight and mixed cars, reported 
ty West Coast mills to the Davis Statistical 
Bureau, were as follows: 
Vertical Grain Flooring 
B B&btr Cc D 
Be ee ead $25.75 $26.00 wee wae 
SS rrr res P 26.00 ae 
i gill SEO 26.00 aie 
Flat Grain Flooring 
ME ci vaoeans a? 15.50 13.75 
ee ee eecears = 19.00 15.00 
Mixed Grain Flooring 
SE kiceesens _- étes $10.59 
Ceiling 
ee” Sscwewad 15.50 11.50 
ee” cic vanes a 16.00 13.50 
Drop Siding, 1x6” 
eer P 17.25 14.75 ane 
BES ab eteceeren 17. 00 14.50 en 
me éavaeeonn a 10.09 
Finish, Kiln Dried and Surfaced 
1x6” 1x8” 1x12” 
BaDetter |. cccccenegeds $30.75 $33.75 $47.25 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
| a Serer $ 8.75 $11. 00 $10.00 $15.50 
a ae er 6.75 6.25 7.00 8.25 
» “he See 7.25 4.00 4.00 ; 
Dimension 
12’ 14’ 16’ 18’ 20’ 22&24’ 26-32’ 
No. 1, 2” thick— 
4”.$10.25 $10.25 $11.25 $12.00 $12.00 
6”, 9.50 9.50 10.50 11.25 11.50 $13. 50 $15.2 35 
-. 350 9.75 10.75 11.75 11.50 14.50 15.75 
10”, 11.00 11.00 11.50 12.00 11.75 13.50 17.50 
12”. 11.25 11.25 11.75 12.50 12.25 14.25 17.00 
2x4”, 8’, $10.25; 10’, $10.25; 2x6”, 10’, $9.25 
Random— 2x4” 2x6” 2x8” 2x10” 2x12” 
ae NE $5.50 $6. 4 $7.50 o.2 25 ©6450 
ak. Bexkus 4.50 3.2 un 
No. 1 ‘hii Sihess 
3x3 to 4x12” to 20’ surfaced .......... $13.25 
Bet te 1913S" to 40°, TOUR .cccccciccce 12.50 
5x5 to 12x12” to 40’ surfaced .......... 12.00 
Pir Lath 
a ee $2.25 
Bk&better, Flat Grain Car Siding, 9 or 18’ 
se ee ay alr a what WK aa die a x wien $23.10 
ee Oh a aad UD ROO Rem Bae alee aes 21.06 





INLAND EMPIRE PINES 


[Special telegram to AMERICAN LuMBERMAN] 


Portland, Ore., July 29.—Following f. o. b. 
mill prices on actual sales were reported to 
the Western Pine Manufacturers’ Association 


by members during the three days ended 
Wednesday, July 29. Averages include both 
direct and wholesale sales and are based on 


mixed car orders. Quotations follow: 


Pondosa Pine 
INCH SELECTS AND CoMMON, S2S— 


g” gn 10” 12” 
C selects AL..... 35.67 $36.58 $46.52 $65.51 
D selects AL..... 29.14 26.10 30.03 53.80 
. Se | eee sod 
No. 2 common AL 21.60 19.94 20.18 24.91 
No. 3 common AL 13.12 13.62 13.22 13.85 

SuHop, 5/4 anp 6/4, S2S— 

B. Decksncecceeee Be Mee tee $10.50 

SELEcTs S2S, 5/4 anp 6/4, 4” AND WIDER— 

C select AL...$45.14 D select AL...$48.00 
BEVEL ey SE Moe bbe d hanes 0seb6b vas 22.11 
Idaho White Pine 

INCH SELECTS AND COMMON, S2S— 

6” en 10” 12” 
C selects AL..... a ees ee 
D selects AL..... $43. 00 $ 125 $53.00 $85.25 


14°95 
No. 1 common AL 37.00 37.54 ..... 71.00 
? 
2 


No. 2 common AL 30.52 0.43 30.45 38.73 
No. 3 common AL 18.76 19.50 19.50 25.66 
SELECTS S2S, 5/4 AND 6/4, 4” AND WIDER— 

I oe a a $70.40 
No. 4 Common, S28, RW RL.............- 12.50 
Larch and Fir 
No. 1 dimension, 2x6” 16’...............$12.02 
eo. 3 Gimmemetonm, But" 16’... sc cccecwnccus 12.50 
Vert. gr. flooring C&btr. 4” RL........ 29.50 





WEST COAST SPRUCE 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., July 28.—The following are 
prices for mixed carlots prevailing today: 
Finish— Factory stock— 

NP io situisi $45.00 4/4 .eeseceees $20.00 

—10” |. rr 22.00 

sat—20 55.00 ae 23.00 
Bevel siding— OS era 24.00 

OS ae $19.00 SORSS/E occes 29.00 

4x6", Fiat sr. 20.00 Lath ......ccce 3.00 


Vert. gr. 25.00 Green box 11.00@13.00 
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RED CEDAR SHINGLES 


Seattle, Wash., July 25.—Eastern prices of 
red cedar shingles f. 0. b. mill are: 





New Grades Old Grades 
Per Square Per M 
Royals, 24”— 
a sivrteeat oan ead $2.33@2.99 $5.00@6.50 
ee pcctwewoxeeuns 1.78 @2.20 
ee | axcenecceceewn 2.00 
Perfections, 18”— 
eS gevssctaacetes 1.94@2.15 2.70@3.00 
a Pe rere 1.12@1.35 1.60 
ae sc a cameneeteae pee 1.10@1.20 
6"— 
No. 1, XXXXX_ Per- 
ee err re 1.52@1.76 1.80 @2.25 
No. 2, or All Clear, 
Mixed Grain ...... 1.15@1.32 
No. 3, or 10” Clear.. 80@1.05 -95@1.05 
Extra Clears— 
BR ya sg ah conan aie bes oe At aie wre 1.25@1.55 
De nteccmia tn eeinip ae abe keane ek ine 1.20@1.40 
Hurekan, BIAS SOIR. o.06ccccccseens 1.90 


Dimensions, 5x16”, 5/2, mixed grain 1.80 


Ee scecbcecnekeee nee eeee ee .80@1.00 
eee i RUPEE CT CTCL e eT -80@1.00 
No. 2 Perfections (10” clear)...... 1.65 
Rite-Grade Inspected Stock 

ae, rare a ae ae eee re $1.30 
Extra Clears, 75% vertical grain........ 1.85 
Extra Clears, 50% vertical grain........ 1.65 
Serre POPC BES vscc%.scneweoseeee’ 1.90 
Eurekas, 75% vertical grain............ 2.40 
: . ccace Kamin ackete sare ie idee aa eee 2.70 
RE cc kk dace etene iad Ges Smale aeibe wed 5.75 


Shingles shipped with fir lumber are about 
i0 cents higher. 





CALIFORNIA PINES 


San Francisco, Calif., July 25.—The follow- 
ing average prices f. 0. b. mills, those on com- 


mons covering 11-inch stock only, were re- 


ported by the California White & Sugar Pine 


Manufacturers’ Association for the _ period 
ended July 21: 

California White Pine 

No. 1&2 clr. C sel. Dsel. No. 3 elr. 
All widths- 

Re $52.75 $51.20 $30.70 $24.95 
Tare eek 47.30 28.70 38.40 
a Tre 44.90 28.50 37.50 
WOW wrasse wawes 62.40 50.45 33.55 49.25 

California Sugar Fine 
J, ZC ee to $89.25 $74.90 $54.80 $30.35 
| Pere 81.40 69.75 49.95 48.90 
a, SE eee 81.40 59.35 37.85 48.25 
ati ghaacatan ts 91.85 75.25 57.15 59.75 
Ponderosa Fine Shop Mixed Pines 

' “ Common— 

Inch ee ee ee ee $14.45 No.2 No.3 
No. 1, 5/4 xa.w. 22.50 _ eee $23.80 $14.45 
No. 2, 6 ca.w. 20.55 _weereer Ws 15.30 
[a weer 22.75 13.30 
Sugar Pine Shop ae tenes 25.00 14.50 
ath— 
ee 91.25 we, Sane 2.80 
y r . Rage No. 1 dim, 
1, 5/4 Xa.w. $2.90 1 oS ae 14.20 
NO. 2, 6/4 xa.w. 33.00 eS are 13.75 





PHILADELPHIA PRICES 


Philadelphia, Pa., July 27.—lollowi 
Prices prevailing today 4 this on 
LonGLEar YELLOW PINE FLOORING, 1x3-inch— 
K&better, $39.00; No. 1 common, $35.00; No. 
2 droppings, $27.00. 
LONGLEAF YELLOW PINE TIMBERS, 

ough, merchantable grade, water delivery— 


are 


6&8-inch 10-inch 12 inch 14-j 
4 - -inch 16-i 
$35.00 $42.00 $54.00 $61.00 S71 00 


GEORGIA AIR DRIED ROoFERS— 


Tongued and grooved, %-inch, 6-inch width, 


KILN Driep YELLOW PINE RooreRs— 


Tongued and grooved, standard, 6-inch width, 
Nortu CAROLINA PINE Rove 
HB — 
10-inch, $25.00. 12-inch, $2650.” 9 
ORTH CAROLINA PINE FIN 
B&better, 1x6-inch . in 


NorTH CAROLINA PINE STEPP 
5 ING, 
B&better, 5/4x12-inch pe eas eee - $59.00 


Nort CAROLINA PINE DIMENSION, No. 2 & bet- 


S45, %-inch scant, 


2x3-inch, 9-foot, $19.00; 


Rough, 2x10-inch, 


-Xs-inch, 16-foot, $21.00. 
10- to 16-foot, $22.50. 





AMERICAN: LUMBERMAN 


NORTH CAROLINA PINE 


Following are typical average f. o. b. Nor- 
folk prices made during the week ended July 


25, as reported by the North Carolina Pine 
Association: 
Rough 
Edge 4/4— 
A Ce Tee rer rae $35.20 
TS SEES a ee ae ener et Pe ee) Meee Se 24.35 
a Se a ee re eae 16.50 
i ag be isis be oll rin! pnd ae tee On ee 14.05 
No. 1 No. 2 
B&better No.1 box box 
MS Cre err $36.40 ao he a fata 
Oe gis: & atc ree 36.80 a wire ee ° 
OS =r, 36.30 $26.75 $18.10 $14.75 
Ly rrr Persie | ene tak einen 
>" ee 39.75 28.25 18.70 15.45 
De ea vine aes 43.95 33.60 18.90 16.20 
SEE” se Kcemen ves 56.10 38.45 23.75 17.40 
Edge, B&better— 
NN Ch fat Ona oars & ire atinkignin sarees oleae $38.70 
i Lee Le TE eR: 
SO «Swi eas Paints mw ol wie Win Wade acetate 57.80 
UMTS ia vieg elke: bs cadens aor Shalt Ge ts wea al ocalalert 43.40 
Bark Strips—— 
A AEA ee a, 
Ras ee es emer en 11.40 
Dressed 21%” 3” & 
fF looring— Wide Wider 
Eeewetter, BP ioskccccvssas $34.35 $33.85 
No. 1 common, }}”........ 28.60 28.85 
No. 2 common, }3”........ 21.05 20.70 
2 ” 31 ” 
a Sa) ines ae me * - hea cs 
3&better, bark strip partition......... $26.30 
Box bark strips, dressed.-.:...........00: 14.75 
No. 2 
Roofers dressed 
oer eee ee eee ae ee $17.05 
MEIER. Sys. Aholse hy co tineri ta ciatere dg Wale atte rece acid 17.90 
DUEETD. oil bie dikcw eins he eons Cae ha Gare ine aie 18.95 
De. * Gvaiewsiece sieeh i tse Mba ee uriee ues 23.90 





WESTERN RED CEDAR 


Seattle, Wash., July 25.—Prices for red 
cedar siding in mixed cars, new bundling, 8 to 
18 foot, f. o. b. mill, are: 


Bevel Siding, 14-inch 


: Clear seas ial “a 
til nocd a OT $25.00 $22.00 $17.00 
B-INCH cere ccccereces 29.00 24.00 20.00 
a ee ee ees 29.00 24.00 20.00 

Clear Bungalow Siding 
; %-inch %-inch 
8-inch oe hid at Go cad ig' otis dc $43.00 $32.00 
PEE o wasnwnwewad a pine walestete 53.00 43.00 
RED. Keck cates dawaks keds 62.00 von 
Finish, B&better 

$28, S48 

or Rough 

Rw snag bed pw euee oe mewnae eee es $ 50.00 
RN ake db ie prin 0 cha le Wiig ts Carle nll Regen 55.00 
DEE © wha bwsdi mere sae w aeeee Ties Santen 70.00 
cw sea daw bb accep seinnk sees aae wae 85.00 
SE (kid acorn as bene ead eueesewe ‘ 90.00 
EE.) vivinww bod a Roane ered pale eee a a ewae a 95.00 
EE arene eee renee nn ae 100.00 
oo ee ee ee ee ree 105.00 

Clear Ceiling or Flooring, One Side V or B 
oes OM Ee saatcaestnenerce vanaewalaa $35.00 
Se 6 Oe De ribs soa hae eee usw teen 40.00 

Discounts on Mouldings 

Made from 1n3° and wnGeP.......ccccees 55% 
BEGGS TPO GERUT BIBNB. 6.csiviesncdeweecscc 45% 

For 50,000 feet or more, additional dis- 
GG nk acevo kata act eeeieaenvi ses 5% 

Clear Lattice, S4S, 4 to 16’ 

100 lin. ft. 
Oe ) artsetindgasei Suse atu h Meese waae ee $0.25 
UN -snschit inca eee plied See Re aR ORR 35 
MT ‘aSsiae turns SUNN Oki ain nc allt ly oat da 25 





CROSS TIES 


St. Louis, Mo., July 27.—The following cross 
tie prices prevail f. o. b. St. Louis: 
Untreated §'th’n 


White ~Southern Heart 

Oak Sap Pine Pine 

No. 5, 7x9”,.8’, 9” face. .$1.15 $0.95 $1.80 
No. 4, 7x8”, 8’, 8” face... 1.05 .85 1.50 
No. 3, 6x8”, 8’, 8” face.. .95 .75 1.28 
No. 2, 6x7”, 8’, 7” face.. .85 .65 1.12 
No. 1, 6x6”, 8’, 6” face.. .75 .55 96 
Red oak and heart cypress ties, 10 cents 


less than white oak; tupelo and gum cross 
ties, 15 cents less than white oak; sap cypress, 
20 cents less than white oak. 

Switch Bridge 





Ties Plank 
Wie GOR ccccccccesccovsere SER $33.00 
OO nandswsscscnecondates Be 30.00 
TUPSIO GRE SUM... ccccevace ee 30.0 
Southern sap pine, untreated— 
ea ern v00% 
WE §63606s00%00s0ee00e0env BO eevee 


59 
NORTHERN HARDWOODS 


Following are prices of northern hardw 
f. o. b., Wausau, Wis.: ome, 


ASH— 
FAS Sel. No.1 No.2 No.3 
4/4 --$ 55.00 $ 45.00 $ 40.00 $ 28.00 $ 16.00 
5/4 ... 60.00 50.00 45.00 33.00 18.00 
6/4 ... 65.00 60.00 50.00 35.00 18.00 
8/4 ... 85.00 75.00 55.00 40.00 18.00 
BircH—— 
4/4 ... 64.00 44.00 34.00 24.00 16.00 
5/4 ... 68.00 48.00 38.00 28.00 17.00 
6/4 ... 72.00 52.00 44.00 30.00 17.00 
SFG see 7.00 62.00 54.00 36.00 18.00 
10/4 ... 90.00 80.00 70.00 55.0 eee0 
12/4 ... 95.00 85.0 75.00 60.00 eece 
16/4 ... 130.00 115.00 100.00 eid nee 
5/8 ... 58.00 39.00 26.00 20.00 omen 
3/4 ... 60.00 42.00 30.00 21.00 ° 
Thin 4/4 60.00 42.00 30.00 


Price of No. 2 and better, 1x4 inch 
wider, 4- and 6-foot lengths, $26. 

For select red, add $10. 

Rough birch, 6- to 16-foot, 1x4 inch, two 
face clear, $60; one and two face clear, $42; 
1x5-inch, two face clear, $60, one and two face 
clear, $42, 

Sort MAPLE— 


and 


4/4... 55.00 40.00 32.00 22.00 16.00 
5/4 ... 62.00 47.00 38.00 27.00 17.00 
6/4 ... 65.00 50.00 40.00 28.00 17.00 
8/4 ... 65.00 50.00 45.00 30.00 18.00 
Sorr ELmM— 
FAS No. 1&sel No. 2 No. 3 
4/4 ... 48.00 3.00 23.00 20.00 
5/4 - 55.00 40.00 26.00 22.00 
6/4 60.00 40.00 26.00 23.00 
8/4 65.00 45.00 32.00 23.00 
Rock ELM— 
4/4 ... 80.00 ane 55.00 25.00 19.00 
5/4 ... 85.00 pala 60.00 30.00 20.00 
6/4 ... 90.00 eae 65.00 30.00 20.00 
8/4 ... 95.00 wn 75.00 38.00 25.00 
10/4 ... 105.00 ee 85.00 52.00 ceain 
12/4 - 115.00 ee 95.00 57.00 30.00 
BAsswooD— 
4/4 . 55.00 45.00 35.00 21.00 16.00 
5/4 - 60.00 50.00 42.00 23.00 18.00 
6/4 - 65.00 55.00 45.00 25.00 18.00 
8/4 ... 70.00 60.00 50.00 26.00 21.00 
10/4 ... 75.00 65.00 55.00 35.00 io‘e 
12/4 ... 80.00 70.00 60.00 40.00 eee 
Keystock, ‘-No.l&better, 4/4, $65; or on 


grades, FAS, $75; No. 1, $55; No. 1&better 4/4, 
$70; or on grades, FAS, $80; No. 1, $60. 

One and two face clear, 6- to .16-foot, 1x4- 
inch or 1x4-5-inch, $50; 1x5-inch, $55. 


4/4... 85.00 65.00 50.00 32.00 14.00 
5/4 ... 90.00 70.00 60.00 38.00 18.00 
6/4 - 105.00 85.00 70.00 40.00 18,00 
8/4 ... 110.00 90.00 75.00 45.00 18.00 
Harp MAPLE— 
| eee 8.00 48.00 36.00 26.00 13.00 
5/4 70.00 50.00 40.00 28.00 16.00 
6-4 . 75.00 55.00 40.00 30.00 16.00 
8/4 ... 175.00 55.00 45.00 32.06 16.00 
10/4 ... 90.00 70.00 60.00 40.00 ste 
12/4 ... 110.00 90.00 80.00 42.00 re 
16/4 150.00 130.00 120.00 ae ache 
HarRD MapPLE RouGH F.LoorRInG STocK— 
No. 1 No.2 No. 3A 
° com. com. com. 
OS SCE A pee rn ee ..$34.00 $24.00 $16.00 
BSG cevecsscccvue coenne See 26.00 18.00 
| SE ee err - ae oe 18.00 
EECH— 
. os No. 2 area er 
4 en yer ne aes ¥ 
3/4 a we iow acne 7 eye ca aaa ice 44.00 
FAS Sel. No. 1 No. 2 No. 3 
re Gense $66.09 $56.00 $46.00 $32.00 $22.00 


Additions for speci:l widths of No. 1 and 
better in all hardwoods, standard pongeas. are: 
8-inch and wider, $10; 10-inch and wider, $20; 
12-inch and wider, $30. 





“OAK FLOORING 


Following are averages of actual earlot 
sales prices of oak flooring, Memphis (Tenn.) 
basis,.as reported to: the Oak Flooring Manu- 
facturers’ Association for business done dur- 
ing the week ended July 18: 


13x24" 33x1%” %x2” %xlh” 


Clr. qtd.-wht....$93.06 $87.75 $54.00 
Clr. qtdz. red.... 71.00 51.00 
Sel. Gta. Wht...s ods 36.00 
Sel. qtd. red.... 48.50 ere Ge 39.00 
Clr. pln. wht.... 60.91 49.78 $51.33 36,94 
Clr. pln. red.... 51.08 48.24 45.86 35.91 
Sel. pln. wht.... 42.91 39.15 $1.52 27.40 
Sel. pln. red.... 40.40 36.80 32.64 29.68 
No. 1 com. wht.. 26.55 22.56 18.74 16.00 
No. 2 com red... 22.78 reas 19.50 17.69 
We.; 3° COM. ce ous 12.86 10.20 ate 6.00 

144x2”"'144x1%” $,x2” -$;x1%” 
Clr, pln. wht... .$58.004 i. $58.00 AF beng 
Cir: pln. red.... ...-| $47.50 50.00 ae ke 
Sel,.. pln, wht.... 44.13 39.73 45.50 Bee 
Sel. pln. red.... 38.22 39.50 40.50 ee 
Ne, 1 eom-wht.... wesc bees 20.00 Sone 
Pee ee Es os eae 8.50 ‘ 
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SALES PRICES OF SOUTHERN HARDWOODS 


Following were average sales prices received for southern hardwoods during the week ended July 21, Chicago basis: 
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4/4 5/4 6/4 8/4 4/4 5/4 6/4 8/4 
FicuRED Rep GumM— TUPELO— 
RN eS i sO 116.00 117.75 ) TAS... 32.75@ 37.75 
nny wioeadsidebad  eceaneacinnes Ps See Oe fe aseervenns aesersisaess 
ns i ae neat a ngGmm aay ota tipnplnn ab cai ais SUERTE, Be SSCL) ee PAO eg pm 
Rep GuM a 63.50@ 77.50 
an ie —< ener on ecm @ = > “AS... A a 
Qtd. FAS .. 63.25@ 84.25 72.75 LS 2) eee a. oe Coe eee abuere esses oe leila 
ye rapt align: 47.00 46.25@ 47.00 49.50@ 53.00 2 Se awe eee Se 48.26 
Pin Fas e360 Mi 0... $9 35 No. NY eR Seay: ie EO Ceeeetees eee Saewe baat 
. WOM TT if e oo gga ecceces No. 1 com... 34.50@ 35.00 31.00@ 36.25 ............ 
ee I SNE TEE se senccccnre sescersevens cane ee DR accc EEE hecativesion senvcsansece 
Sap GuM— u 
Qtd. FAS .. 45.50@ 46.75 43.00@ 55.50 ASH— 
a Se SE BEE Seccekivews ‘ananeeramans 33.00@ 37.00 OT ee 51.00 53.75 56.25 66.75 
Pin. FAS... ; AT.BOO 66.08 iccccccccves No. 1&sel 34.00 35.25 "| Sr etesianes 
No. 1&sel. Ee emg eo ce No. 2 ..... 23.00 24.25 25.25 
No. 2 y . 
a © &@ eoe 20.00UQ 63.00 4U.UU =  j(-==§ eveseeeseese evvesccseser Sorr ELM— 
Sd. for ae ae * “ (geen be@eeeen S88 6ee eC CR Ree eFC ee Ob SES 
Page gassing PTE ir etn inelacn. sebdcaeviil 88.75@ 39.25 ..........., 
‘Qtd. a. 10.08 a ES ke geiehwknaaiiha 28.75@ 29.25 ............ 
qd. F'AS .. we. . . géhbeeCeneeee eabeestonene  hbee ROSE eens J 9 22 7 25 
a i ee uk ebbatthancene 30.50 FOS veces —— Hah EReees = 
a ee 6h d—”—~™C™”~”~C”C ee Maa Bei setae erneaentes COTTON WOOoD— 
TE Te A EA a SS Pere ee ey Oni ae nk a Pin. & wad. 
WHITE Oak— i eis ee 4 Pe. eeoeos. Ga aEa eee faitwediees sue 
ae se = = 8 =66dnaaeRRe Eee <“CNREO SRE aA -“swealeeebaews FAB. seduce i, (0 setae e Rees. RRS Rb. -axwoabre once 
i iy... ST ade Rae coleae 2NRGa aaa ameae <Areteate ce oe as Me, shack... Zeweee SAAS Fee Reha eEK ects (Mew asesnass 
Pin. FAS... 71.25@ 81.00 88.25 Sea CLEAR it te is a, S wscus 29.00 31.00 SEMOD GEE oiviicccccccs, 
No. 1&sel. 43.50@ 47.75 44.50@ 51.765 61.75 = = wuseccceceee ‘ — 
ee y See 48.50 ee i Srcanons . 
No. 2 ... 28.50@ 33.50 34.50@ 42.75 42.75 = = = Liccccccccce Pin. Ds asewawpememe  Skwmmagus sees ro = = = —««C ss hide 
No. 3, fig. 22.50 eee ee eS NO. 1&S8€]... cece cece e es cece eee eens 31.00 
Aa ser MM OR a ee ee WS cued Sateceiatere Seunntonedes ee soeeeceas ae 
Sd. wormy.. 30.50 ———-  ° 4 £s22tucecaueen elena emces de MAGNOLIA— 
Rep OAk— | er Cee 8=—s=# vary iisuuase sxkhencestoas 
NS ee em er eee ere me ay Cee eee Mo. thet... FRI6 $= cvvacscoecces ee —Ckwnwnwtaeak oe 
Oe I, SU en, i el a a) ce ee : 
Pin. FAS... 60.00@ 65.00 67.25@ 78.25 70.25 81.25 PECAN— 
No. 1&sel. 40.50@ 44.00 42.50@ 49.25 52.75@ 59.75 55.00 Re ee eee Pm nae eters ee ee 
on 2... See SEBO SAGO BEATE ccccccecgces? seesveckcens ee a alee Bre ee 00t«C cen gC gem 
i GU I es Re eee ec i MN crue Carma. “ecasig aig wraaeth i EE Ie 





APPALACHIAN WOODS 


Cincinnati, Ohio, July 27.—Average whole- 
sale prices, carloads, Cincinnati base, on Ap- 
palachian “soft texture’ hardwoods: 


PLAIN WHITE OAK— 





4/4 5&6/4 8/4 
are $85@100 $100@115 4100 TS 
No. 1 com.&sel. He 4 50 60 65 70 75 
No. 2 com..... 30 33 38 40 
| SF eo 20 22 24 26 26 28 
Sd. wormy 38 40 55 57 60 62 

PLAIN RED OAK— 
ee. -gauéegnes 66 $2 75 85 90@100 
No, 1 com.&sel. 38 50 52 55 58 62 
fr ere 28 30 36 38 38 40 
No, 3 com..... 20 22 27 30 28@ 30 
CHESTNUT— 
we perevoene 70 75 85@ 90 95@100 
im 2 COM ccee 43 46 54 59 60 65 
| Ss eee 20 21 20 21 20 21 
Sd. wormy & 

No. 2 com... 28@ 31 32@ 35 36@ 38 
No. 1 & btr. sd. 

WONGES scenes 1@ 35 33@ 36 38@ 40 

PoPLAR— 
Panel & No. 

18” & wdr.. 1309135 1e ge ite 150@155 
ie -«<seenxeasa 5@100 105@115 120@130 
Saps & sel.... 60 76 $0@ 90 95@105 
a, fh asseceve . 48 52 55 60 60 65 
No, 2-A -. 33@ 36 Ht 4 43 45 48 
ak ee exewes 24@ 26 28 30 29 31 

MapPLe— 
ie 70 75 38 78 78 80 
No. 1 com.&sel. 45 50 52 55 67 60 
No. 2 com..... 33 36 38@ 41 39 42 





MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of northern hard maple flooring as re- 
ported to the Maple Flooring Manufacturers 
Association, averaged as follows f. o. b. cars 
flooring mill basis during the week ended 


July 25: 

‘ First Second Third 
SE” seoneseveere $55.78 $45.71 $27.29 
ene” w.iveawanten 48.83 wraia hate % 





WEST COAST LOGS 


Everett, Wash., July 25. 





List prices of logs: 


Fir: Olympia and Shelton territory: No. 1, 
$16; No. 2, $12: No. 3, 

In North Sound territory, most camps are 
down, loggers are refusing to meet the 
Olympia territory price, and are holding for 
the following list, but sales prices are ar- 
ranged individually: No. 1, $18; No. 2, $14; 
No. 3, $10. 

Cedar: Shingle logs, $8@10; lumber logs, 
$19@ 20. 

Hemlock is firm: No. 2, $10.50@12.50; No. 
3, $9@11. 

Spruce: No. 1, $20; No. 2, $15; No. 3, $10. 


This Week’s Market Reports 


For Editorial Review of Current Market Conditions See Page 25 


HEMLOCK 


NEW YORK, July 28.—There is little de- 
mand for either western or northern hemock, 
and prices are low for both varieties. Ship- 
ments here are small. 


CHICAGO, July 29.—About 90 percent of 
the northern hemlock sold is going at $11 
off the Broughton list, but there is being 
very little sold in the vicinity of Chicago. 
Western hemlock is in fair demand, distribu- 
ters say. 


BOSTON, MASS., July 28.—Eastern and 
northern hemlock are very dull and prices 
are weak. Tentative quotations by whole- 
salers for boards are: Eastern clipped, $27; 
northern clipped, $26; random, $25. Western 
hemlock also is quiet, but prices are stronger, 
partly due to the strengthening of cargo 
rates. Little is being done with mill ship- 
ment orders, but there is a fair interest in 
transit lots, and some sellers are disposed 
to ask a modest premium for lumber soon to 
arrive. Retail yard stocks generally are very 


~ REDWOOD 


CHICAGO, July 29.—Redwood is in fairly 
good demand in this territory, by the country 
yard and industrial trade, although the city 
yards are still slow about any great amount 


~ "CYPRESS 


NEW YORK, July 28.—Demand for cypress, 
especially tidewater red,;-was somewhat bet- 
ter last week. The railroads are in the 
market for this wood, although in small 
quantities only. Live inquiries have been 
circulated for several large dock projects. 
No improvement in prices is noticeable. 


CINCINNATI, OHIO, July 27.—Little or no 
volume of cypress buying is apparent. Sales 
are very spotty, and prices practically un- 
changed. Some small lots of factory lumber 
are being sold, also small lots of tank cypress 
and finish. Concessions are offered to stimu- 
late sales. Buying by wholesalers is light. 


BALTIMORDB, MD., 
high grade Gulf cypress 





July 27.—Holders of 
have been com- 
pelled to make concessions, but this has not 
brought about any great increase in the de- 


mand while the general run of stocks is 
obliged to adjust itself to the market for 
competitive woods. 


DOUGLAS FIR 


CHICAGO, July 29.—Douglas fir manufac- 
turers are beginning to exercise their powers 
of saying “No,” it is reported, and the 
AMERICAN LUMBERMAN this week learned of 
instances in which the order-refusal mail 
was quite heavy. In this, as in other species, 
some of the stories of prices offered—deliv- 
ered prices lower than the average mill would 
accept at the mill—indicate that buyers 
sometimes have little knowledge (or hope 
the mill men have little knowledge) of the 
cost of producing lumber. 


NEW YORK, July 28.—Shipments into this 
area continue strong, without any encour- 
agement on the part of the yards or indus- 
trial buyers. Prices are unsatisfactory. The 
intercoastal shipping companies are meeting 
regularly with the intention of starting an- 
other conference. However, this can have 
little effect on the lumber industry, as ship- 
ping rates are steadily rising. No quotations 
for October have yet been heard of, but it 
is not unlikely that an $11 rate will pre- 
vail for part of that month. 


BALTIMORE, MD., July 27.—Users of fir 
manifest a disposition to go slow in placing 


orders. The offerings of fir are still quite 
ample despite the curtailment of produc- 
tion. Sellers of fir contend that they manage 


to land business even with prices against 
them, but price cutting continues to be one 
of the difficulties under which the whole 
trade labors. 


KANSAS CITY, MO., July 28.—Interest in 
Douglas fir has dwindled, but occasional 
mixed cars for immediate shipment are sold 
to retail yards. Inquiry is light. There is 
virtually no industrial demand. 


EASTERN SPRUCE 


NEW YORK, July 28.—While there is 
some increase in inquiries for eastern spruce, 
sales are no larger. There is a good deal of 
high grade stock on hand in the various 
yards of this area, which is offered at the 
buyer’s price, and it may take some time 
for enough of this lumber to be absorbed to 
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allow the market to regain strength. Each 
further shipment from the mills increases 
the unsteadiness of prices. 


BOSTON, MASS., July 28.—The eastern 
spruce market is quiet and weak. The base 
price for an ordinary frame schedule seldom 
exceeds $35, and for yard dimension quota- 
tions vary. Some eager sellers will shade 
$25 for seantling. Top for clipped boards is 
now $29, and for ordinary covering boards, 
$25. Lath are $4.75 for 1%-inch, and $3.50 
for 1%-inch. 


HARDWOODS 


CHICAGO, July 29.—A fairly steady vol- 
ume of hardwood sales continues, as has 
been the general trend, with the total made 
up of a large number of small orders. The 
price situation is still hectic and uncertain, 
however, and there are orders going the 
rounds hopefully, trying to beat down the 
resistance of some mill and force the price 
still lower. One such buyer, a large and 
powerful concern, seeks insultingly low 
prices and offers the size of the order and 
the credit integrity as bait, but the mills 
have minimum prices even now, it is ap- 
parent. 


NEW YORK, July 28.—Hardwood business 
was in considerable volume last week, but 
prices are unsteady. The first line to show 
any tendency to strength is high grade white 
oak, which has become somewhat scarce and 
is in good demand. Exporters are still hold- 
ing off from accepting European orders, and, 
possibly as a result, inquiry from abroad has 
lessened somewhat. The outlook for gum 
is good, as the furniture retailers are re- 


stocking, and should soon deplete factory 
stocks. Maple flooring for inexpensive 
apartment houses in the cutlying districts 


of the city is in demand to some extent. 


CINCINNATI, OHIO, July 27.—Low prices 
of top and medium grades of sap and red 
gum are resulting in purchases of consider- 
able quantities by body builders and furni- 
ture factories. Both gum and oak squares 
are coming into better demand for automo- 
bile making and _ prices are improving 
slightly. Export trade in southern hard- 
woods is showing some improvement, though 
prices are far from satisfactory. 


BALTIMORE, MD., July 27.—The action of 
the mills in curtailing output is beginning to 
show results, with stocks in West Virginia 
and elsewhere becoming scarcer, and with 
quotations, at least for some of the export 
items, being marked up. Information about 
the business abroad is of a more encouraging 
nature, and there are those who anticipate 
a pick-up in the domestic requirements be- 


fore long, which may raise the quotations 
materially. 


SOUTHERN PINE 


CHICAGO, July 29.—The volume of south- 
ern pine sales is holding up fairly well, but 
the prices remain low, except that in many 
quarters a scarcity of some items is causing 
some difficulty in placing orders and in these 
cases there is a firming up of prices. Inch 
Nos. 2 and 3, 6-, 8- and 10-inch, are among 
these items and have advanced in price from 
50 cents to $1, with the majority demanding 
closer to $1 than 50 cents. 


NEW YORK, July 28.—There have been a 
g00d many more inquiries for southern pine, 
and slightly more actual business. Prices 
have ceased to decline, the market being 
Steadier. It is believed that the railroads may 
get an increase in rates from some produc- 
ing regions to some consumption pofnts, but 
Southern pine receivers think that the rate 
from mills on both sides of the Mississippi 
to here would not be increased, and might 
be lowered, while an increase on commodities 
other than lumber would bring the lines 
back into lumber market. Wholesalers are 
having some difficulty in finding desirable 
mixtures, so are competing more actively for 


Suitable cars, but sellers are eager for 
orders. 


BOSTON, MASS., July 28.—The southern 
Pine market is dull. The comparatively few 
inquiries are invariably for unimportant 
quantities. Retailers are content to let their 
Stocks run down more or less during the 
Slack midsummer season. Prices show an 
easy tone and some concessions are offered. 
B&better 11/16-inch partition can be had at 
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$38, and $40.50 is about top. 


Low range for 


1x4-inch shortleaf flooring and high for 
longleaf: Bé&better rift, $64@75; C rift, 
$51@56; B&better flat, $38@40. For 8-inch 


air dried 
$21 @ 21.50. 


BALTIMORE, MD., July 27.—Longleaf pine 
manages to maintain a position of relative 
independence when it comes to demand. 
Most yards deem it good policy to maintain 
assortments of longleaf, and trade is held 
in the face of price differences favorable to 
competitive stocks. North Carolina pine dis- 
tributors here are unable to note any im- 
provement of consequence either in demand 
or range of values. Consumers limit their 
orders to the smallest possible proportions, 
and are enabled to place orders on a very 
low basis. So far, curtailment of produc- 
tion has not brought any tightening in the 
selections. 


KANSAS CITY, MO., July 28.—Yard items 
meet with little interest, except in mixed 
cars. Due to scarcity of Nos. 2 and 3 boards 
at most mills, there is some difficulty in 
filling orders calling for these items. Indus- 
trial sales are largely to box factories, and 
such trade is desultory. There was a show 
of strength in heavy timbers, construction 
work having increased in this district. 


WESTERN PINES 


CHICAGO, July 29.—A somewhat greater 
volume of Pondosa pine in this and recent 
weeks was reported by local distributers. 
Shop and D Select are somewhat firmer than 
a month ago, but some weakness is evident 
in No. 2 and No. 3 boards. 


roofers the current range is 








NEW YORK, July 28.—The representatives 
of the very largest manufacturers of western 
pines all report that there is insufficient 
volume of sales here to justify shipments. 
However, it is noticed that the representa- 
tives of the smaller companies, as well as 
the wholesalers, are not complaining about 
the difficulty of finding orders. Prices are 
extremely soft and there is not much fresh 
inquiry. 





KANSAS CITY, MO., July 28.—Yard buying 
is mostly in mixed cars. Industrial demand 
is scanty, and only a little inquiry is coming 
in from railroads, although rumor has it 
that there will be more buying for railroad 
accounts early in August. 


BOXBOARDS 


BOSTON, MASS., July 28.—There is very 
little new business in boxboards, and buyers 
are inclined to be very dilatory about taking 
shipments on old contracts. Competition 
among box makers is keen and prices to con- 
sumers are based largely on current bargains 
in boxboards. Round edge white pine inch 
boxboards, log run, are $20@22. 


CLAPBOARDS 


BOSTON, MASS., July 28.—Clapboard sellers 
are inclined to be conciliatory, but their 
urgency for orders is not stimulating busi- 
ness. Retailers are carrying light stocks. 
Current offerings of eastern spruce and 
native white pine clapboards are so light 
that lists are well maintained, bargain offer- 
ings being mostly confined to stock from the 
West Coast. There are chances to pick up 
red cedar clapboards pretty cheap. 





Trouble and Litigation 


ABERDEEN, WASH., July 25.—The Ward- 
Sargent Timber Co., of Aberdeen, on July 22, 
applied for a receiver, stating that the com- 
pany’s indebtedness amounts to many thou- 
sand dollars and is greatly in excess of its 
assets, which consist chiefly of a logging 
outfit on South Bay. The camps of this com- 
pany have been idle for some time. M. q 
Ward of the company is now with a ship- 
building company in Seattle, and R. C. Sar- 
gent is managing a golf course near Marys- 
ville. Ripley of the Grays Harbor 
National Bank was appointed receiver. 


MACON, GA., July 28.—Voluntary proceed- 
ings in bankruptcy were started by William E. 
James, lumberman. Mr. James has listed his 
liabilities as $21,915, with no assets. 


NORTH TONAWANDA, N. Y., July 28.—A 
meeting of the creditors of W. G. Palmer 
(Inc.) was held here last week and a com- 
mittee of five lumbermen was appointed to 
advise with the receivers relative to continu- 
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ing the business. Assets are listed at $551,- 
380.55, of which about $365,000 covers real 


estate, buildings and machinery. Liabilities 
are $103,945.46 and include merchandise 
claims of $37,143.06. 

GARDNER, MASS., July 28.—The Aker 


Lumber Co., operating a retail yard here, 
has been petitioned into bankruptcy. Lia- 
bilities are listed at $16,300 and assets are 
stated to be worth $15,321. 


KAUKAUNA, WIS., July 27.—Peter Renn, 
of Kaukauna, has been appointed receiver 
for the Fox River Veneer & Basket Co., of 
this city. Plea for the appointment of a 
receiver was brought by W. C. Sullivan, of 
Kaukauna, and appointment was made by 
Judge Edgar V. Werner in circuit court at 
Appleton. Creditors may file claims up to 
Jan. 21, 1932, and a hearing on the claims 
will be held Jan. 28, 1932. Total indebted- 
ness is placed at approximately $13,000. 





News Letters 


(Continued from Page 55) 


secure a relief fund of $500,000 to provide 
work to give men jobs during the fall and 
winter months. 


Laurel, Miss. 


July 27.—A number of the hardwood mills 
are curtailing voluntarily. The incessant 
rains of the last few weeks will undoubtedly 
have a serious effect upon the smaller mills, 
bringing about shutdowns in many instances. 
The demand for southern pine from the do- 
mestic trade is exceedingly light, and little 
inquiry is noted. Export demand is only 


New York, N.Y. 


July 28—Lumber prices continued unsettled 
here last week, with supply in excess of 
demand. There was less hesitancy on the 
part of wholesalers and representatives in 
selling at any price. Demand in this market 
is mostly for mixed carload lots. Buyers 
have become tremendously particular as to 
the makeup of these cars, and will only buy 
exactly what they want. They have had 
little difficulty in having their demands met. 

Transportation rates were in the limelight. 
Intercoastal space for September at $10.50 
was rumored to be pretty well sold up. An- 
nouncement of an October rate is awaited, 
and appearances indicate an $11 rate. There 
has been no increase in the price of West 
Coast woods here since July shipments were 
being brought in at $9. 

A compromise between the railroads and 
the Interstate Commerce Commission over 
rates to this point has been expected. It 
was learned that there will probably be no 
increase in lumber rates between any of the 
mill centers and the terminals serving this 
city; in fact it is possible that these rates 
will be reduced, and the reduction offset by 
an increase in rates on other commodities. 
Lumber stocks of railroads are low, and any 
sign of prosperity may cause them to re- 
plenish them at the present low prices. 

Transatlantic steamship lines have not 
achieved the unity of the intercoastal com- 
panies and are undecided as to rates. There 
was a decrease in the amount of lumber 
cleared for Europe during the week. 


Kansas City, Mo. 


July 28—Despite low prices on nearly 
every item, demand failed to show any 
strength last week, and volume was ex- 
tremely small. Scattered lots were sold to 
yards in agricultural districts, but total sales 
to yards were not of consequence. Mixed 
ears constituted the general run of business, 
and some difficulty was experienced in filling 
orders, since mill stocks are badly broken, 
because of curtailment. Further curtailment 
would entail an almost complete shutdown, 
so buyers have little to fear in this respect. 

Railroad buying was at a standstill last 
week, except for occasional small purchases 
of southern pine. Industrials were hardly 
in the market at all, in spite of very attrac- 
tive prices. Demand from flooring plants 
was quite active, and they reported an in- 
crease in demand from the building trades. 
Furniture manufacturers were interested in 
hardwoods and purchased limited amounts 
for immediate shipment, and some round 
Motor car 











lots for more future delivery. 
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body builders inquired regarding some 
modest amounts, but, as far as could be de- 
termined, no sales were made. 


Portland, Ore. 


July 25 The fir market showed no change 
during the week with China, Japan, the west 


coast of South America and Africa buying in 
a small way. The spruce market is reported 
in much the same position as fir. The In- 


market showed increased 
week. 


fairly demand, 


land Empire pine 
activity during the 

Hemlock logs are in 
and it is understood that the Tidewater Log- 
ging Co., operating some miles back of As- 
toria, will put a couple hundred men to work 


good 


Aug. 1 getting out logs of this specie. The 
new hemlock mill built at Warrenton by 
Charles Miller and associates will probably 
begin cutting lumber the first of next month. 





TRANSPORTATION 


Dates for Hearings on Proposed 
Rate Increases 











WASHINGTON, D. C., July 27 The lumber 
industry and other industries and interests 
opposed to the proposed 15 percent general 


will have an 
evidence at a 


freight 
present 


increase in 
tunity to 


rates 
their 


oppor- 


series 


of hearings to be held during August. The 
first hearing is scheduled to be held at the 
offices of the commission in Washington Aug. 
10. On Aug. 17 a hearing will be held at 
the Hotel St. Francis, San Francisco. On 
Aug. 31 a hearing is scheduled at the Sher- 





man Hotel, Chicago 

Other dates set are as follows Portland, 
Me., Chamber of Commerce, Aug. 4: Portland, 
Ore., Multnomah County Court House, Aug 
12; Atlanta, Ga., Hotel Atlanta-Biltmore, 
Aug. 17; Dallas, Tex., Hotel Baker, Aug. 21; 
Salt Lake City, U. 8S. Court House, Aug. 24; 
Kansas City, Mo., Athletic Club, Aug. 26 

It is expected that the Eastern interests, 
except New England, will present their evi- 
dence at the Washington hearing scheduled 
for Aug. 10 

Printed briefs must be filed within ten 
days after the close of the final hearing 

Between Aug. 17 and 31 hearings will be 
held in Portland, Ore New England, Kan- 
sas City, Dallas, Salt Lake City and Atlanta. 

In announcing the advance in the date for 
further hearings, originally set for Aug. 31, 
the commission sounded a warning that re- 
quests for time have already exceeded prac- 
ticable limits Interested parties are urged 
to present evidence as concisely as possible, 
using exhibits to curtail oral testimony. The 
commission's examiners are analyzing the re- 
quests for time and will endeavor to aid in 
arranging for the orderly presentation of 
testimony and the avoidance of cumulative 
evidence. 

The commission likewise announced that 


evidence will not be received regarding 


treatment of individual railroads or minor 
groups of railroads and the level of railroad 
wages 

“Evidence relating to the method or meth- 
ods of increasing rates, if an increase should 
be granted,” said the commission, “should be 
confined as far as possible to typical illus- 
trations. The same applies to evidence tend- 
ing to show the effect of higher rates upon 


shipper and carrier 


“Oral argument will be had before the 
commission at Washington about ten days 
after the close of the hearings, -the exact 
time to be announced later.” 

The continued co-operation of all State 


commissions is requested. 





Week's Loadings of Revenue Freight 


A report of the car service division of the 
American Railway Association shows that 
the revenue freight loadings for the week 
ended July 18, 1931, totaled 757,555 cars, as 
follows Forest products, 27,891 cars (an 
increase of 1,72 cars over the preceding 
week); grain, 60,127 cars; livestock, 19,710 
cars; coal, 109,144 cars; coke, 4,548 cars; ore, 
36,900. cars; merchandise, 213,294 cars, and 
miscellaneous, 285,941 cars. The total load- 
ings during the week ended July 18 show a 
decrease of 6,026 cars below the preceding 


week, 
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BUSINESS CHANGES, INCORPORATIONS, ETC. 








Casualties 


ALABAMA, Vredenburg—Vredenburg Saw Mill 
Co plant damaged by fire with loss of. about 
$75,000. 


ARKANSAS. Camden—M. V. togers, loss by 
fire in sawmill, $2,000; four kilns damaged 


Sheridan—Anthony Bros., loss by fire in sawmill 
engine room, $750. 

IDAHO Gibbs—Winton Lumber Co., loss by 
fire, $75,000; upper mill yard and 2,000,000 feet of 
lumber destroyed, 

ILLINOIS. Greenville—John Breuchaud, loss by 
fire in lumber and building material yard, $1,000. 

IOWA Nashua—Bellamy Lumber & Coal Co., 
loss by fire, $3,000. 


MINNESOTA 
& Wrecking Co., 
MONTANA, 


Minneapolis—American Lumber 


loss by fire, $50,000. 
Pillar— Midland 


Pompeys Coal & 


Lumber Co., loss by fire, $50,000 

OHIO, Dayton—Becher Lumber Co., loss by 
fire, $5,000. 

Girard—Western Reserve Lumber Co., loss by 
fire, $50,000; 35 piles of lumber, sheds, planing 
mill, two trucks destroyed. Plant will be rebuilt 


at once, 


togers, 


according to announcement by C. H. 


manager, 


UTAH Ogden—Belnap Lumber Co. and Smoot 
Lumber Co, suffered heavy fire losses, the greater 
part of the stock of both yards being destroyed. 

WASHINGTON Amboy Frank Thomas, loss 


by fire. in sawmill; machinery damaged. 


New Mills and Equipment 


ARKANSAS. Little Rock Hudson-Dugeger 
Heading Factory, which was destroyed by fire last 
January, has been rebuilt and opened. The re- 
built plant represents an investment of $250,000 
and will employ about 300 men All electric power. 

Van Buren—Mack Morris, of Jackson, Tenn., has 
completed construction of a finishing plant and 
stave mill here to employ between 15 and 25 men. 
Capacity 10,000 staves daily; I. P. Jones, manager. 

FLORIDA. Tampa—Evans Products Co. (Ed- 


ward 8. Evans, president, 33rd floor, Union Trust 
Bidg., Detroit, Mich.) reported plans establishing 
plant near here to cost about $750,000; will pro- 
duce 10,000,000 citrus crates yearly; plans begin- 
ning operations about Oct. 1, with daily output 
of 1,800 cases. 

GEORGIA. Valdosta—J. N. Bray Lumber Co 


has rebuilt the planing mill recently destroyed by 
fire, and installed new machinery. 

NORTH CAROLINA. Asheboro—Cranford Chair 
Co. erecting 2-story addition, 60x197 ft. 

Lexington—United Furniture Co. has let con- 
tract for 2-story and basement addition, 75x250 ft. 

Statesville—Statesville Chair Co. has added new 
machinery and equipment and completed a new 
office building. 

TEXAS, Port Arthur—Port Arthur Planing Mill 
(o. proposes the erection of a 2-story plant, 
100x100 ft on Lake Shore Drive and Canal St.; 
ost, $50,000, 

. 
Business Changes 

ARKANSAS Hope—Hope Lumber Co.'s mill, 
which was recently bought at a receivers sale hv 
R. G. McRae, has been sold to J. L. Williams & 
Sons, well known mill operators of Sheridan. The 
present plant will be remodeled and enlarged. 

CALIFORNIA. Atascadero Atascadero De- 
velopment Syndicate succeeded by Atascadera’ Mill 


& Lumber 
Azusa—E., 
Lumber Co. 


Co. 


Williams succeeded by E. Williams 


Los Gatos—R. R. Bell Co., building supplies, pur- 
chased by W. Lloyd Conover, lumberman, 

GEORGIA. Tennile—The Tennille Mfg Co., 
owning sawmills, planer and lath mills, has dis- 
continued operations. E. S. Oviatte, manager. 

ILLINOIS Aroma Park—H. H. Troup & Co. 
s6ld local yard to Bert Fowler, formerly manager. 

KANSAS Coffeyville—Ferguson Lumber Co. 
sold to T. J. Gilstrap, who will continue the busi- 
ness under name of T. J. Gilstrap Lumber Co. 

MARYLAND. Baltimore—Henry D. Louis, box 
and shook manufacturer, has discontinued busi- 
ness and all‘ assets, machinery and good will have 
been taken over by H. D. Dreyer & Co. (Inc.). 

MASSACHUSETTS. soston—New England Wood 
Preserving Co. succeeded by Century Wood Pre- 
serving Co. No change in ownership. 

MICHIGAN Reed City—Michigan Wood Pre- 
serving Co. changing name to Century Wood Pre- 
serving Co. 

MINNESOTA. Minneapolis—D. F. Clark & Sons 


Corporation organized to succeed the Osvdorne & 
Clark Lumber Co. at. 34 3th Ave., N. E.; incor- 
porated with capital of $100,000. 

NEW HAMPSHIRE. Nashua—Néw England 
Wood Preserving Co. now operating as Century 
Wood Preserving Co 

NEW MEXICO. Albuquerque—Pioneer Shingle 
& Roofing Co. has leased the old plant of the 
Acme Lumber Co., 10006 North Second St., and 
will soon occupy it. 

NEW YORK, Richland—Richland Basket Co. 
sold at public auction to Cyrus F. Clark, of Can- 


ton, N. Y., 
hardwood 
County. 


OKLAHOMA. 


acres of 
in Lewis 


who also 
timber owned by 


purchased 4,809 
the company 
Marlow—Chickasaw 


Lumber Co, 











succeeded by William Cameron & Co. and. stock 
will be moved to Cameron yard at 116 Main St, 
OREGON, Enterprise 
real estate and equipment sold by U. S. district 
court to Leo J. Hanley for $5,000, 
Portland—Firland Lumber Co, discontinues offices 
in Portland and will maintain headquarters jp 
Reedsport. 
TEXAS. Edinburg—Ohlenbusch 
succeeded by J. F. Grant. 
Grapeland—Walling Lumber & 
succeeded by M. D. Murchison & 
Kirkland—Kirkland Supply Co. 
business to Kirkland Lumber Co. 
WASHINGTON. A%verdeen 
Logging Co., operating in eastern part of Grays 
Harbor County, has filed notice asking that the 
company be dissolved and disincorporated, 
WYOMING. 
H, E. Grothe 


Enterprise Logging (Cp 


Lumber (€o 


Construction Co, 
Sons. 


sold lumber 


Workman Creek 


Laramie Lumber Co. 


& Son, 


Day sold to 


Incorporations 


ARKANSAS. Little Roek—The 
a Delaware corporation, engaged in 
ture of wood products, has filed qualifying papers 
to do business in Arkansas, and will maintain a 
branch office at Benton with N. A. McDaniel as 
agent, 

FLORIDA. 
corporated; 

LOUISIANA, 


Owosso Mfg. Co, 
the manufac- 


Jacksonville—-Coney 
capital, $25,000. 


New 


Lumber Co., in- 


Orleans——W iegand-Marion- 


neaux Lumber Co., incorporated: capital, $15,000 
address Geo. E. Wiegand, 1816 Milan St. 
NEW JERSEY. Maplewood—bB. M. K. Co., in. 


corporated., 

NEW YORK, New York 
& Millwork Corporation, capital, 
merchant, sawmill operator. Manuel 


White Pine 


$10,000; 


Lumber 
timber 
Greenfield, 


1627 66th St., Brooklyn. 

New York—Coughlin Lumber Co., incorporated 
capital, 100 shares no par; Isidor Schlanger, 242 
BE. 86th St., New York City. 

New York—Better Build Lumber Co., incorpo- 
rated: capital, $100,000; Aaron Katz, 50 E. 42nd 
St., New York City. 

NORTH CAROLINA. Gastonia W hitesides 
Lumber Co., incorporated: capital, $100,000; to 
manufacture and market timber and lumber pro- 
ducts: M. J. West interested. 

OREGON. Astoria Callender-Wood Logging 


Co., incorporated; $10,000; H. M. Callen- 
der interested. 
Coquille—Oregon 


rated. 


capital, 


Shingle & Shake Co., incorpo- 


Corvallis—West Coast Novelty Box Co., incor- 
porated; capital, $10,000; O. W. Hancock inter 
ested. 

SOUTH DAKOTA Sisseton—B. Peterson Lum- 
ber Co., incorporated. 

WASHINGTON. Port Angeles—Hoko Logging 
Co., incorporated; capital, $5,000; Fred Owens in- 


terested. 

Seattle—Western Cedar Bolt Co., incorporated 
capital, $1,200; to manufacture cedar bolts and 
shingles; F. E. Hayward interested. 


WEST VIRGINIA. Summersville — Summers- 
ville Lumber Co., incorporated: capital, $25,000; 
F. W. Plumley, Barnesville, Ohio, interested 

WISCONSIN. Superior—Hemlock Land Co., in- 
corporated; 2,000 shares no par: logging and lum- 
bering, mining etc.; J. Gartley interested. 

New Ventures 

ARKANSAS. Crossett—Crosett Lumber Co. has 
opened a new chemical plant with capacity of 2) 
ears of charcoal per week, 1,000 gallons of wood 
aleohol and 750 gallons of acetic acid per day, 
using 80 cords of wood, waste products from the 
company’s sawmill. i, Wilson is plant super- 
intendent. 

CALIFORNIA. Lynwood—Linn Lumber Co. has 
opened a retail yard at 3191 Fernwood Ave. Fred 
B. Linn and Asa E. Fickling are owners. 

San Frrancisco—The Vancouver Plywood Co. has 
engaged in business at 24 California St. 

GEORGIA. Warrenton—Thomson Builders Sup- 
ply Co. will open a yard. 

IDAHO. Starkey—Krauter & Ladwig Lumber 
Co. has opened its sawmill at Strawberry, near 
here. 


MASSACHUSETTS. Boston—MecDonald & Keough 


have opened a retail lumber business at Dorches- 
ter Ave. and Freeport. 
MINNESOTA. St. Louis Park—Canfield Dietrick 


Lumber Co. will open a lumber business; incorpo- 
rated with capital of $75,000. 

NEW YORK. Watertown—Watertown Builders 
Supply Co., formerly the S. W. Johnson Co., re 
cently was organized by H. J. Wright in conjunc- 


tion with S. W. Johnson, 217 High St. 
OREGON. Portland—D. J. Ballantyne has 
started business as commission lumber buyer at 


300 S. Broadway. 


Portland—Mads Maidson has engaged in the 
woodworking business at 107 W. John St. 
TEXAS. Dallas—A. R. Cotton has started 4 
commission lumber business at 2944 McKinney 
Ave. 

Falfurrias—Lynch Davidson Lumber Co. has 


opened a lumber yard. 
WASHINGTON. Longview—The Central Mill 
Works has opened in the woodworking business. 
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J. W. GLADWELL, aged 55, of Buckhan- 
non, W. Va., died from injuries suffered when 


he was caught under an overturned truck, 
Mr. Gladwell, who was superintendent of. the 
planing mill of the Ely-Thomas Lumber Co., 
was riding on top of the truck which was 
joaded With new equipment for a new mill 
the company is erecting at Persinger, in 
Nicholas County. _ In endeavoring to pass 
road building equipment the driver of the 
truck turned into the side of the road and 
upset, pinning Mr. Gladwell beneath the load. 
He died within an hour at Richwood hospital. 


JOHN MacMARTIN, of Jackson, Minn., a 
retail lumberman for nearly fifty years, died 
at his home in Jackson on June 28 at the age 
of 89. Death was due to the infirmities of 
age. Mr. MacMartin was born at Ormstown, 
Que., and when a young man went to Fari- 
pault, Minn., later settling in Dodge County, 
Minnesota. He engaged in the retail lumber 
pusiness first at Claremont, Minn., with Laird, 
Norton & Co., and later went with Nelson, 
Tenny & Co., at Clear Lake, Iowa. For over 
thirty years .he was with the C. L. Colman 
Lumber Co, at Jackson, Minn. Mr. MacMar- 
tin-leaves one son, E. S. MacMartin, who 
owns a lumber and coal business at Pilot 
Rock, Ore., and three daughters: Elizabeth, of 
Jackson; Mrs. C. H. Easton, of Garner, Iowa, 
and Mrs. T. H. Harmon, of Pikeville, Ky. 
3urial took place at Clear Lake, Iowa, under 
Masonic auspices. 


ROBERT T. YOUNG, 65 years old, for 
many years prominently identified with the 
sawmill and timber business in Pope and Yell 
counties, Arkansas, died at his home in Rus- 
sellville, Ark., after a lingering illness. 


GEORGE LEROY FREEMAN, one of the 
pioneer lumbermen of Toledo, Ohio, died on 
July 25 after a long and lingering illness. 
While he was Chairman of the board of the 
Kelsey & Freeman Lumber Co., of Toledo, he 
had not been active in the management of the 
company for the last four years. Mr. Free- 
man was born May 18, 1859, in Toledo. His 
first experience in the lumber business was 
with Barbour & Starr with whom he remained 
from 1879 until 1886, when he joined with H. 
Reeve Kelsey in forming the firm of Kelsey 
& Freeman, succeeding Kelsey, Lawton & Co., 
one of the oldest lumber firms in Ohio. Be- 
sides his widow, Mary J. Freeman, he is sur- 
vived by one son, George Freeman, and a 
daughter, Mrs. Henry McKisson, also several 
grandchildren, 


HENRY HOCKEN, widely known in the 
lumber business in eastern Canada for many 
years, died at his home in Toronto on July 22, 
four days after his 92nd birthday. Mr. 
Hocken was born in Cornwall, England, and 
went to Canada with his parents when he 
was 10 years of age. The family settled in 
Bowmanville, Ont., where Mr. Hocken con- 
tinued to live for 58 years. He then moved 
to Port Perry, Ont., and ten years ago, when 
he retired from active business, he moved tu 
Toronto. Mr. Hocken entered _the lumber 
business as a young man. During the last 
thirty years he was connected with the 
Hocken Lumber Co., with head offices in To- 
ronto and mills in the Parry Sound district 
and at West River in the Sudbury district. 
During his active years, Mr. Hocken was inti- 
mately connected with the work of the Meth- 
odist Church. He is survived by four sons: 
Norman, of Parry Sound and Toronto, who is 
engaged in the iumber business; Harold, of 
Espanola; Henry, of Toronto, and Wallace of 
St. Catharines; and two daughters, Mrs. Har- 
old Pollard of Bowmanville, and Miss Sybil 
Hocken of Toronto. 


ROBERT N. PARRETT, retired lumber 
manufacturer, who was well and favorably 
known throughout southern Indiana, southern 
Illinois and western and northern Kentucky, 
is dead at his home at Princeton, Ind., the 
cause of death being pneumonia. He had 
been sick but a few days. Burial was in 
Maple Hill cemetery at Princeton. Mr. Par- 
rett was born in Evansville on Dec. 3, 1849, 
and Was 81 years old at the time of his death. 
Early in life he embarked in the sawmill and 
lumber business at Patoka, Ind., a few miles 
horth of Princeton, and continued in that 
business in the same location for over 30 
Logs in those days were rafted down 
the | Patoka River and timber in southern 
Indiana was plentiful. Mr. Parrett. was- a 
member of the Methodist Episcopal church at 
Princeton and for years took a leading part 
M civie affairs. He is survived by the widow, 
one brother and two sisters. 


yLUCIUS PALMER DOLLIFF, a resident of 
Minneapolis, Minn., since 1884 and president 
of the L. P. Dolliff Lumber Co., of that city, 


one of the largest in the Northwest, died 
July 25 at his home, 4546 Fremont Avenue, 
South, Minneapolis. He was 78 years old, 
Born in Oldtown, Maine, Mr. Dolliff went to 
Minneapolis as an early lumber dealer. He 
was a Mason and a member of Lynnhurst 
Lodge No. 317, A. F. & A. M. Surviving are 
his widow, Mary Gould Dolliff, two sons, Al- 


fred C. Dolliff, Redwood Fails, Minn., and 
Thaddeus G. Dolliff, Minneapolis, and a 
daughter, Mrs. M. W. Boelter, Minneapolis, 


six grandchildren and two great-grand chil- 
dren. 


FREDERICK EDWARD NEALE, widely 
known among the lumber trade of the Mari- 
time Provinces and Great Britain, died re- 
cently at his home in Toronto, Ont. Al- 
though Mr. Neale had lived in Toronto for 
the past five years, he had spent most of his 
life as a resident of Chatham, N. B., where 
he was engaged in the business of exporting 
timber and lumber to the old country, repre- 
senting the Foy Morgan Co.,. of London, 
England. Mr. Neale was born in Leicester- 
shire, England, 64 years ago and went to 
Canada as a young man. He settled in Chat- 
ham and married Miss Clara M. Blair, daugh- 
ter of the late George H. Blair of Chatham. 
For many years he served as both Norwegian 
and Danish consul, and previous to the war 
was also German consul. Six years ago he 
was decorated with the Order of St. Olaf by 
the King of Norway in appreciation of his 
services. . After moving to Toronto, in 1926, 
he continued to conduct his business in 
Chatham. He was the father of the late 
Blair Neale, who died in New York a year 
and a half ago, and who was well known in 
musical circles as an accompanist of Edward 
Johnson, the famous Canadian tenor. Mr. 
Neale was a prominent churchman, having 
served for many years as warden in St. Paul’s 
Anglican Church, Chatham, N. B. He is sur- 
vived by his wife, and one daughter, Mrs. 
Arthur Bruce of Toronto. 





GHDORGB A. BOECKLING, 69 years old, 
president of the G. A. Boeckling. Co., which 
owns and operates Cedar Point, Ohio, and a 
former prominent lumber dealer died Friday, 
July 24, at his home in Sandusky, Ohio, fol- 
lowing a long illness. Born in Michigan City, 
Ind., Feb. 2, 1862, Mr. Boeckling was engaged 
in the lumber business in his native state 
before becoming identified with the Cedar 
Point development about 34 years ago. Be- 
tween the ages of 25 and 35 he was engaged 
in the wholesale lumber business individually, 
establishing several lumber yards in Indiana 
and building many houses in Indianapolis 
that were sold on monthly payments. It was 
said that once durirg the “gas beom” -he 
built a whole town. About the time of the 
panic in ’93 he was director of a bank and at 
the head of several corporations, all of which 
weathered the financial storm. After going 
to Ohio in 1897 Mr. Boeckling personally su- 
pervised the building of the famous Cedar 
Point resort. The last major building opera- 
tions were in 1914 when the residential sec- 
tion was completed. Previously he super- 
vised the construction of the famous Breakers 
Hotel and the Coliseum. Practically all the 
building at the resort was done under his 
personal supervision. Three brothers and 
three sisters survive. 





THOMAS TULLY, aged 77, identified with 
the lumber industry in the Pacific Northwest 
for many years, died at his home in Seattle, 
Wash., on July 17. Mr. Tully lived in Ta- 
coma for about 40 years and for the last ten 
years had lived in Seattle. He was a native 
of Vermont, but went to the West coast as a 
youth, and for many years engaged in lumber 
manufacturing there. Surviving relatives in- 
clude, his daughter, Irene Tully, of Seattle, 
and two stepdaughters, Sister M. Delores, of 
Aquinas academy, Tacoma, and Mrs. George 
W. Gilbert, Olympia. Requiem masS was 
celebrated at St. Joseph’s church, Seattle, for 
the deceased and interment was in Tacoma 
beside the body of his wife, who before her 
marriage was Miss Hannah Murphy, member 
of a pioneer Tacoma family. Mrs. Tully died 
13 months ago. 


FRANK MORRISON, for many years a 
large Jumber operator in Warren and McKean 
counties, Pennsylvania, died at his home in 
Warren, Pa., on July 25, aged 78. He was born 
in McKean County and in early life operated 
a sawmill on Kinzua Creek, shipping his 
lumber on rafts down the Allegheny to Pitts- 
burgh and Ohio River markets. In 1902 he 
incorporated the Warren Veneer & Panel Co. 
He was_ interested in the oil business and 
was a director of the First National Bank. 
Surviving are three sons, Earl R., James- 
town, N. Y.; R. Z. and Henry J., Warren, Pa., 
= a daughter, Mrs. Ethel Erickson, York, 

a. 














f How to Figure Costs for Advertising ] 
In Classified Department 


For two consecutive weeks......55 cents a line 
For three consecutive weeks.....75 cents a line! 
For four consecutive weeks...... 90 cents a line 
For thirteen consecutive weeks..... $2.70 a line 








For twenty-six consecutive weeks. .$5.40 a line 
For fifty-two consecutive weeks. ..$10.80 a line 


Seven words of ordinary length make 
<..3 Hime. 

Count in the signature. 
counts as two lines. 


Heading 


No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 


One inch space advertisement is 
equal *<o fourteen lines. 


Reiiittances to accompany the order 
No extra charge for copies of paper 
containing advertisement. Copy must 
b- in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


























aommeal 
Salesmen 
COMPETENT SALESMAN WANTED 
By small, well-known New England wholesaler 


with exceptional mill connections. Profit sharing 
basis, Adequate, high grade territory. 
Address “G, 3,” care American Lumberman. 


COMMISSION SALES CONNECTIONS 
Desired by Douglas Fir mill group. Exclusive ter- 
ritory. Address with account of experience ‘‘G, 5,” 
care American Lumberman, 


WANTED SALESMAN 
To sell subscriptions for trade paper on commis- 
sion basis. Also capable to write feature stories 
at space rates. 
Address “G. 18,” care American Lumberman. 


EXCLUSIVE TERRITORY 


For West Coast Woods. See page 53 American 
Lumberman issue July 25th. 














Employees 


WANTED COMPETENT RESAW FILER 
Give full particulars experience and age. 
Address “G. 26,” care American Lumberman. 


WANTED—GIRL 


With considerable lumber experience, especially in 
the sales end, 
Address ‘‘G,. 27,’ 








’ 


care American Lumberman. 





Employment 


EXPERIENCED RETAIL AND WHOLESALE 


A man of exceptional experience in, Ist, Sales, 2nd, 
Credits, 3rd, Collections, 4th Purchases—together 
with ability to turn these to your profit. Now 
manager of a city yard, present employer as 
reference. Also know operation of line yards in 
farm territory. Salary need not be large until 
ability is proven, but position must offer scope for 
executive ability. Will consider small investment 
or profit sharing plan. 
Address “G, 20,’’ care American Lumberman. 


DRAFTSMAN—SPECIAL MILLWORK 
Competent detailer and _ biller practical. 








Thor- 


oughly experienced, well educated. Best references. 
Address “‘G., 19,’’ care American Lumberman, 
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Employment 


YOUNG EXECUTIVE 





& SALESMANAGER 





Age 33, married, settled, good personality. Thor- 
oughly experienced Sash, Door, Millwork and Glass 
business, both wholesale and retail, Practical lum- 
ber experience. Best references. Will consider 
traveling. 
Address ‘G, 25," care American Lumberman. 
BOOKKEEPER 

Age 28. Desires permanent connection in Ohio 


or Indiana. Experienced in National Uniform Cost 
Accounting Svstem. Good reference as to char- 
acter and ability. 


Address ‘G. 28,"" care American Lumberman, 





RETAIL LUMBERMAN 40 YEARS OLD 
Wants job as manager 
of references. 

Address “G. 31,”’ 


lifetime in business—best 


care American Lumberman 





POSITION AS MANAGER 


25 years experience from Stump to Market. 
will make examinations and 
Best of references. 

Address “G,. 21,’’ 


Also 
recommendations. 


care American Lumberman. 





ACCOUNTANT-BOOKKEEPER 


Open for position. Six years Bookkeeper for 
Wholesale and Retail Lumber Corporation and two 
years Railroad Bookkeeper. Age 28. College Grad- 


uate. Go anywhere. 
Address ‘‘G, 23," care American Lumberman. 





RETAIL YARD MANAGER 
Solicits connection with organization that needs 
the services of a capable, aggressive and experi- 
enced retailer. Full knowledge of the retail lum- 


ber, building material and fuel problems. Execu- 
tive qualifications, A-1 references. 20 years’ ex- 
perience. Age 44, Excellent record. 

Address ‘“‘F. 12," care American Lumberman. 





DESIRE POSITION IN LUMBER OFFICE 


As bookkeeper. Young married man, 34 years old. 
Have 15 years’ experience as bookkeeper and office 
manager. Fast and accurate and accustomed to 
handling heavy volume of work. Operate type- 
writer and thoroughly familiar with cost account- 
ing and general office detail. Will accept reason- 
ably small salary and go anywhere. Furnish A-1 
reference and bond. 


Address ‘“‘G. 4," care American Lumberman. 





OFFICE, SALES & STORE MANAGER 
Can get maximum results with minimum cost; 


thoroughly experienced and a hustler. Will go 
anywhere. A trial will convince you. References. 
Address “T. W.,” 1024 Bighth Ave., Tuscaloosa, 
Ala, 





HARDWOOD INSPECTOR OR BUYER 
Wants charge of Yard or Road. North or South. 





National experience. Understand Dry Kilns. Can 
go anywhere. Al reference. 
Address “G. 1,” care American Lumberman. 
POSITION WANTED 
Estimator, salesman, detailer and Biller; experi- 
enced, good record, and best references. 
Address “F. 16," care American Lumberman. 





FIRST CLASS MILL MAN 
Exp. Circular Sawyer and Filer. Hard and Soft- 
woods. Can maintain entire sawmill, 
Address “F. 19,”" care American Lumberman. 





A-1 CIRCULAR SAWYER & FILER WANTS JOB 
8 years’ experience on right and left hand portable 


sawmills, sawing 25 varieties of timber. I can do 
my own dismounting, setting up etc. Will go 
anywhere. A-l references. 

Address “S. 154," care American Lumberman. 





MR. BUILDING SUPPLY EXECUTIVE 
I know your business inside and out—books, cor- 
respondence, buying, selling, estimating, blue- 
prints and construction. What have you to offer 
the best man you ever employed? Address 
“T. W.,”. 1024 Eighth Ave., Tuscaloosa, Ala. 





WANT POSITION IN LUMBER YD. OR HDW. 
Am 38 yrs. old, married, 4 children, no bad habits. 
19 yrs. experience in every dept., estimating, book- 
keeping, managing, etc. Will work for any rea- 
sonable salary in any dept. Good reference as to 
character and ability. 

Address “F. 6," care American Lumberman, 


A CLASSIFIED AD WILL MOVE SLOW STOCK 
ADVERTISE FOR WHAT YOU WANT 








Employment 


WANTED A POSITION FILING BAND SAWS 


Can file for any kind of timber, and guarantee 
strictly first class results. Would prefer employ- 
ment in a foreign country. J. G. GRANBERY, 
2217 Kenmore Ave., Charlotte, N. C, 








MANAGER 

Available any time to Jan, Ist. 
and collector. 
Address ‘‘G, 15,” 


Capable salesman 


care American Lumberman., 





Lumber and Dimension 


OAK OR BEECH DIMENSION 


400,000 pieces 24”%x1%"” x1” 
400,000 pieces 16x 1%” x1” 
Quote Delivered Elkland, Pa. 
THE H, SHELDON MFG. CO. 


Retail Lumber Yards 


WTD. TO PURCHASE RETAIL LUMBER YARD 


In one yard town in Central Illinois, within thirty- 
five miles of Decatur. 
Address “‘G, 24,” care American Lumberman. 


WANTED TO BUY RETAIL LUMBER YARD 


With $150,000 or more annual sales. BOX 63, 
Montezuma, Indiana, 


WTD. TO PURCHASE RETAIL LUMBER YARD 


In town not smaller than five thousand population, 
Kansas, Oklahoma, Missouri, or Iowa. 
Address ‘“‘W. 56,” care American Lumberman. 


WANTED TO BUY LUMBER YARD 
In live city of 50 to 100,000 population. 


Address “‘G, 16,”’ care American Lumberman. 
WANTED RETAIL LUMBER YARD 


Will trade Ind., Ills. or La. farm land. 
Address “G. 30," care American Lumberman 


























Business Opportunities 


ALL-AROUND EXP. HARDWOOD LUMBERMAN 


Desires connection with some wholesaler or manu- 
facturer. Can make small investment, Have ex- 
port and domestic experience. 

Address “G. 33,” care American Lumberman 


Second Hand Machinery 


WANTED CREOSOTING PLANT 
or Second Hand. Also good man to operate 











New 
same. 


Address “G, 22,” care American Lumberman. 


| FOR SALE 


Lumber and Dimension 


HARD MAPLE DIMENSION STOCK 


Any size and quality; specializing in straight- 
grained stock for Bending purposes, also selected 
white wood for special work. Solicit your lumber 
enquiries. 
CANADIAN HARDWOODS LIMITED 
Casselman, Ont., Canada 




















WHITE ASH LUMBER AND DIMENSIONS 


We are specializing in tough textured White Ash 
Lumber and long length straight grained Ash di- 
mensions. Write us. TEXAS ASH COMPANY, 
Houston, Texas. 





FOR SALE 
Round peeled spruce and pine 
State size. 
lots. 
H. G. RATH, Sault Ste. Marie, 


logs for cabins. 
Delivered prices on request. Carload 


Michigan, 








FOR SALE 
Business Opportunities - 


FOR SALE—A MODERN BAND MILL 
With Dry Kilns, Storage Sheds and a fully 
equipped Planing Mill located on both railroad j 
and water close to a Southern Port convenient for 
Export and Interior shipping. Pine logs are 
brought to mill by water at very low cost. A; | 
present pine timber sufficient to operate for twenty | 
years can be bought at reasonable prices. There 
is also a large amount of hardwood tributory, The 
plant is operating and can be bought at much 
less than it cost. In our opinion there is no better 
proposition in the South. 

Address “G, 32,” 





FOR SALE IN INDIAN RIVER CO., FLORIDA 


Country place, 15 minutes from post office, schools, 
churches, etc. paved road. Beautiful natural sur- 
roundings, grapefruit grove, superior quality fruit, 
flowing well, world’s finest climate, cool summers, 
warm winters. Just the place for permanent or 


winter home. 
oO. BOX I, Vero Beach, 


Address P. Florida. 





FOR SALE OR HALF INTEREST 


500 acres timber land bordering on Pickerel, Crane 
and Arbutus Lake in Forest Co., Wis. Small saw- 
mill planers. Have summer resort and furnishe 
cottages. An excellent opportunity. Addres 
JAY COOK, Pickcrel, Wis. 





EST. WHLSALE & RETAIL HDWD. BUSINE 


In Northwestern Ohio—Transit privileges on fi, 
railroads—Electrically operated sawmill and com- 
plete equipment. 


Address “G. 8,’" care American Lumberman, 





SELL INTEREST SAW MILL 


With management retail department, fine North- 


west city. Ideal living conditions and educational 
advantages. 
Address “OREGON,” care American Lumberman, 





Retail Lumber Yards 


FOR SALE—RETAIL LUMBER YARD 
In central Oklahoma, county seat, 10,000 popula- 





tion. State university and state hospital located 
there. Fine agricultural country, and entire coun- 
try leased for oil and gas. 


Address “G, 29," care American Lumberman 


FOR SALE 


A 37 year established Indianapolis 

and mill, to close estate. Part cash, 
» G. MILLER 

No. 10, The SAVOY, Indianapolis, Ind. 


RETAIL LUMBER YARD FOR SALE 


North Central Wisconsin. Doing a good business 
in a city of three thousand people. Unless you | 
want a live yard doing business do not answer this 
ad. Address ‘‘G. 10,” care American Lamberman. 





lumber yard 








FOR SALE—THE HEGE & CO. LUMBER YARD 


And Planing Mill. Splendid down town_ location 
on Road No. 31. COLUMBUS, INDIANA 


FOR SALE RETAIL LUMBER YARD 


Near Milwaukee, Wis., in excellent farming and 
resort section. Good annual sales. Has always 
made fine return on investment. 

Address “W. 8,” care American Lumberman. 


FOR SALE—RETAIL LUMBER & COAL YARD 


Near Urbana, Illinois, only yard in small town, 
doing profitable volume, low investment, desirable 
location, 

Address “‘F. 15,” care American Lumberman. 


CENTRAL INDIANA COUNTRY YARD 














For Sale. Small city, good farming community, 
good sheds. Small investment required. 
Address ‘‘A, 4,” 


care American Lumberman. 
ae 


FOR SALE AT A BARGAIN 


Lumber, coal and feed business in a small Wis- 
censin town. 
Address “F. 7”, care American Lumberman. 


RETAIL LUMBER YARD FOR SALE 


9 miles across Puget Sound from Seattle. In grow- 
ing dairy and fruit country. 

0 feet of waterfront, office, sheds, dock, pers 
derrick, residence, private water system include 
Best non-competitive territory in the district. 4 

Ideal location for independent future, G00 
schools, low taxes. Cash deal only. 
Address “B. 7,” care American Lumberman. 
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